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New “Berylstone” Vinyl Flooring by Gold Seal | | ™ 
For tract units or custom jobs, you'll sell faster with new ail : ran : ; : A 
Berylstone* paving the way. Beautiful for bedrooms. Prac- . ) ® Loca 
tical for kitchens. Wherever you use it, this new vinyl makes "3 5 { “Se > 
a terrific impression. ‘‘Berylstone”’ is different ... smart! This : C L ~_ < 
Gold Seal® Nairon® Standard plastic is a rugged vinyl, too. es FLOORS AND WALLS 
Its pattern goes deep down, so it keeps its new look for ages. , : : Peop 





An exclusive Gold Seal finishing process gives ““Berylstone”’ 
a unique surface gloss and smoothness that’s especially easy Cone eae in tee eer ase 

to maintain. And there’s no lining felt needed. “Berylstone’” SPECIFICATIONS: May be installed directly on abor 
—both tile and yard goods- has its own under-cushion for floors of wood, concrete, or ceramic tile— including th 
added quiet and comfort. And it fully meets FHA Title I radiant heating. Available in 6 ft. wide yard go 
requirements. See ‘“Berylstone” today! 9"x9" tile. Tile may also be installed on-grade. 
FOR HOME, BUSINESS, INSTITUTIONS: BY-THE-YARD AND TILES—INLAID LINOLEUM © NAIRON® PLASTICS * VINYLBEST* TILE * CORK TILE * RUBBER TILE * ASP 
PRINTED FLOOR AND WALL COVERINGS — CONGOLEUM® AND CONGOWALL® © RUGS AND BROADLOOM— LOOMWEVE®  *TRADEMARK SATISFACTION GUARANTEED OR YOUR MC 


HOUSE & HOME, February 1958 Volume 13, Number 2. Published monthly by TIME IN(¢ % Rockefeller Plaza, New York 20, N. Y. Entered as second-class matter at New \ 
Subscription price $6.00 a year 


°., 








THIS MONTH’S NEWS 


(index to the top stories) 


Mortgage market does a quick turn- 
about; some areas report more 
money than they can use...p. 38 


Federal lending: three economists in- 
dicate FHA and VA programs are 
pr 2 Pea eee p. 39 


Rental housing: 56 experts at Round 
Table conference ponder how to 
een erate p. 43 


Housing policy: ke proposes biggest 
changes in legislation in four 
ME eh aires: «nla dk Deke p. 46 


Canada: builder convention hears call 
to boost research to cut costs. .p. 51 


Materials & prices: several producers 
hint they may have to raise prices 
in 1958 despite slump in hous- 
WR cecil og dscexcarcaes on p. 54 


Appliances: Gas and electric industries 
map plans to capture each other's 
ha i, Ae ELPA EL p. 55 


Labor: NLRB rejects Chicago home 
builders request for recognition as 
bargaining agent .......... p. 58 


Housing market: Can federal moves 
fo spur sales overcome recession 
buyer-attitudes? ........... p. 62 


FHA backlog: Commissioner Mason 
fires a chief underwriter, tries to 
speed processing .......... p. 63 


Local markets: California builders 
worry over realtor efforts to ban 
Sunday selling, model homes.p. 65 


People: Attorney George P. Bickford 
named to succeed Pierce Gerety as 
HA general counsel 


Statistics & indexes: 
fortgage quotations ...p.41 


LS materials prices... .p. 55 
veckh housing costs. ..p. 55 
using starts ........ p. 62 


A, VA applications. . p. 62 


¢ 1958 





ROUNDUP 


Mortgage prices jump as market makes quick turnabout 


There is now more mortgage money than builders can use in many parts of the 
US. The astonishing situation is the result of one of the quickest turnabouts in 
the market in years (see p. 38). With more money, prices of FHA and VA loans 
have jumped % to | point in many cities. 

One big factor in the quick change is more buying by savings banks. They are 
not only buying FHA immediates but making advance commitments as well. 
Activity of the savings banks has produced a split-level market in many cities. 
{nsurance companies, insisting on more down payment and shorter term, pay one 
price. Savings banks, seeking higher yields, offer about | point less but are gobbling 
up the last of VA 30-year, 2% down paper that both insurance firms and local 
lenders often spurn. 


How Ike hopes to trim the fabulous cost of urban renewal 


President Eisenhower’s budget message (see p. 46) reveals administration plans 
for the most far-reaching overhaul of housing legislation in four years. But most 
of the President’s proposals face rough going from a hostile Congress. Biggest 
change is Ike’s middle-of-the-road suggestion that the federal government grad- 
ually scale down its urban renewal grants to write down the cost of land in slum 
clearance projects. The government now pays two-thirds of the difference betwee 
what slum land costs on the market (a price often inflated by bootleg profits of 
overcrowded tenements) and what it will be worth for honest re-use. Eisenhower 
wants Congress to serve notice now that this will drop to 60% in 1960, to 55% 
in 1961 and to 50% from 1962 on. 

But US mayors, public housers, labor spokesmen and professional housing 
and renewal officials (whose jobs might be at stake) are raising such a hullabaloo 
over asking states to pick up part of the renewal check that Congresss is reacting 
coldly to the idea. Best hope for its adoption is that Eisenhower couples this 
money-saving scheme with one that mayors and renewal officials like: make urban 
renewal a six-year program, thus assuring businessmen and planners alike that 
funds will be available through 1964. 


Higher materials’ prices expected later this year 


Materials’ producers, faced with dwindling profits, higher labor, raw materials 
and freight rates, are talking of higher prices this year despite the weak housing 
market. Until prices do go up, home builders will apparently get more for their 
materials dollar than they did a year ago. Price cutting on the dealer-builder level 
is widespread as dealers try to reduce inventories (see p. 54). 


Will Commerce Dept. take over BLS building statistics? 


All construction statistics, including housing starts, may soon be put in the hands 
of the Commerce Dept. Commerce officials have let word leak out that the move 
has already been approved by Secretaries Weeks and Mitchell. But a Labor Dept. 
spokesman denies it. 

One reason why the report may well be true: since the Census Bureau housing 
inventory found 2 million more new homes in the US between 1950 and 1956 than 
BLS had reported as starts, the Labor Dept.’s method of collecting basic housing 
data is under sharp question. 

Commerce personnel are already working out changes in the system of reporting 
housing starts, claim BLS’ nearly complete dependence on building permits has left 
big gaps in its facts. 


Support sought for FHA insurance on top 20% of loans 


Conspicuous by its absence from Eisenhower’s budget revelations of 1958 hous- 
ing plans is HHFAdministrator Albert M. Cole’s scheme to let FHA insure the 
top 20% of otherwise conventional 90% mortgage loans (Dec., News). The plan 
has run into stiff opposition from some influential Congressmen who call it a 
“steal” from the US Savings & Loan League’s proposal to do almost the same 
thing through the Home Loan Bank Board. Crucial difference between the two 
plans is that the HLBB is now privately (i.e., S&L) owned. FHA insurance is a 
contingent liability of the US Treasury. 

But Cole’s plan is not dead. Some mortgage lenders, notably insurance com- 
panies, have greeted it warmly. At mid-month, Cole was trying to sell his idea at 
closed-door meetings with leaders from builders, realtors, lumber dealers and 
lenders. NEWS continued on p. 38 
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MORTGAGE MARKET: 





The mortgage market is making one of the swiftest turn- 
abouts in its recent roller coaster history. Indications are that 
mortgage money will continue to ease for a few more months. 

Says Economist Miles Colean: “There has been a much 
faster change . . . than anyone would have guessed.” But he 
cautions: “When a man hasn’t had a drink in 24 hours even 
one glass of water 
tastes good. Forward 
commitments are not 
yet back to normal.” 

There is more 
money now than builders in many sales-slow places can use, 
even in chronically money-shy areas like San Francisco where 
Mortgage Banker Ray Lapin comments: “We have been un- 
able to fill the requirements of investors since mid-December.” 





HOUSE & HOME’s exclusive 
monthly mortgage roundup 








The government, anxious to spur housing starts and 
buttress the slipping economy, is trying to steer more 
money toward home mortgages. 


FHA has raised discount limits in western and southwestern 
states (see below), and it has ruled that closing costs again 
may be included in mortgages. 

Fanny May has boosted its prices for FHA loans across the 
board by cutting its purchase and marketing fee from 1 to 4% 
point. But Fanny May is getting ready to unload some of its 
$1.6 billion secondary market portfolio (but not its old $2.3 
billion management and liquidation portfolio). Noting that 
new offerings fell from $14.8 million for the first full week in 
December to $8.6 million for the first full week in January, the 
government mortgage agency called in its field men and told 
them to get ready to sell instead of buy. Says a Fanny May 
spokesman: “We've got some top-grade stuff and everything is 
for sale” (for one point more than Fanny May paid). 

Best advertised government aid was the least important. 
President Eisenhower released $177 million in frozen funds: 
$107 Fanny May purchasing authority for Capehart military 
housing, $70 million in urban renewal capital grants and $20 
million Fanny May authority for FHA builder co-ops. 


The significant source of more mortgage money is 
savings banks. 


Across the nation, mortgage bankers report telephoned 
pleas for loans from eastern savings banks—either immedi- 


ates or futures. 

Robert M. Morgan, vice president of Boston’s Five Cents 
Savings Bank, explains: “The New York savings banks are 
the key to today’s market and they are buying. They are 
making advance commitments based on a long range look at 
1958.” Argues another mortgage man: “Savings banks are 


Will FHA’s increase in discount limits in 
20 West and Southwest states draw more 
money west at the expense of the Midwest? 

Some respected men in the mortgage busi- 
ness believe it will. No one disputes that the 
original -West Coast limit of 2 points was too 
low. But some experts contend FHA timed 
its correction badly by acting just as mort- 
gage money was beginning to ease dramati- 
cally. 

Harry Held, vice president of Manhattan’s 
Bowery Savings Bank—a major investor in 
out of state mortgages—calls FHA’s action 
“exactly the wrong thing to do.” He believes 


gest yield. 





Money eases so fast some surpluses appear 





Will FHA discount changes hurt the Midwest? 


eastern money which is now looking for 
mortgage outlets will “leap over the Midwest” 
and go to the West Coast looking for the big- 
His thought: 
adopted a single national discount limit. 

FHA acted in an obvious effort to spur 
home building. It tied the discount changes 
into an announcement that closing costs may 
now be included in FHA mortgages (see p. 
62) and that it is contemplating no increase 
in its basic 544% interest rate. 

Discount ceiling changes: up from 2% to 3% 
in California, Oregon and Washington; up from 
242% to 3% in Arizona, Colorado, Idaho, Mon- 


afraid there may not be enough mortgages to go around.” 

Bargain-sniffing savings banks are again growing eager to 
give advance commitments. But Harold Finney of Citizens 
Mortgage Co. of Detroit says: “We would be reluctant to 
accept forward commitments. The market gives every indica- 
tion of improving.” 

Insurance companies are also showing more interest in 
FHA mortgages. 


Says Robert S. Irving, executive vice president of the W. A. 
Clarke Mortgage Co. of Philadelphia: “I know two insurance 
companies where bond departments have said ‘uncle’ and are 
releasing funds to mortgage departments.” 

Everett Mattson of Houston’s T. J. Bettes reports: “Insur- 
ance companies have come out with quotas equalling 1957, 
but all have indicated they will talk about other deals whereas 
last year they wouldn’t even talk about anything more.” 

Mortgage men agree more lenders are easing up their 
demands for 10% minimum down payments. 


Discounts on FHAs and VAs have slipped and are falling 
into a new split-level mold. 


Savings banks on the hunt for loans are paying '% to | 
point less than insurance companies—but they are taking 
minimum down payment, 30-year paper shunned by most 
insurance companies. Local banks—which usually insist on 
quality merchandise and higher down payments, are paying 
99 or par in a surprising number of cities. 

Prices for FHA 5%s on the New York wholesale market 
are up %2 point on the top to 9542-9742. VA 4's are up 
again from 8742-89 to 89-90. 

A '% point across-the-board improvement on FHA 5's 
is reported in Newark and Washington. A 1-point gain on 
the bottom of the price spread to 96 is noted in Chicago and 
Denver. VAs are up from 90-91 to 92-92% in Washington 
and from 88-89 to 89-90 in San Francisco. 










Overall, the money market continued to ease in January. 





With the economic slump deepening and unemployment 
rising, there was much speculation that the Fed would follow 
its December cut of the rediscount rate with more anti-reces- 
sion action. Possible steps: another cut in the rediscount rate 
and increased open market activity. 

Effect of the first rediscount rate cut showed up dramatically 
in January. Treasury bills sold at 2.752% vs. 3.66 in October 
The Treasury sold a $750 million short term Fanny May issue 
at 356% compared to the record 4.875 paid on a similar 
issue in October. A key 242% government bond issue Was 
up to 9414, eight points over its October low. 



















tana, Nevada, New Mexico, Utah and Wyomint 
and up from 2% to 24% in Arkansas, Kansas 
Louisiana, Missouri, Oklahoma and Texas. Dis 
count limits were cut from 1% to 2% " 
Massachusetts, Maine, New Hampshire, \ermom 
and Rhode Island and cut from 2 to 12% 
northern Virginia. 

If some lenders and midwest mortgas 
bankers had misgivings about the FHA 
changes, there was jubilation in the west. En: 
thused Ramond Lapin, president of the Bank 
ers Mortgage Co. in San Francisco: “Great 
It solves the problem we had in getting © 
gether with eastern banks.” ae 

Donald McGregor, executive vice president 







FHA should have 
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the T. J. Bettes Co. of Houston, believes 

14 point added discount could make a 

ry significant difference in the Texas hous- 

g market. “I think it will help us finance 
existing two-bedroom houses that have been 
hard to refinance. If it does, it would be as 
ecood a stimulus to new construction as we 
could hope for. It would mean more trade- 
ins and prompt more builders to take those 
two-bedroom houses in on their new three- 
and four-bedroom houses.” 

Tom Coogan, president of Housing Securi- 
ties Inc. shrugs at FHA’s moves: “It’s very 
little and it’s very late but it will help.” Happy 
that FHA said flatly it is not going to boost 
its interest rate, Coogan predicts this will 
bring out money held back by investors in 
hope of a higher return. 

To many mortgage bankers in areas not 
directly affected by discount changes, the 
statement on the interest rate is the most im- 
portant—and disappointing—item. 


$177 million of ‘anti-slump’ 
funds are freed by US 


President Eisenhower’s well publicized move 
to fight recession and spur housing by pump- 
ing $177 million into three programs has 
more appearance of help than reality. 

Most of the money—$107 million—goes 
to Fanny May to buy military housing loans. 
This is the last of $250 million voted by 
Congress for such purchases. The President 
had ordered the Budget Bureau to impound 
it, but even before the recession suddenly 
took hold squawks from Congress had led 
the administration to promise “another look” 
in January. 

Fanny May got another $20 million for 
builder-co-ops under FHA Sec. 213—the last 
of $50 million Congress voted for them. 
Eisenhower did not release the remaining 
$40 million of funds earmarked for Fanny 
May support of 213 consumer co-ops. De- 
mand is so low Fanny May does not need it. 

Urban renewal got another $50 million 
for capital grants, which leaves only $50 
million of the $350 million Congress voted 
still frozen. 





Experts charge FHA, VA programs 
cut postwar housing, boosted costs 


FepERAL LENDING: Its GROWTH AND IMPACT. 
A staff summary of a research report, Federal 
Lending and Loan Insurance, by Saulnier, Hal- 
crow and Jacoby. National Bureau of Economic 
Research Inc., 261 Madison Ave., New York 
16. $1. 


Are FHA and VA programs self-defeating? 

Three nationally celebrated economists an- 
swer that queston with a qualified “yes” in 
this new study of the impact of federal lend- 
ing and loan underwriting on the US econ- 
omy for the last 35 years—an impact so big 
the authors call federal credit a whole new 
banking system. 

The experts: Professor Raymond J. Saul- 
nier of Columbia University, who is now 
chairman of the President’s Council of Eco- 
nomic Advisors; Harold J. Halcrow, head of 
the department of agricultural economics at 
the University of Illinois; and Neil H. Jacoby, 
dean of the graduate school of business, Uni- 
versity of California at Los Angeles. 


Boosts prices, not volume 


“The principal objective of federal housing 
credit programs since 1934 has been to in- 
crease construction,” says the report. But 
after World War 2, instead of increasing the 
volume, the most visible thing FHA and VA 
housing aids did was boost costs. Says the 
report: 

“A comparison of the home building boom 
that followed World Wars 1 and 2—after al- 
lowance for changes in population and rates 
of family formation—strongly suggests that 
residential construction was actually Jess after 
World War 2 than would have been expected 
on the basis of post-World War | experience. 

“The primary effect of credit liberalization 
[after World War 2] was apparently to be 
found in construction costs and housing 
prices. After the war, construction costs rose 
significantly more than costs of other types 
of output; and rose more for home construc- 
tion than for commercial and factory con- 


struction. The main cause lay in more rapid 
increases in prices of building materials, par- 
ticularly lumber, than of semi-manufactured 
goods generally. The result was that prices of 


Walter Bennett 





ECONOMIST SAULNIER 
Whither federal credit? 


houses increased faster than prices of con- 
sumer goods and certainly of consumer dur- 
able goods. Thus, a considerable part of the 
impact of federal housing credit after 1946 
was raising the costs of residential construc- 
tion and the prices of homes above what 
would otherwise have prevailed.” 


Damper on interest rates 


On the other hand, the authors credit fed- 
eral housing programs with great success at 
cutting the cost of mortgage credit by keep- 
ing a continuous “downward pressure” on 
interest rates for conventional loans. In fact, 
they add, “the major influence may have been 
the long-term decline of the whole interest 
rate structure.” 

Federal housing credit has also: 


continued on p. 41 


Mortgage prices will rise a few more months, trend of bond prices indicates 


Will discounts on VA and FHA mortgages 
continue to shrink for another two and per- 
haps as much as another four months? 

The recent history of government bond 
Prices suggests they will. For at least three 
years, the price of government bonds (212% 
issue Of 1967-'72) has foreshadowed not only 
the trend but also the price of VA minimum 
down, 30-year loans. Once, there was a tra- 
ditional 2-point spread between the price of 
the 244% bonds and 44% VA mortgages. 
Lately, this has shrunk to the vanishing point. 
But bonds, responding abruptly to changes 
in the money market, still seem to point the 
way for sluggish mortgage prices. Consider: 

Both bonds and VAs hit their high for the 
last three years in January 1955. Both were 
trending down. In October, bonds moved up 
‘rom 94.2 to 95.2. Right on schedule, VAs 
moved up next January—from 94% to 96. In 
April, bonds veered down again, losing 3 
points. VAs sagged % point in August and 
More In succeeding months. After the Federal 


Reserve cut rediscount rates, the 214% bonds 
climbed quickly last November, from 86.2 
> ‘4 VAs followed in January (from 88% 
" B d prices have continued to soar, reach- 
‘2 last month. So many a mortgage 

an argues WAs—and the rest of the mort- 
gag irket—will follow. 
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her e’s help from Universal. Rundle 


to make your Model Home Promotion 


a real success Here are sales helps that are attention-getting. They are tailor-made to your 
own model home. They work for you from the time you make your firs 
announcement until home buyers pause for a special look at your bathroom, 

These helps are available to builders who use the sale appeal of the 
World’s Finest Bathroom Fixtures by Universal-Rundle. 


Model Home “‘Seller’’ No. 1 ae 


eMOomE 
OF YOUR ORSAMS 


Television Films and Radio Scripts 


pared for you . . . depicts the fea- 
that can be used as spots or trailers. 


tures of your homes including the 
U/R bathroom fixtures that your 
prospects have seen advertised in 
leading magazines. 


| 
| 
| 
Four-page Brochure, especially pre- | 
| 
| 
| 
| 





Model Home ‘‘Seller” \ 
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| Full-color Bathroom Decorating 
| Book gives buyers exciting ideas 


THe 
NOW wep ‘as 
_ oe 
ex 


for decorating the bathroom. 


Counter Book in attractive easel binding . . . for use in sales = cine come Sekine sets “sheen 

office or on the water closet tank in the bathroom of your Model | Model Home “Seller” \ 
Home. Portrays the sales appealing features of the U/R fixtures 

in your home. Especially designed for you. | 

Aye Wold f 

PLUMBING Fixng 

. . . ” 

Outdoor Sign, announcing that ( ONersal- Run s 

your home has the World’s Finest mS ace TT D 

Bathroom Fixtures. ° 









Feature Pointers that attach to the 
fixtures and highlight the extra- 








- fin 


value features. 


> == Ask your U/R Plumbing Wholesaler for details, or write to Universal- Rundle. 


525 RIVER ROAD, NEW CASTLE, PA. 
‘ 


Universal QP Ru matte) 


MAKERS OF THE WORLD’S FINEST PLUMBING rixrurtil a 


Plants in Camden, N. J.; Milwaukee, Wisc.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas a 

















1. Decreased regional differences in mort- 


gage rates. 
2. Increased ratios of debt to equity. 
3. Boosted final maturities of loans. 
n 4. Been spectacularly effective at promot- 


¢ expansion of loan amortization. For ex- 
ample: Between 1920 and 1924, only 2712 % 
of conventional nonfarm mortgage loans by 
life insurance companies on one- to four-fam- 


ily dwellings were fully amortized. From 
1940 to 1947, 904% of such loans were 
fully amortized. Only 15% of commercial 


(Sale by originating mortgagee, who retains servicing 


continued from p. 


banks’ conventional mortgages 
amortized from 1920-24. In 
were fully amortized. 

Says the report: “Federal housing credit 

. has tended to cause private lending 
agencies to liberalize credit terms and read- 
just their credit practices.” 

Now, conclude the authors, “insured or 
guaranteed loans play a leading role in resi- 
dential mortgage financing and through these 
government programs the entire structure of 
housing credit has been brought under fed- 
eral influence.’ 


were fully 
1940-47, 49% 


MORTGAGE MARKET QUOTATIONS 


As reported to House & Home the week ending Jan. 11) 





FHA 5144s (Sec. 203) (b) _ 





MARKET TRANSACTIONS 















































39 


Debenture rate increased 


FHA has again increased the interest rate 
on its debentures—this time by 4% to 3.5%. 

The Housing Act lets FHA set a rate which 
does not exceed the average yield to maturity 
of comparable government obligations. The 
rate last went up in July 1957, from 314 
3% %. 

Twenty-year debentures are issued by FHA 
in lieu of cash when a mortgage it has in- 
sured is defaulted. 

NEWS continued on p. 43 
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NEW YORK WHOLESALE 
MORTGAGE MARKET 


Prices on the open wholesale market in New 
City, for out-of-state loans, as reported the 
ending Jan. 11 by Thomas P. 
Housing Securities Inc.: 


York 
week 


Coogan, president, 


FHA 5'/4s 
(minimum down, 25 or 30 years) 
Immediates: 95!/2-97'/2 Futures: 95! 2-972 

















FHA Ss 
Conven- Minimum Down*® Minimum Down* 10% or more down (minimum down, 25 or 30 years) 
tional FHA FNMA 30-year 20-25-year 20-25-year - , 1, .941/, = 
Interest Discount Price Immedi- immedi- Immedi- immediates: $3/2-99/s Feteres: Me activity 
City Rates Ceiling xy ate Future ate Future ate Future 
Boston local 5-5!/2% 99! 98 101-par 101-par 101-par 101-par 101-par 101-par VA and FRA 41/25 
Out-of-st. — 97-99! —— 96-97 96-97 96-97b 96-97b a a (minimum down, 25 or 30 years) 
Chicago 5l/2-6% 98 97 = 96bef 96bcf 97¢ 97c 97¢ 97c Immediates: 89-90 Futures: 89-90 
Cleveland 51/2 -6% 98 97 97'/2-98 97c 98 98 98-park 98 Note: prices are net to originating mortgage broker 
Denver 8/267 875 «MELBTYEE 6.97/4e 96.97/¢ 96.97/30 96-8720 96.97/90 | (MOF necessarily net fo builder) and wrually include 
Detroit 5i/>-534% 97'/o 96 96'/2-97  96fc-96!/2096!/2f-97c 96F-96!/2c 97-97!/> 97 
Houston 51/2-6% 97'/n 9%lYo g g 96'/2-97c 96'%2-97c 98 98 
Jacksn’vl 534 -6% 98 9672 96b 9512-97 96cd-97 96cd-97 97 97 FNMA STOCK 
Newark 5\/2-6% 98!/n 97 98c 97'/oc 98!/2 98c 99 98! 2e Month’s Month's 
New York 54%4-6% 99 98 99-par 99-par par par par par Jan. 13 Dec. 10 low high 
Phila. 5l/2-6% 98!/n 97 97! oc 97l/oc 98c 98c 98c-98'5 98c-98!/2 Bid ......... 48% 47 46 49'/> 
San Fran, 534-7.2% 97 96'4, 97-98k 96c 97 a 97-98 a Asked 50 4815 47> 51!/2 
Wash., D.C. 5!/4-534% 97!/5-98!/2J97! 98 
2-5%4% 97'/2-981/2)97'/2 a as * $8 8 Quotations supplied by C. F. Childs & Co. 
3% down of first $10,000; 15% of next $6,000; 30% of balance. 
VA 43/5 FHA Ss (Sec. 203) (b) 
(Immediates) (!mmediates) 
MARKET TRANSACTIONS MARKET TRANSACTIONS 
Not subject to discount control Not subject to discount control 
| unless so note | unless so noted 
FNMA 20-25 year FNMA 
: VA Discount Price 30 year 20-25 year 10% down or Price Min. Down Min. down 20-25 year 
City Control Price xz 2% down 5% down more City xy 30 year* 20-25 year* 10% down 
7 Boston local 97 89 96-97h 96-97h 96-97h Boston local ”.”™lU ——<_ 
Me fi Out-of-st. — 39-90 989.90 89-90 Out-of-st. — a a 
1G FIXTy , : 
Chicago 95/2 88 a a a Chicago 9415 a a a 
Run Cleveland 95! 88 91b a a Cleveland 9417p a a a 
Denver 94'/2 87Y¥2 a a a Denver 96!/2 a a a 
Detroit 95/2 8772 90 a a Detroit 94 a a a 
Houston 95 88 90 a a Houston 94, a a a 
Jacksn’vi 95a 88 89-90 89-90 89-90 Jacksn’vl 941/> 93b 93!/>-94b 93!/2-94b 
Newark 96/2 9% a a a Newark 95 a a a 
New York 97 89 a a a New York 96 a a a 
indie ais: 961 88a a a a Phila. 95 a a a 
= San Fran, 94/2 872 89-90 89-90 89-90 San Fran. 94 92-93b 92-93b 92-93b 
2 Wash., D. C, 96 88ly 92-92! 92-921 92-92!/5 Wash., D. C. 951/> * 2 a 
* tes: a—no activity. b—very limited market. c—includes 1 point advance of , _ - osot . 
a ” tment fee. d—includes 1 point standby commitment fee. e—includes 3 @ down on first $9,000; 25% of balance. 
n> ] extra standby discount. f—includes 2% points for construction financing. ‘ . 1 th + 
y market is FNMA. h—for $12,000 loans and up for houses 1,000-1,100 > Quotations re fer to new houses of typical average local quality with respe 
sy . J—In 5 north Virginia counties. k—over counter local portfolio. x to design, location and construction. 
: : R she % point more for loans with 10% down or more. y—FNMA net 
7 iter 2 point purchase and marketing fee, plus 2% stock purchase figured <OlTRCES.- o_o — a Dron Zoste ‘ive Ce S ngs 
- 50¢ on the $1. z—FNMA net price after 1 point purchase and market- — pelea er v7 Ee igang pak, “aes & Kramer, Inc. 
plus 2% stock purchase figured at sales for 50¢ on the $1. Cleveland, William T. Doyle, vice pres., Jay F. Zook Inc.; Denver, C. A. Bacon 
vice pres., Mortgage Investments Co.; Detroit, Harold Finney, exec. vice pres 
TURES > ate elie : Citizens Mortgage Corp.; Houston, Everett Mattson, vice pres., T. J. Bettes Co 
ate covers loans for delivery up to 3 months. Jacksonville, George Dickerson, Stockton, Whatey, Davin & Co Newark, 
Texas William F. Haas, vice pres., Franklin Capital Corp.; New York, John Halperin 
’ > , : pres., J. Halperin & Co.; Philadelphia, Robert S. Irving, exec. vice pres., W. A 
ons refer to Prices in metropolitan areas; discounts not subject to Clarke Mortgage Co.; San Francisco, Raymond H. Lapin, pres., Banke Mo 
ontrol may run slightly higher in surrounding small towns or rural gage Co, of California; Washington, D. C., Hector Hollister, exec pres 
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Utility furnace in basement. Cumber- 
some return air duct is visually dis- 
pleasing—a sales disadvantage. 


FOR BASEMENT INSTALLATIONS, SPECIFY A BASE- 


Basement furnace in basement pre- 
sents a neat, pleasing appearance— 
definitely a sales advantage. 


7 


Two furnacesare better than onein most 
zone heating installations. Your home 
buyer can see the extra value that he’s 


SIMPLIFY YOUR ZONE CONTROL SYSTEMS. Where 207 


provision for winter comfort. It’s anin 


stallation he’ll enjoy showing to frienk 





getting, and see that you’ve made solii I 


Seah vee gets 
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MENT FURNACE. American-Standard Air Conditioning controlled heating is called for, why sink money into com p 
Division makes all types of warm air furnaces—therefore has no ax plicated motorized control equipment which your home buyz . ci 
to grind. But in a basement, a basement furnace makes a more com- never sees? You can get a better result at comparable cost with ti : * 
pact installation, with greater visual appeal. Also, it allows ample furnaces, each properly sized for its zone and governed by its omf 
headroom for addition of a summer cooling evaporator. thermostat. Installation is easier and you’ve added sales appeal. Fy SI 
% ( 
be 
in 
ol 
TAKE ADVANTAGE OF AMERICA Al 
} ; 

STANDARD’S SPECIAL BUILDE) or 

‘ : 1 
PROMOTION PLAN. Cash in on these tw aM 
current trends: (1) The increasing imp é Hi 

tance of famous brand name equipment 1 b 
i] if new home merchandising; (2) The fact thi Z 
HI more and more new home buyers want ji! 19: 

d ’round air conditioning. American-Standat By 
y bo gat | Air Conditioning Division helps you dott Pe 
|} with a complete sales plan that exploits suc 
2 brand name fully while achieving full lo pre 
effectiveness for your benefit through tailt 4 
made advertising, building site display ™ aay 
terials and strategically timed newspal _ 
or P . P “ol ort 

FURNACE LEGS—A UNIQUE SALES SHOW YOUR HOUSE “READY FOR Publicity. An aggressive builder ae 

° j ; 3K you 

ADVANTAGE. The idea of furnace legs AIR CONDITIONING.” Where the ple- wonders with this package. As - 
is completely new—not only a style appeal num would ordinarily rest on the furnace, American-Standard distributor or dealer! i th 
but a practical advantage, because the base- install the jacket for an American-Standard give you the whole story. - ch 
ment floor can be hosed clean with no possi- summer air conditioning evaporator unit. 3 " 
bility of moisture entering the unit. Only Apply a sticker reminding the buyer how : ou 
American-Standard offers this feature. Note easily he can add whole-house cooling and See your American-Standard par 

. s * Py . ® . Ff 

the sturdy, protective furnace bottom pan. — enjoy complete, year ’round comfort. Air Conditioning distributor or deat ae 
3 eT 

tlo 

_- 

vai 

MERICAN-,ptandaar : 

@| 
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AIR CONDITIONING DIVISION wi 
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ROUND TABLE REPORT: 





56 experts ponder 


“Apartment house building has been in a 
bad slump that will kill the chances of halt- 
ing blight in US cities unless something is 
done now."—H&H, Oct., in reporting 
ACTION’s $250,000 study of roadblocks to 
better housing. 


Growing concern over this problem has 
now led to a unique summit conference. 

Last month in Pittsburgh, 56 builders, lend- 
ers, architects, realtors, economists, lawyers, 
planners, industrialists and government offi- 
cials met two days to study, argue and try to 
reach a meeting of minds about what ought 
to be done. 

The Round Table conference was co- 
sponsored by House & HOME, ACTION 
(American Council to Improve Our Neigh- 
borhoods) and Pittsburgh’s A.c.T.1.0.N.-Hous- 
ing Inc. (a local merger of the 30-year- 
old Pittsburgh Housing Council with the 
Allegheny Conference on Community Devel- 
opment, which sparked the city’s famous in- 
dustrial comeback and downtown slum clear- 
ance.) Moderator was Editor P. I. Prentice of 
House & HoMeE. 

No. | problem, overriding all other rental 
housing problems, is how to finance it, par- 
ticularly how to woo equity investors. In the 
1920’s rental housing was 40% of starts. 
By 1956 it had dropped to 8%. 

As Economist Louis Winnick, author of 
ACTION’s rental housing research pointed out, 
such a declining industry is “almost without 
precedent for a time of high prosperity and 
a high level of construction. Something hap- 
pened which had nothing to do with technol- 
ogy. Essentially it was a fundamental shift in 
consumer tastes. Ownership became the only 
form of tenure some people could afford.” 

What must be done to stimulate private 
capital to provide—in buildings old or new— 
the good rental housing needed in a typical 
city like Pittsburgh at rents people who need 
the housing can afford to pay? 

From two days of discussion emerged these 
Suggestions—most but not all of them ap- 
parently reflecting a substantial majority view 
of the Round Table participants: 

* There is no one, no simple, no easy solu- 
tion. Many different solutions will have to be 
-‘mployed. 


c 


® In Pittsburgh, a typical US city in this re- 
spect. the great need is for better rental hous- 
in cause so much of the present supply is 
SO bud—but 

@ FHA, in today’s economy, appears abso- 
lutely essential to produce low-equity rental 
“ ig. Without it, little rental housing 


built except for the luxury market. 
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Reason: minimum investment is almost the 
only. way to make rental property yield 
enough profit to attract many investors, and, 
at the same time keep rents low enough to 
attract many tenants in the face of the com- 
petition from low down payment FHA home 
ownership. 
® To succeed, an attack on rental housing 
problems must make the total housing supply 
—old and new—work in its favor. Code en- 
forcement must force existing housing to be 
brought up to standard or be removed from 
the market. The fact that about 20% of 
families move every year makes this more 
feasible than is realized. The 20% annual 
turnover in most public housing can provide 
a community resource for re-housing many 
families. 
@ Regional planning should designate what 
parts of metropolitan areas are suited for 
low-cost and what parts are suited for high- 
cost rental housing. High land costs close to 
city centers argue in favor of redeveloping 
such sites with higher rent units and building 
low-rent units further out on cheaper land. 
Moreover, the need of US cities for good, 
close-in dwellings is so great it seems fruit- 
less to insist on building new rental housing 
for the hard-to-serve lower middle-income 
market if part of the need can be met via 
cooperative housing or via the very effective 
mechanism developed since World War 2 
which makes home ownership available on a 
very thin initial equity—that is, ownership 
with only a nominal down payment. 
© One way to get rental housing built in biz 
quantity might be to revive 100% FHA 
loans, relying on cost certification to prevent 
mortgaging out. But even this, under the rules 
builders anticipate would be imposed, would 
mean no profits for perhaps 10 years—double 
what rental investors are generally willing to 
wait today. 
@ A minor change in federal tax laws to give 
real estate trust the same tax treatment now 
extended to trusts whose assets are stocks and 
bonds should be explored. Reason: 1) the 
present law may contain inequities and 2) if 
sO, removing them would provide a powerful 
inducement to bringing equity capital into 
rental real estate. 

Under the present law, the income of an in- 
vestment trust holding stocks and/or bonds can 
be passed on to the beneficiaries without tax on 
the trust income as such. A real estate trust, on 
the other hand, is subject to the full corporate 
income tax before its earnings are distributed. 
It is argued that income from stocks is taxed 
at corporate rates before it goes into the invest- 
ment trust, whereas no such corporate tax comes 
off a realty trust’s operating income. On the 










how to solve the rental housing muddle 


other hand, investment trusts whose holdings are 
bonds are not subject to corporate income tax- 
ation. 
® Whatever the faults of the filter-up process, 
it works faster in rental housing because rent- 
ers move on the average of once every four 
years whereas owners tend to stay put. Al- 
ready, researchers report a “tremendous loss 
of population” in near-slum neighborhoods, 
not from code enforcement but from normal 
operation of the housing market. Decanting 
population from blighted and near-blighted 
areas should be encouraged, for the less over- 
crowding the easier it is to clear and rede- 
velop worn out parts of cities. 
® People shy away from investing in rental 
realty because it’s so much easier to make 
money some other way. But the promising 
record of Cleveland Development Founda- 
tion suggests that businessmen with a stake 
in good housing for their cities can be per- 
suaded to put up seed money for low-yield 
(say, 4 to 8%) investment in rental units. 
@ Everybody should understand that a builder 
is only a builder and does not have enough 
capital to tie his money up in long term rental 
investment and still continue to build. It is 
no more possible for rental builders to stay 
on as equity owners than it would be for 
General Motors, for example, to use its own 
money to remain year after year the owner 
of most of the automobiles it manufactures. 
@ A major deterrent to providing rental hous- 
ing in redevelopment projects—where much 
of it must be built—is not only the costly 
headache of building under close government 
scrutiny, but also the manyfold delays in land 
clearance procedures. Some builders now 
complain that their capital is often tied up 
almost as long waiting for land clearance and 
approval by layer after layer of govern- 
mental authorities to start construction as it 
is tied up after that. 
@ Therefore, cities should take steps to de- 
velop a stockpile of cleared slum land even 
before final plans have been completed for 
its reuse. Newark, N.J. has provided the na- 
tion with an example worth study by pro- 
posing to get authority from its state legisla- 
ture to create such a land reserve. 
@ The lowest cost housing that can be built 
today in most close-in areas of cities (except- 
ing a few of the very biggest cities) is prob- 
ably row housing. Much row housing has 
been criticized as monotonous but the dreary 
endlessness of city neighborhoods can be 
avoided if architects will mix high rise with 
low rise structures and plan relieving spots of 
green and open space. 

NEWS continued on p. 46 
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R. S. Jordan 
Atlanta, Georgia 

Tel.: Jackson 3-6491 


C. C. Callaway, Jr. 
Baltimore, Maryland 
Tel.: Saratoga 7-0234 


P.E. Petersen 
Albuquerque, New Mexico 
Tel.: 2-1114 


W. A. Leek 
Albany, New York 
Tel.: Albany 62-1221 





D. S. Condon 
Detroit, Michigan 
Tel.:"Lincoln 7-8000 


M. 0. Weber 
Dallas. Texas 
Tel.: Riverside 1-3983 


C. W. Brown 
Denver, Colorado 
Tel.: Acoma 2-3126 


R. E. Lowry 
Des Moines, lowa 
Tel.: Atlantic 8-4273 





G. 0. Mabry R. C. Burgess W. F. Hartnett H. G. Humphries 
Kansas City, Missouri Louisville, Kentucky Memphis, Tennessee Miami, Florida 
Tel.: Grand 1-7725 Tel.: Melrose 4-8384 Tel.: Jackson 5-0485 Tel.: Piaza 4-8613 





J. A. Tallman, Jr. 
Portland, Oregon 
Tel.: Capitol 2-1378 


J. Bueche 
Phoenix, Arizona 
Tel.: Alpine 8-4541 


P. D. Craig 
Pittsburgh, Pennsylvania 
Tel.: Atlantic 1-719) 


A. M. Nelson 
Philadelphia, Pennsylvania 
Tel.: Kingsley 6-2626 


Not Shown: M. H. Owen, Los Angeles, California, Tel.: Raymond 3-9781; S. W. Baker, Seattle, Washington, Tel.: Main 4336 
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~ THE RIGHT MAN 


The man located nearest you is 
the man to tell you how building 


COMFORT Comfort-Conditioned Homes is 


CONDITIONED 
Home 


your best selling bet in 1958! 


Now is the time to find out why the hottest words 
in the building industry today are—the Comfort- 

Conditioned Home. Call your nearest Fiberglas* 
representative above for complete details on this 








f FULLY INSULATED wen EERE 











pane an dynamic advertising, merchandising and selling 
i) HOUSE PONT beatae | promotion. Builders all over the country are 
rT TT signing up—join them now to gain full benefit. 











el, 

Um x Nelson 

Charleston, West Virginis 
Tel.: Dickens 3-7094 


A. R. Kerivan 
Boston, Massachusetts 
Tel.: Hubbard 2-1937 








D. B. Ashby 
Fort Wayne, Indiana 
Tel.: Eastbrook 4635 


G. J. Ashcraft 
Evansville, Indiana 
Tel.: Harrison 5-5124 





M. R. Olson 
Minneapolis, Minnesota 
Tel.: Federal 2-3592 


J. S. Hearons 
Milwaukee, Wisconsin 
Tel.: Division 4-3811 





0. Morris H. M. Hyde 
Richmond, Virginia Rochester, New York 
Tel.: 5-570. Tel.: Browning 1-5550 





C. R. Fitch 
San Francisco, California 
Tel.: Underhill 1-4721 


R. L. Warfield 
San Jose, California 
Tel.: Cypress 5-3310 


AND YOU 


ASK HIM ABOUT THE PROGRAM—Get complete detail 
on Comfort-Conditioning, the program that fells the 
public about your homes, shows them the advatr 
tages and then sells them on buying. Find out why 
the Comfort-Conditioned Home is the sales-building 
idea for today’s tougher market. 


ASK HIM ABOUT THE ADVERTISING—Find out how fou" 
color, full page advertising in LIFE will show mil 
lions what a wonderful buy a new home is when 
it offers the comfort of full insulation, the co” 
venience of full ‘“‘Housepower,” the advantages " 
new features like indoor-outdoor living, low-co 
air conditioning, more original equipment w'th tht 
mortgage . . . all under the sales concept of !? 
Comfort-Conditioned Home. 
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R. B. Hanes E. F. Swaim M. L. Wrightsel F. Blauvelt T. A. Bosler W. Ruhling 
Charlotte, North Carolina Chicago, IIinois Chicago, Illinois Cincinnati, Ohio Cincinnati, Ohio Cleveland, Ohio 
Tel.: Edison 4-6864 Tel.: Randolph 6-0102 Tel.: Randolph 6-0102 Tel.: Avon 1-1173 Tel.: Avon 1-1173 Tel.: Main 1-645] 
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C. V. O'Brient R. L. James W. Baker R. L. Boone R. P. Rodick 





D. S. Boughton 


1a Grand Rapids, Michigan Greenville, South Carolina Hartford, Connecticut Houston, Texas Indianapolis, Indiana Jacksonville, Florida 
35 Tel.: Glendale 9-7292 Tel.: 2-1341 Tel.: Chapel 7-1301 Tel.: Jackson 6-1851 Tel.: Melrose 5-1417 Tel.: Elgin 6-3367 


-_ 








H. L. Williams C. F. Wilmore J. Macrae L. G. Evans R. D. Williamson W. E. England 
Nashville, Tennessee New Orleans, Louisiana New York, New York Norfolk, Virginia Omaha, Nebraska Philadelphia, Pennsylvania 
Tel.: Cypress 8-5866 Tel.: Magnolia 2821 Tel.: Plaza 9-3810 Tel.: Madison 5-6466 Tel.: Glendale 3291 Tel.: Kingsley 6-2626 





, j at 4A 4 
W. F. Gaydos D. M. Blackman E. H. Fee W. G. Hummel R. L. Mitchell M. J. Flanigan 
Rock Island, Illinois Sacramento(No.), California St. Louis, Missouri Salt Lake City, Utah San Antonio, Texas San Diego, California 
Tel.: 8-1190 Tel.: Wabash 2-5467 Tel.: Main 1-6822 Tel.: Elgin 9-5247 Tel.: Capitol 4-7673 Tel.: Cypress 5-4301 





L. D. Daniels E. J. Rayner B. Briggs R. C. Leslie K. R. Miller R. B. Kline 
Spokane, Washington Syracuse, New York Tampa, Florida Toledo, Ohio Tulsa, Oklahoma Wichita, Kansas 
Tel.: Keystone 4-0408 Tel.: Granite 1-5456 Tel.: Tampa 66-8321 Tel.: Cherry 1-8149 Tel.: Diamond 3-9123 Tel.: Murray 3-2993 


) CAN SELL MORE HOMES IN ’58 


*T. M. (Reg. U.S. Pat. Off.) O-C.F. Corp. 


ASK HIM ABOUT THE MERCHANDISING AND PROMOTION— Get \ QOWENS-CORNING 
the story on what the Comfort-Conditioned Pro- TT 
dvan gram will do to put extra sales appeal into your | A in yr nt et” | x 
wt model home. Find out how modern appliances and 4 _..-ae | B EK R G | aN ~ 
Iding other work-saving products will help sell from the , L _ia——— bia 


model for builders who qualify. See how identifi- 
cation signs, sales aids, advertising and merchan- 














“ dising ideas, and prestige products will all con- | 

Mm" Be tribute to selling the Comfort-Conditioned Home. | Owens-Corning Fiberglas Corporation, Dept. 67-B, Toledo 1, Ohio | 

wher | Gentlemen: I’m interested in hearing your presentation on the Comfort-Conditioned Home Program. 

cot ASK HiM TO SHOW YOU THIS PRESENTATION— Whether | 

es ol you write, wire, phone or send the coupon at right, | Name 

r=cost make sure you see “What Will Sell Houses . . . | Addr | 

h the This Year and Next?”—the complete story on | | 

f the Comf:rt-Conditioned Homes. : City State | 
| | 
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HOUSING POLICY: 





Congress cool to Ike’s housing plans 


Not since the Presidential housing policy commission of 
1953 has the administration brought forth such a sweeping 
package of new housing proposals as President Eisenhower 
sprang last month in his budget message (see text, p. 47). 

In 1953 and °54, Ike had a friendly, Republican-controlled 
Congress. It adopted the administration’s ideas without sub- 
stantial change in the celebrated Housing Act of 1954— 
despite the ill-timed FHA windfall scandals which might easily 
have wrecked the legislation. 

This year, the President’s middle-of-the-road housing plans 
face a hostile, Democratic Congress. It can be expected to 
fight—and probably reject—almost everything he proposes. 
Housing’s non-partisan days are over. 

If private housers want to make the President’s recom- 
mendations law, they will probably have to plunge into Con- 
gressional and Senatorial elections at least as fiercely as public 
housers and labor unions, whose views on how the govern- 
ment should rig the housing market are capturing more and 
more support in Congress each term. 

So far, private housers have shown little inclination to do 
so. The prevailing attitude seems to be: “What’s the use?” 


Eisenhower’s proposals—and their chances in Congress: 


1. Urban renewal’s federal aid should be scaled down 
gradually in three ways: 

© Starting in 1960, localities should begin to pay more than 
today’s one-third of the land write-down for redevelopment 
projects. Specifically, Ike urged Congress to cut the federal 
share to 60% in 1960 to 55% in 1961 and to 50% from 
1962 on. This is the outgrowth of much-debated suggestions 
that renewal is an area where the federal government should 
turn over its responsibilities to states, along with tax areas to 
finance it. But Congress is talking about boosting federal aid 
to renewal, not cutting it. Chances for Ike’s ideas look dim. 

@ Local communities should share renewal planning costs 
from the start of projects. Now, the federal government puts 
up planning money, gets it back only if projects based on the 
plans are carried out. Renewal experts say some 30% of the 
$21.4 millions advanced for planning so far has been wasted 
by this method. But cities will oppose such economy and 
Congress will probably kill it. 

© States should set up special urban development, housing 
and metropolitan planning agencies. These should take over 
supervising and financing planning of renewal projects. 

2. Urban renewal should be put on a permanent basis to 
spur cities to beef up their attack on slums. 

Specifically, Congress should approve a six-year program, 
authorizing $250 million a year for capital grants in fiscal 
1958-59, another $250 million for 1960 (with federal aid cut 
to 60% ), $250 million for 1961 (with federal aid cut to 
55%) and $200 million a year for 1962, 1963 and 1964 
(with federal aid cut to 50% ). Congress may well accept the 
six-year authorization. Cities have been clamoring for it. But 
sentiment is strong for authorizing at least $350 million a 
year. Some want as much as $500 million a year. 

3. Government should guarantee local bonds to finance 
non-residential renewal projects which need no federal 
grant. 

This looks reasonably non-controversial. 

4. Fanny May should no longer be forced to buy special 
assistance mortgages at par. 

Ike tried to dissuade Congress from enacting this drain on 


the Treasury a year ago and got nowhere. He will do about 
as well this time. Congress is deaf to the argument that the 
government should not be forced to buy up FHA loans on 
Sec. 213 co-ops, military housing, housing for the elderly, dis- 
aster relief housing, Secs. 220, 221 and 222 renewal aid hous- 
ing at prices higher than private lenders will pay. 

5. FHA’s mortgage ceiling on its basic Sec. 203 program 
should be boosted from $20,000 to $30,000 to make 
FHA’s easy terms available “for larger and better houses.”’ 


On Capitol Hill, Republicans won't fight for this one. Dem- 
ocrats will oppose it, arguing that FHA aid should be reserved 
for middle-income families. Nowhere is there any sign that 
Congress realizes denying FHA aid to the top of the housing 
market is probably bottlenecking a general upgrading of US 
housing standards (Dec., News). Few Congressional observers 
give this proposal much chance. 


6. FHA’s mortgage ceiling on Sec. 221 (housing for re- 
newal displacees) should be boosted from $10,000 to 
$20,000 (for single-family homes). 


This has a better chance because it wears the sacrosanct 
mantle of help for minority families, who are chief group of 
displacees. Moreover, city after city complains it cannot build 
221 housing inside the $10,000 cost limit. 

7. Discount controls on FHA and VA mortgages should be 
repealed. 


Eisenhower notes that controls “discourage private financ- 
ing of military housing and certain other FHA mortgages 
[which therefore become a Treasury burden] and... prevent 
many Korean veterans from using their loan guaranty bene- 
fits.” But Democrats in the Senate are married to artificially 
low interest rates. Discount controls are a device to limit 
interest rates. Repeal has only a slim chance. 


8. Interest rate ceilings on FHA rental, cooperative and 
military housing programs should be boosted. 


The President’s reasons are familiar: “to make these loans 
more attractive to private lenders and cut the drain on the 
Treasury from financing them through Fanny May. Sec. 207 
rental housing and Sec. 213 co-ops carry a politically frozen 
rate of 442%. Military housing is pegged at 4%. Sources 
close to the administration predict Eisenhower will suggest 
all three be lifted to 5% —the present limit for FHA Sec. 220. 
This might go through, but it is no cinch. 

9. FHA should get a five-year boost in its mortgage author- 
ization—$3 billion a year. 

Up to now, FHA has never sought insuring authority for 
more than a year or two ahead. This will run into stiff Con- 
gressional opposition, largely from pro-public housers who 
want to be able to hold FHA hostage each year for an exten- 
sion for public housing. FHA will be lucky to get $3 billion 
more authority for one year. 

10. Scope of college housing loans should be restricted 
and the government should stop making them at less than 
it costs the Treasury to borrow money. 

Chances for a change are only fair. 

11. FHA’s makeshift housing for the elderly program 
(under Sec. 207) should be replaced by a new, more liberal 
section of its own. 


The administration has yet to reveal details of this plan, 
but help for senior citizens is popular with both parties. 
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Last year our population increased by 3 
million people; before another decade passes 

will exceed 200 million. Almost 60% of 
our people work and live in the 174 metro- 
politan areas and within these areas most of 
the growth has been in the suburbs. The 
rapid growth of our population and its in- 
creasing concentration in urban and suburban 
areas have created unprecedented problems 
for both industry and government in helping 
achieve the goal of a decent home and a 
suitable living environment for every Amer- 
ican family. 

Private industry and state and local govern- 
ments have the basic responsibility for help- 
ing families meet this goal. The federal gov- 
ernment can help best by guaranteeing loans, 
encouraging the private market for housing 
obligations, and by making limited grants to 
state and local public agencies. We must 
avoid unnecessary reliance on direct federal 
financing. Such financing not only burdens 
the taxpayer but, more important, by dis- 
couraging private financing, limits the total 
amount of housing activity. To increase the 
effectiveness of federal aids, important re- 
visions are proposed in this budget. 


More help from states 


Under the Housing Acts of 1949 and 1954, 
the Urban Renewal Administration makes 
loans and grants to help remove or prevent 
the slums which obstruct the orderly develop- 
ment of our cities. In July 1957, 178 federally 
supported urban renewal projects in 122 cities 
were actually in process of clearance and re- 
development, and plans were underway for 
254 more projects in these and 142 other 
cities. By the end of the first decade of the 
program in 1959, over 600 projects will be 
either completed or in the planning or de- 
velopment stages. 

Now that this important program is well 
underway throughout the nation and the gains 
to participating communities have become 
well recognized, I believe the time has come 
when states and local communities should 
assume a share of the administrative respon- 
sibilities and financial costs more nearly com- 
mensurate with the benefits which their 
citizens receive. To this end I am recom- 
mending a fivefold program: 


1. In the future, local communities should 
share the costs of planning from the start. In 
the past, in most instances, the federal gov- 
ernment advanced all the money required for 
planning projects, and the local share was 
paid only if and when projects based upon 
these plans went forward. The substitution of 
this cost-sharing formula for the previous ad- 
vances will encourage more careful program- 
ing of individual projects and will mean 
fewer cases in which projects are abandoned 
after significant federal outlays. 
2. I strongly support the recommendation of 
the joint federal-state action committee that 
each state establish a special agency for urban 
development, housine and metropolitan plan- 
ning to assume, as soon as possible, the 
financial responsibility for local planning of 
urban renewal projects. Adoption of this 
recommendation will be a constructive first 
step toward increasing the role of the states 
in this program and should ultimately permit 
the federal government to withdraw from 
supervision and review of planning. 
3. On all projects initiated in 1960 and 
later years, the states and localities should 
be required to provide an increasing share of 
the cost of buying and clearing the land and 
other net project costs. The present formula 
ler which the local agency pays for one- 
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third and federal capital grants pay for the 
remaining two-thirds of the net project cost 
should be changed by providing for annual 
reductions, so that by the fiscal year 1962 
the federal government would contribute not 
more than 50% of the cost of local projects. 
In the interim, the state legislatures will have 
in opportunity to decide the extent of their 
future participation and the local communities 
can likewise adjust their own financial 
planning. 


4. The federal government should give posi- 
tive assurance concerning this program to 
the states and the cities by authorizing funds 
now for 1959 and each of the five succeeding 
years. Specifically an additional $200 million 
for capital grants should be provided in the 


LIFE—Paul Schutzer 





PRESIDENT EISENHOWER 
Cold war with Congress? 


fiscal year 1959. Since over $50 million in 
unused authority for capital grants will re- 
main at the beginning of 1959, more than 
$250 million will be available for grants in 
that year. For 1960, $250 million should be 
authorized with a federal participation of 
60% of net project costs. For 1961, the 
amount should also be $250 million but the 
federal share should be 55%. For 1962-64, 
the amount should be $200 million annually 
with the federal share 50%. With the change 
in the statutory formula, the reduced federal 
grants will support a generally larger urban 
renewal program. 


5. Consideration should be given to author- 
izing the Urban Renewal Administration to 
help local public agencies finance non-resi- 
dential urban renewal projects which do not 
require federal capital grants by guaranteeing 
obligations issued to finance such projects. In 
many communities, the increased property 
taxes obtainable from this type of redevelop- 
ment are so substantial that private financing 
should be obtained without ultimate net cost 
to the federal government. 


Fanny May changes 


Capital grants are only part of the present 
and prospective requirements for federal sup- 
port for the urban renewal program. It is 
estimated that in 1959 the Federal National 
Mortgage Assn. will make commitments of 
$250 million for the purchase of federally 
insured mortgages on housing in urban re- 
newal areas and on housing for families dis- 
placed by this and other government pro- 
grams. The amount of these mortgage 
purchase commitments arises partly from the 
statutory requirement that all purchases by 
the association be made at par—considerably 
above the prices which private lenders would 





Full text of the President’s budget message on housing 


be willing to pay. As I have previously urged, 
this requirement should be repealed. With 
more realistic mortgage prices, it should be 
possible to restore the incentive for private 
financing originally intended under the Hous- 
ing Act of 1954 and thus avoid the necessity 
for additional large amounts of new obliga- 
tional authority to finance purchases of 
mortgages under this program and under pro- 
grams for armed services and cooperative 
housing. Even without par purchases, how- 
ever, the association will require $90 million 
of new obligational authority in 1959 to pur- 
chase mortgages which are not currently ac- 
ceptable to private lenders. As urban renewal 
receives greater local support, these mortgages 
should become increasingly attractive for pri- 
vate financing, and hence the present special 
assistance program for them should be looked 
upon as a temporary stimulant only. 


How to handle displacees 


An estimated 81,000 families will be dis- 
placed from their homes in 1959 by urban 
renewal projects, highway construction, and 
other governmental (primarily state and 
local) action. Most of these families can 
afford standard housing available in the pri- 
vate market, and, if necessary, they can 
obtain insured mortgages which are eligible 
for purchase by the Federal National Mort- 
gage Assn. To make this program effective 
in high cost areas, the maximum amount of 
a mortgage that can be insured should be 
increased from $10,000 to $12,000 for single- 
family homes. The Public Housing Adminis- 
tration has authority to meet anticipated re- 
quests from local public agencies for loans 
and contributions to support the needed hous- 
ing for families of lower income. To assure 
orderly provision of such units, the time limits 
governing this authority need to be extended 
beyond present expiration dates. 

With the expiration in July 1958 of the 
special loan guaranty benefits for veterans of 
World War II and of the direct housing loan 
program for all veterans, FHA again be- 
comes the only federal agency providing 
comprehensive insurance or guaranties of 
private housing credit. At my request, the 
congress last year liberalized the terms under 
which FHA mortgages were insured, making 
broader benefits available for the general 
public, including veterans. 


End discount control 
To strengthen further the mortgage insur- 
ance and guaranty programs, I shall recom- 
mend legislation to revise ceilings on interest 
rates and to remove discount controls which 
now discourage private financing of military 
housing and certain other FHA-insured mort- 
gages and which prevent many veterans of 
the Korean conflict from using their con- 
tinuing loan guaranty benefits. To make the 
liberal terms of insured mortgages available 
for larger and better houses, the maximum 
mortgage amount on owner-occupied housing 
should be increased to $30,000. To provide 
more effective financing aids for housing built 
for the elderly, the special provisions in exist- 
ing programs should be liberalized and con- 
solidated into a separate rental housing pro- 
gram for elderly persons. Finally, to give con- 
tinuing assurance to home buyers, builders, 
and lenders of the availability of mortgage 
insurance, an additional $3 billion per year 
should be authorized in the maximum permis- 
sible dollar amount of outstanding FHA- 
insured mortgages during each of the next 
five fiscal years. 
To meet the increased needs for college 
continued on p. 50 
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Which is the best way 
to combine 
heating and cooling? 


It can be done in a number of ways. The best way 

for a particular house depends on its design, the climate, 

local fuel costs and many other important factors. 

That’s why it’s wise to consult the Carrier dealer in your 
community. He has every type of air conditioning made. 

(Several of the many are shown at the right.) So he’s able 

to recommend the most efficient, economical heating-air 

conditioning combination for your home. Discuss your house 

plans with your Carrier dealer. He’s listed in the 

Classified Telephone Directory. You'll find his suggestions invaluable. 


Carrier Corporation, Syracuse, New York. 


Air Conditioning - Refrigeration - Industrial Refrigeration 
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You can do it all at once. A Year-round Carrier Weather- 
maker* heats and cools from one compact unit. Occupies no 
more inside space than most furnaces. Heating section is oil 
or gas fired. Cooling section may be either air or water cooled. 
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You can do it with a heat pump. This Carrier Heat Pump 
Weathermaker, which uses no oil or gas, is the ultimate in 
modern air conditioning. Heats and cools with electricity. 
I'wo-piece design means no inside living space is taken up. 
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You can do it in two stages. Install a Carrier Winter Weather- 
maker—“the Furnace with a Future” —now you have one half 
of an air conditioning system. At a later date a cooling coil 
and refrigeration section can be added quickly and easily. 
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You can do it all with one control. A Carrier Control Center, 
like this one, is a handsome fixture that gives the home owner 
easy control of both summer cooling and winter heating. 
Change-over is made by simply moving small switch at the top. 
*Reg. U. S. Pat 
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housing arising from soaring enrollments, fed- 
eral loans to colleges should be entirely for 
essential dormitories and faculty housing, and 
should no longer be made for student unions 
and other less essential facilities. Private 
financing should be encouraged by (1) re- 
placing the subsidized interest rates required 
by the present statute with rates in no event 
less than the government’s costs, (2) author- 
izing federal guaranties of college housing 
obligations which do not have federal tax 
exemption, and (3) prohibiting direct loans 
where private funds are available on reason- 
able terms. In addition, new obligational 
authority of $200 million is needed for the 
fiscal year 1959. 


Ike budget calls for 
$444 million for housing 


Federal housing and community develop- 
ment programs are costing US taxpayers $352 
million in cash outlays this year. Next fiscal 
year (1958-59) they will cost $444 million. 

Most of the money is going to finance pro- 
grams the private industry either opposes or 
regards as unnecessary. 


® HHFA’s college housing loan program, 
which offers federal money for dormitories, 
student unions, cafeterias and what not at less 
than Treasury cost, has mushroomed from a 
$92 million-a-year expense in 1957 to $162 
million for the fiscal year ending next June 
30*. And in the 1959 fiscal year, it will cost 
taxpayers a whopping $219 million, if Con- 
gress approves President Eisenhower’s request 
for $200 million more loan authority. 


@ For the first time in some years, Fanny 
May will put a net cash drain on the Treas- 
ury next fiscal year, perhaps as much as $229 
million. Reason: the Treasury will advance 
it huge sums to buy certain favored classes of 
mortgages (which it can probably sell years 
later at a profit). These include co-ops, mili- 
tary housing, housing for displacees, renewal 
projects, disaster victims. 

® Public housing will cost $79 million in cash 
outlays. Notes the budget: “Annual contribu- 
tions to local housing authorities are esti- 
mated to increase from $90.6 million in 1957 
to $114 million in 1959, as more projects are 
completed. For the current year, PHA wants 
a $4.8 million deficiency appropriation to 
cover the $99.8 million it has already bound 
the government to pay in subsidies. 

Federal housing would cost at least another 
$100 million if it were not for FHA, which 
is expected to net the Treasury a $53 million 
profit this year and $80 million next year. 
FHA expects to process applications for 600,- 
400 units in the year ending June 30 and 
635,500 units in 1959, compared with only 
422,000 units in fiscal 1957. 

To cope with the increased load—part of 
it the result of VA’s anticipated death this 
summer (for World War 2 vets)—-FHA 
wants to spend $46.4 million next fiscal year. 
That is a boost of $3.2 million from the cur- 
rent year’s outlays. But the agency is plan- 
ning to ask Congress for a $2 billion defi- 
ciency appropriation. “Otherwise,” warn FHA 
men, “we will be swamped by the business 
we expect this spring.” 

Administrative budget requests of the hous- 
ing agencies, compared with their expenses 
for the current year: 

PROGRAM 1958 1959 
HHFA headquarters ... $7,380,000 $8,850,000 
FHA headquarters .... 7,260,000 7,400,000 
FHA field offices 36,000,000+ 39,000,000 
PHA 11,440,000 12,200,000 


*Federal bookkeeping regards loans as expendi- 
tures, repayment of them as receipts 
*Plus $2 million deficiency appropriation. 
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Will ‘welfare’ housing 
undermine an industry? 


By Gurney Breckenfeld 


A close look at the federal budget for next fiscal year suggests that private 
enterprise in housing could be heading for slow-drip death. 

Astronomical millions are earmarked for programs that weaken private build- 
ing—particularly programs that undermine private mortgage lending (if there 
really is any such thing any more). For instance: college housing loans—a give- 
away loan deal—will cost $219 million. Loans for planning and community 
facilities will cost $39 million. Public housing subsidies will cost $144 million. 
Fanny May “special assistance” mortgage buying—at prices Eisenhower protests 
as above the market—will convert a $61 million profit into a $229 million 
expense to a Treasury already hard-pressed for cash—if Congress approves 
$90 million more for special assistance loans Ike plans to request. 

Poor old FHA is to return the Treasury a handsome $80 million profit. But 
civil service pay scales keep its salaries so low it can’t attract enough top-flight 
technicians to operate properly. And Congressional penny-pinching prevents 
the agency from spending enough of its own money to hire enough help to keep 
up with its rising workload. ; 

So you have this picture: the only agency with a potential for keeping the 
nation’s housing in private hands is being strangled toward ineffectiveness. 
A host of other agencies, mostly dedicated to the Big Brother approach to 
housing, are growing lustily in response to one political demand or another. 

Is the industry raising its voice in protest? Not a bit. Almost the only audi- 
ble voices are those of pleaders for special favors for this or that segment. 

If private housing is inviting extinction, it may be getting only what it is 
earning. 








Will race bias make slum clearance hopeless? 


Is trying to end slums like trying to sweep up the Augean stables, at least in 
northern cities that cling to residential racial segregation? 

Here is some new evidence that points in that sad direction: 

Chicago’s respected Association of Commerce has just come up with a new 
forecast of industrial growth to 1970. Between 1955 and 1960, it expects 208,000 
new jobs in Chicagoland. Because of deaths and retirements, it will take some 
513,000 persons to fill them. But local births and new workers will fill only 
109,000 jobs. That leaves 404,000 jobs to be filled by people from elsewhere. 

Elsewhere, for Chicago, as for most other exploding northern metropolitan 
areas, means mostly the rural South and Puerto Rico. The export crop of people 
from both these regions gets the minority ghetto treatment in housing. 

Most of them, by education, income and living habits, are so unaccustomed to 
urban mores that already-urbanized people shun them as neighbors. But ghetto 
means overcrowding. Overcrowding means slums, which are still forming faster 
than they are being erased. 

No wonder Chicago housing experts say privately: “Whatever progress we 
make fighting slums, it is offset by the influx of in-migrants from rural areas— 
from the South and Puerto Rico.” In fact, the more any one city does to amelio- 
rate its minority housing conditions, the more in-migrants it can expect to attract. 

The alternatives seem simple, though almost equally unpalatable to the pre- 
vailing US attitude. They are: 1) accept racial integration in housing and other 
forms of northern life and custom or 2) surrender some or many central cities 
to Negro political domination, probably accompanied by mushroom slum growth 
and (later) by either municipal bankruptcy or taxation so stiff it will drive busi- 
ness and industry into the suburbs amid fantastic losses in realty values, or 3) 
stop such wholesale migrations with a job-shattering depression. 

By 1970, when the St. Lawrence seaway is complete, Chicago’s Association 
of Commerce expects industry to generate 1 million new jobs. Most of them 
will have to be filled by in-migrants. Every new job, experts have found, creates 
a population increase of 2.2 people. So Chicago (pop. 6,300,000) faces a popu- 
lation increase of 2.2 million people in the next 12 years, mostly minorities. 

Much of this torturing problem would be averted, many experts think, if the 
pace of migration from farm to city were slowed. There are a few crumbs 0! 
evidence that tight money policies tended to brake it slightly, as businessmen 
postponed expansion and thus dampened the demand for more workers. But 
America is dedicated to expansionism. Sweep the problems under a rug. 
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SEGREGATION: 


Three more laws proposed 
to prohibit race bias 


Demands for state and local laws to ban 
racial segregation in housing are spreading. 

A bill to ban discrimination in privately 
financed and owned multi-family housing 
projects again has been introduced in the New 
York legislature. It is sponsored by Sen. 
George R. Metcalf, Democrat, and Ass. Bert- 
ram Baker, Republican, the same two legisla- 
tors who sponsored New York’s present law 
against discrimination in apartment projects 
which have government financing aid (includ- 
ing FHA). Their new measure, like the ex- 
isting law, would cover single-family homes 
in groups of ten or more. It has been before 
the legislature for two years, but has been 
stuck in committee. 

Gov. G. Mennen Williams of Michigan has 
asked his legislature to prohibit real estate 
brokers and agents from accepting discrim- 
inatory listings or discriminating in handling 
sales and rental of housing. He proposes ex- 
panding the state’s Fair Employment Prac- 
tices Commission into a Civil Rights Com- 
mission with power to enforce the ban. Legis- 
lative reaction in Lansing indicated the gov- 
ernor has broken controversial ground. 

In Chicago, two aldermen are working 
behind the scenes to line up backing for an 
ordinance to bar racial discrimination in 
rental of privately owned apartments. 

The law would be akin to New York 
City’s first-in-the-nation ordinance making it 
illegal to refuse to rent or sell an apartment 
or other multiple dwelling housing at least 
three families “because of the race, color, 
religion, national origin or ancestry” of the 
would-be occupant (Jan., News). The New 
York measure was signed into law by Mayor 
Wagner Dec. 30. 

A tentative draft of the Chicago ordinance, 
being circulated by Ald. Claude W. B. Hol- 
man (one of five Negroes in the city council) 
and Leon M. Despres, would exempt single- 
family homes and duplexes, as does the New 
York law. 


NY court rules FHA-aided 
project must rent to Negro 


A New York court has ruled that a 100- 
unit suburban apartment house, financed with 
an FHA-insured mortgage, must rent to 
Negroes. 

The decision, first of its kind, was immedi- 
ately hailed by Charles Abrams, boss of the 
State Commission Against Discrimination, as 
“a significant landmark.” It affects more than 
1,000 buildings with 50,000 apartments. 

Owners of the building in suburban New 
Rochelle say they will appeal. 

The anti-discrimination commission sued 
last July after the owning corporation, Pelham 
Hall Apts. Inc., refused to rent to Norris G. 
Shervington, a Negro and a New York office 
manager. The action is based on a 1956 law 
passed by the state legislature (the Metcalf- 
Baker Act) barring race bias in renting mul- 
tiple-dwelling units financed in part or entirely 
with government aid. 

The apartment owners contended they had 
received no financial help from the state, so 
it had no constitutional right to regulate who 
their tenants should be. But Justice Samuel 
W. Eager held: “What is here involved is a 
conflict between the rights of property owner 
and the inherent power of the state to regu- 
late the use and enjoyment of private prop- 
erty in the interests of the public; and the 
power of the state, when reasonably exercised, 

supreme.” 
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CANADA: 





Builders talk low-income housing, 
but admit need for better selling 


Canadian builders are struggling for ways 
research can cut their costs so they can build 
homes cheaper. 

So far the results are meager, but builders 
are stepping up their efforts. 

This concern dominated the Toronto con- 
vention last month of Canada’s National 
Assn. Items: 
® NHBA picked a research-minded builder 
for president (see col. 2). 
® President Stewart Bates of Central Mort- 
gage & Housing Corp. (Canada’s HHFA, 
FHA and FNMA rolled into one) stressed 
research in his convention address. “There are 
limits to how low-cost we can get with present 
methods and materials,’ he said. “But the 
technical break-through is coming.” Recent 
Parliamentary debates, he reminded builders, 
“showed . . . all are interested in one main 
thing: getting [the cost of new housing] 
down to lower-wage brackets.” 


Concern over selling 


“The big need is for housing for the $300 
to $400 bracket,” Frank Cortright of San 
Francisco, former executive vice president of 
US homebuilders, declared in his keynote 
address. But he added: “We are being outsold 
by other industries—autos, television and ap- 
pliances . . . even travel on the installment 
plan is outselling us.” 

Each of the two open days of the conven- 
tion (another two days were occupied with 
closed door committee meetings) was devoted 
to one of Cortright’s themes. 

Even amid the furore over building low- 
priced new housing, leading builders and 
officials alike had doubts whether it was 
either wise or possible to build much of it. 

Outgoing president Les Wade broke ground 
for a low-priced 370-home project in Calgary 
in the beginning of December. In that 3,400- 
homes-a-year market, he sold 25 the first 
week, has sold another 50 since, has appli- 
cants and “hot prospects” for 125 more. 
Wade sells a basic three-bedroom, 960 sq. ft. 
home for $11,000. This requires $955 down, 
means slightly under $70 monthly carrying 
charge plus $15 taxes. He is selling mainly 
to factory workers earning an average $3,800 
a year. Some are putting down as little as 
$100 cash, borrowing the balance on a pri- 
vate second mortgage. 





Too much cheap housing? 


Despite his success, Wade thinks there is 
serious danger of overbuilding the low-cost 
market. He points to a Winnipeg project 
where 300 homes built two years ago are still 
unsold (they cost around $14,000). “That 
was a Straight case of overbuilding,” he says. 

Says CMHC President Bates: “One of the 
big problems we have to face—and there is 
no ready solution—is to reconcile the desire 
of every Canadian to own his own home on 
its own lot, with the increasing difficulty of 
providing such lots . . . Six million of Can- 
ada’s 17 million people are now in school. If 
we go on building for these people the way 
we have, this will soon mean three million 
more houses over the total four million we 
now have in Canada. And that would require 
25,000 sq. mi. of new serviced land.” 

Says Bates: “We must think more in terms 
of downtown living . . . and we must beat the 
problem of the umbilical service lines laced 
under our cities. Our servicing is still on a 
Roman basis.” 


Maurice Joubert elected 
president by builders 


As their new president, Canadian builders 
elected a man who has built only 15 homes 
in his life. 

But Maurice Joubert, 42, mayor of the 
Montreal suburb of Duvernay, may well be- 
come NHBA’s most forceful leader yet. 

Chubby, dapper, well educated in the clas- 
sical tradition with a breadth of interests 
which make him a lively talker on almost 
any subject, Joubert has already won a rep- 
utation as a persuasive diplomat. 

Joubert was trained as an agronomist, has 
been in building only five years. His prime 
interest, he says, is in the techniques of build- 
ing. So he likes to keep clear of business 
operations “to be free to experiment and for 
creative thought.” 

Since 1952, Joubert’s Hauterive Develop- 
ment Corp. has developed or sponsored most 
of a 10,000-acre townsite in Ile Jesus, fastest 
growing suburban area of Montreal. His first 
project of 250 homes was Canada’s first with 
radiant-heated slab-on-grade. The 1,700 sq. 
ft. homes sold initially for $12,500, quickly 
jumped to $14,500. Joubert developed and 
built only a few, then turned the project over 
to other builders. 

Recognizing the importance of community 
facilities and municipal problems, Joubert 
was largely instrumental in creating the new 
town of Duvernay out of the sprawling and 
cumbersome parish of St. Vincent de Paul. 

Rex Heslop, developer of a satellite city 
25 mi. from Toronto, and Joubert’s only rival 
for the presidency, was elected to a newly 
created post of first vice president. This ap- 
parently puts him in line to succeed Joubert. 


Starts zoom, fueled by 
government mortgage funds 


A late fall and winter spurt in starts has 
changed the house building picture from 
gloom to optimism. 

Latest estimate of 1957 starts by Federal 
Minister of Public Works Howard Green is 
122,000—off only 5.7% from the 1956 total 
of 127,311 starts. Yet in early summer when 
mortgage money was at its tightest-ever, many 
builders were predicting only 80,000 starts. 
Even six months ago, government authorities 
were considered optimistic in forecasting 
100,000 starts. Highlights of the new look: 


@ Starts turned up in October, spurred by the 
$150 million government fund for direct 
agency mortgages for low-cost housing. In 
November, starts soared to more than 40% 
ahead of November 1956. Preliminary figures 
for Ontario, Canada’s biggest house building 
area, show starts in major centers up 161% 
in December over December 1956. Greater 
Toronto showed a gain of 172%. 


@ Most new houses—lower-cost, three-bed- 
room units with basements—are selling be- 
fore completion. In November, builders’ sales 
were 13.7% ahead of year-earlier totals—the 
first gain all vear. Builders attribute the up- 
surge to lower down payments under the 
National Housing Act and a major switch to 
homes priced at $15,000 and under in high 
land cost, heavily-populated areas. 

NEWS continued on p. 54 
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Curtis Style-Trend sliding wood windows will be advertised in the March issues of BETTER 
HOMES AND GARDENS, AMERICAN HOME, HOUSE BEAUTIFUL and HOUSE & GARDEN. 
Other Curtis window styles will be advertised in following months. 
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Big news for 8,706,474 homemakers 
Curtis Style-Trend Sliding Windows 


Yes, more than 8,706,474 home-minded Amer- 
icans will get the news about these remarkable 
new-style removable wood windows in the 
March issues of their favorite home magazines. 

And it will be good news, indeed, for builders 
who feature Curtis windows in their model 
homes—and recommend them to their pros- 
pects. For these Curtis Style-Trend windows 
provide true weather-tightness in a sliding win- 
dow—at modest cost. What’s more, sash are 
quickly and easily removable for painting or 
cleaning. 

Curtis Style-Trend sliding windows have 
attractive contemporary styling. You can use 
them throughout the house or combine them 
with Style-Trend double-hung window units or 
fixed sash. Variety of heights and combinations 
with picture windows is available. 











97 window types, styles 
and combinations in the 
complete CURTIS line 


Only Curtis offers so great a variety of window and 
door types for every home-building need, as witness 
the Curtis window selector chart illustrated here. A 
similar chart shows the wide variety of Curtis door 
types. 

See these selector charts in the office of your Curtis 
Woodwork dealer. He will give you full information 
on Style-Trend windows and the famous Curtis 
Silentite line of double-hung and casement units. 








Curtis Companies Service Bureau 
200 Curtis Building, Clinton, Iowa 





I am interested in Curtis Style-Trend and 
Curtis Silentite windows. Send literature, 
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MATERIALS & PRICES: 





Price hikes predicted as producers’ 
profits shrink, costs continue to climb 


Will materials costs remain stable through 1958? 

Don’t count on it. There are growing signs that many producers will increase 
prices this year despite a weak housing market. And if housing starts spurt, 
then the price spiral is certain to resume after a year of marking time. 

Profits, labor, raw materials and freight rates carry the chief threats of 
price increases. 

Says H. R. Berlin, Johns-Manville general sales manager: “We are faced 
with increased freight rates, raw materials costs and labor rates. Couple these 
with dwindling profits and it can only mean one thing—increased prices.” Mar- 
vin Greenwood, Celotex’ director of merchandising, agrees: “There’s every 
reason to expect an increase in costs.” 

Berlin predicts that higher prices in 1958 will not completely overcome falling 
profits. “We are particularly unhappy about this,” he notes. 

Other major building material producers shy from forecasting price increases, 
but point morosely to dwindling profit margins. Says C. M. Linger, advertising 
director of Yale & Towne: “A month is as far as I would go in making any 
statement.” 

Clyde Hess, product information manager, notes that Armstrong Cork raised 
prices on some products Jan. 1 to meet higher labor costs. “We'd like to think 
our prices have leveled but if labor and materials take another jump we'll have 
to go along,” he says. 

Of a dozen materials producers interviewed by House & HOME, only two— 
Gerber Plumbing Fixtures and Nutone—say they are not contemplating any 
price boosts this year. 

Until the price spiral starts up again, home builders should be able to 
get more for their materials dollar. 


Price-cutting at the builder-dealer level is widespread, reports Col. E. H. 
Boeckh, Washington cost analyst: “They’re cutting each other’s throats, slashing 
prices to pieces.” His monthly survey of building suppliers shows most are 
overstocked and selling cheap in fear of being caught with big inventories if 
materials prices slump again (Boeckh expects no slump). 

“All of this cutting is coming out of profits,” Boeckh insists. “But there’s not 
much left to squeeze. The profit picture is very thin among suppliers.” 

Lumber Dealer Clarerce Thompson of Champaign, II]. concedes there has 
been price cutting but predicts it will end as business gets tougher: “It’s difficult 
enough to make a profit when volume is down. When you lose volume you get 
pretty realistic about your prices. When you get into a declining market as 
we are now it makes everyone review his pricing policy and structure.” 


Builders seem certain to get more services—if not lower prices—from 
manufacturers and suppliers this year. 


Dave Slipher, president of Webb & Knapp Communities, believes: “We will 
see more lumber delivered at grade this year. More manufacturers will be 
willing to do more promotional work for their builder-customers. And I per- 
sonally think more builders will be influenced by the merchandising aids a 
manufacturer makes available than a price—assuming prices on similar items 
will be reasonably close.” 

Lumber Dealer Thompson chides builders for so much bargain-hunting they 
force otherwise honest lumbermen to cut quality to make a profit. Says he: 
“I think perhaps more builders will be willing to pay a fair price for a full 
measure of properly graded lumber this year.” 


The smart builder should be able to hold the overall cost of his houses 
down to the 1957 level despite some price boosts. 

This is the view of Len Haeger, technical director for Bill Levitt, who 
explained: “Some prices will go up and some will go down a little.... The 
intelligent builder will have to do a lot of soul searching this year to decide 
where he can substitute and change plans to get the benefit—or avoid the con- 
sequences—of changing prices.” 

Haeger repeats his advice of last fall (Nov., News) that wise builders will 
keep inventories low this year. 


MATERIALS BRIEFS 


Still more mergers 


An urge to diversify and to improve com- 
petitive position is producing more mergers 
and plans for mergers among building mate- 
rials suppliers. Items: 


@ Diamond Match Co. has merged with 
the Gardner Board and Carton Co., td be- 
come the Diamond-Gardner Corp. The new 
firm’s New England lumber division owns 29 
retail lumber yards, two wholesale ware- 
houses plus logging and mill facilities. 


@ Evans Products Co., one of the 10 biggest 
fir plywood producers, has acquired Fiddes- 
Moore & Co., one of the nation’s largest 
independent building materials warehouse 
systems. 


@ Vulcan Materials Co. of Birmingham, 
Ala. has merged with nine other paving mate- 
rials firms including Union Chemical & 
Materials Corp. of Chicago and Lambert 
Bros, of Knoxville, Tenn. 


@ American Hardware Corp. has acquired 
40% of the common stock of the Savage 
Arms Corp. but will set up “some form of 
corporate relationship” rather than merge 
outright. 


Central cooling unit sales up 


Sale of central home air conditioners hit 
160,000 in 1957—a gain of nearly 7% over 
1956, despite a 9.5% drop in new housing 
starts. 

Cloud Wampler, chairman of Carrier 
Corp., believes sales in 1958 may go as high 
as 250,000 units. 

One important factor in the increased 
sales: lower prices. Average price on central 
cooling units was about $800 last year com- 
pared to $1,200 four years ago. 


Single lumber order system 


Another effort to streamline the cumber- 
some lumber marketing system has started in 
the Northwest. 

Just a month after the ill-fated Natl. Lum- 
ber Exchange closed in Portland after six 
weeks of operation (Jan. News), another 
group of lumbermen set up Lumber Com- 
munication Service in Seattle. 

The service takes lumber orders from 
wholesalers, places them with all mills served 
by the company and qualified to fill orders 
immediately. Thus a wholesaler can send only 
one order-wire instead of sending many wires 
cr making many phone calls. 

LCS takes no part in the actual sale of the 
lumber; it only places the order. Wholesalers 
and mills who use the service pay a monthly 
fee. General Manager P. D. Mackie reports 
250 wholesalers and 100 western mills have 
subscribed. 


Better acoustics for homes 

Sales of acoustical materials rose substan- 
tially in 1957. Another jump is expected in 
1958. 

Lyle Yerges, president of the Acoustical 
Materials Assn., which represents 90% of the 
industry, says sales in homes accounted for 
much of the 1957 gain. 

Major technological change last year was 
a trend toward plastics in sound conditioning 
materials. Plans for 1958 include designs for 
larger tile ceiling panels with heating, lighting 
ventilation and sound conditioning built into 
a single unit. 
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ICC sues two big railroads 
in effort to end slowpoke 
shipping of western lumber 


Deliberate circuitous routing or delays en 
route of unsold cars of lumber moving east 
has been challenged in court by the Interstate 
Commerce Commission. 

The ICC has sued the Union Pacific and 
Northern Pacific Railroads to enjoin them 
from offering this slow-freight service—for 
which there are no published tariffs. The 
device is used by lumber brokers who want 
more time to sell a carload of lumber after 
it is shipped from the West Coast. 

Most lumbermen have long frowned on 
transit shipping, regard it as a poor market- 
ing practice for an industry. If the ICC 
wins, it would mean little to most big mills 
which ship only on order, nor would it 
affect the big lumber dealers who buy most 
of their lumber on order. It would directly 
hit some small lumber dealers who shop for 
distress cars—loaded cars which reach the 
midwest or eastern markets still unsold. To 
the extent that home builders might benefit 
from such distress sales, the end of transit 
shipments would hurt. 

Transit selling of lumber has been common 
practice for many years but did not really 
boom until the end of World War 2. Demand 
was high and wholesalers could get premiums 
for cars sold to the highest bidder as they 
approached their destination. 


Race of turtles 


As the lumber market weakened, dealers 
pressured railroads for circuitous routing to 
allow more time for selling. Railroads, hun- 
ery for business, cooperated after they found 
that the road which could devise the longest 
delays when the lumber market was down 
would invariably get the most business. Now, 
with lumber at a post war bottom, it some- 
times takes a month longer than normal 
for a transit car to reach its destination. 

Transit shipment has dwindled as a result 
of heavy losses suffered by some wholesalers 
who could not sell at market when their 
cars arrived at their destinations. It has re- 
sulted in closing of many small mills—which 
furnish most lumber for transit cars. 

Yet transit wholesalers insist they perform 
a function for the industry by cutting de- 
livery time. They also argue that transit 
shipping helps the West Coast lumber indus- 
try compete with southern lumber mills which 
lie closer to the big markets. 

ICC forbade deliberately circuitous rout- 
ing in 1955 during a car shortage. The order 
was lifted when the shortage eased. 

In its suit against the Northern and Union 
Pacific, ICC charges that the railroads are 
illegally providing storage facilities, depriving 
other shippers of cars and adding unneces- 
sarily to railroad operating costs. 


Railroad rebuttal 


Northern Pacific has replied that there is 
no regulation requiring it to publish a time 
schedule on service. (It offers fast service 
for which no tariff is published.) The rail- 
road also claims transit cars are invariably 
small or “rough” cars which would otherwise 
return empty to the midwest. NP delays 
transit cars by holding a  trainload in 
Missoula, Mont. until another  trainload 
leaves the West Coast. Then the Missoula 
train is sent on to Minneapolis where the 
shipper must begin paying demurrage charges 
(for use of the car) 24 hours after arrival. 

Union Pacific sends transit cars from the 
West Coast via Ellis, Kan., 317 mi. off the 
main line. ICC contends this adds 14 days 
to normal shipping time. 
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Gas and electric industries start 
campaigns for home heating-cooling 


Competition between the gas and electric 
industries is entering a new and critical 
phase. 

This year, each will open a drive to gain 
a toehold in a field where the other has 
historically held a strong competitive ad- 
vantage. The electric industry is aiming at 
the home heating market (Jan, News). The 
gas industry is looking for a bigger share 
of the air conditioning market. 

Much more is at stake than heating and 
cooling. 

The Natl. Electrical Contractors Assn. is 
not so concerned about heating as with the 
fact that once gas heat gets into a home 
the odds are 10 to 1 that water heating, 
cooking and clothes drying (if any) will 
also be gas. NECA, prime mover in the 
electric heat drive, reasons logically that 
the home with electric heat (or oil) will 
not have gas in it at all. It claims electric 
power is cheap enough to compete with gas. 


Gas cooling to be pushed 


American Gas Assn. is starting its long- 
talked-of campaign to promote direct-fired, 
gas-absorption air conditioning in fear that 
the trend toward combined winter heat- 
summer cooling systems may eventually cut 
them out of the residential market unless 
they can offer a gas system of heating- 
cooling. 

AGA had planned a series of seven sym- 
posiums in seven cities early this year to 
start its promotion. The symposiums have 
been cancelled, however, after Chairman W. 
W. Selzer found resnonse from utilities and 
producers so great he figured there was no 
need for a crew to rally support. 

A national advertising program has been 
scheduled with the hope of selling at least 
4600 gas cooling units in 1958. AGA re- 
ports its members have already committed 
themselves for 6,900 units. 


They point with alarm 


Both gas and electrical industries point 
with alarm to the plans and progress of 
the other. An electrical trade book, Electrical 
World, recently noted one area of New York 
where 90% of all new homes are gas heated, 
commented: “This is an outstanding record 
. . . but for the electrical industry it means 
that 90% are lost forever not just for house 
heating but for water heating and perhaps 
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MATERIALS PRICES were unchanged in De- 
cember from a month earlier, BLS reports, 
and it’s index, at 130.1 was off 0.4 from De- 
cember 1956. A rise in prices of prepared 
paints and concrete products was offset by 
declines in lumber and heating equipment. 








cooling as well. Is our industry going to 
sit back year in and year out?” 

Warns President J. C. Hamilten of the 
Arkansas-Louisiana Gas Co.: “Electric utili- 
ties already are cutting into our cooking and 
water heating business. Through development 
and sale of the electric heat pump they 
can take a large share of the summer cooling 
business and along with it the winter heating 
business.” 

The gas industry got some good news 
in January when Whirlpool Corp. purchased 
the assets and patents of Servel Inc., assuring 
at least one make of gas refrigerators to 
compete with electric models. Servel, long 
the only manufacturer of gas refrigerators, 
has quit the appliance business. Its gas air 
conditioning business was sold last August to 
the Arkansas-Louisiana Gas Co. 

Both the gas and electric utility and ap- 
pliance industries are talking optimistically 
of 1958 sales potential. They expect housing 
starts to bounce back up, point to substantial 
reductions in their unsold inventory. 

Producers in both groups suffered worse 
sales than expected last year. Gas Appliance 
Manufacturers Assn. reports sale of 7.7 mil- 
lion gas units (including heating equipment) 

-109% below 1956. Natl. Electrical Manu- 
facturers Assn. reports sales of 8.9 million 
electrical appliances (seven types)—down 
10% from 1956. 


Expect built-ins to pace sales 

Gas appliance producers expect a 2% gain 
in unit sales this year. They predict recent 
FHA moves will spur housing and believe 
expansion of natural gas lines and better 
merchandising will help sales. 

NEMA believes built-ins will pace 1958 
electric appliance sales, points out that sales 
of built-in electric ranges were up 10.4% 
(to 425,000) in 1957 with a 12% gain 
predicted for 1958). Sales of other appliances 
fell last year. The record: refrigerators, 
—9.5%; water heaters, —8.1%; dishwashers, 


—2.5%; free standing ranges, —21.7%; de- 
humidifiers, —18.2%; food waste disposers, 
—9.8%,; freezers, —5.1% 


Price outlook is not good for builders: an 
uptrend has already started. Both Gen- 
eral Electric and Kelvinator have increased 
prices on their 1958 refrigerator lines. No 
one looks for any reductions. 

NEWS continued on p. 58 
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BOECKH’S INDEX of residential building costs 
inched up slightly 0.1 point to 278.2 in De- 
cember. Col. E. H. Boeckh attributes it to 
higher labor costs in two cities, notes that 
there was actually a slight drop in the overall 
cost of materials. 
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Set in a simple extruded aluminum frame, these 
lustrous panels of Blue Ridge Linex® add new 
drama and distinction to this living room! @ Here are two new features that will stir up more excitement 


(and house sales) than you ever thought possible. 
They are made of handsome Blue Ridge Patterned Glass! 


Libbey*Owens‘Ford Glass Co., Dept. B-728 
608 Madison Ave., Toledo 3, Ohio They are designed exclusively for Blue Ridge by famed designer 
Ple: Se reserve 1y ee Copy a 2 -page boo ° ° + 

se reserve my free copy of the 20-pag : and interior decorator, Paul McCobb! 


of Paul McCobb’s design ideas for Blue Ridge 


Patterned Glass, ready for distribution soon. They can be built easily, by your regular crew! 


Paul McCobb has designed eight different ideas like the two 

_ LEASE PRINI shown. Before you put this magazine aside, tear out the coupon 
at left, fill it in and mail it. We'll reserve for you a free copy of our 

brand-new, 20-page, color book that shows you all eight McCobb 


designs and tells you how to use them. First come, first served. 
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world-famous designer 
Paul M°Cobb now teams with 
Blue Ridge to help you 





sell your homes! 
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In this bedroom, panels of Blue Ridge Patterned Glass, set in an aluminum 
frame, screen off a dressing area to give two rooms in one! 
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developers of 
Quito Park Homes 
California 


“Our men gave UNI-flex the “3rd degree”’ 


goes into the 77 homes at QUITO PARK 


without customer appeal, customer accept- 





® 

— a ANE 
Oo and we mean a real on-the-job test. Nothing 
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se 
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ance and customer satisfaction. We want to 





lick service calls. UNI-flex with the proven 
dependability of UNIQUE Balances give us 


the kind of equipment we want.” 


L to R: M.Stoltenkamp, general superintendent and 
Jack Fisher of the Fisher-Burke Construction Company, 
San Jose, California 


UNI//ex 


FULL-JAMB 
WEATHERSTRIP 
COMBINATION UNIT 


Fast to install 
Priced to sell—Built to last 





UNI-flex window units furnished by: 
MINTON LUMBER COMPANY, Mt. View, California 


Better Homes 
for a Better America! 












UNIQUE BALANCE COMPANY 
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LABOR BRIEFS 


Chicago builders rebuffed by NLRB 


Chicago home builders are having rough going in their legal battl, 
to unshackle themselves from an AGC tieup for labor bargaining, 

The Natl. Labor Relations Board has denied a builders associatioy 
petition to be recognized as homebuilding’s bargaining agent with 
Chicago carpenters. NLRB based its decision on a curious finding that 
there is no evidence the union ever sought to bargain with the associa. 
tion, holding that builders should continue to sign short form contracts 
on a single employer basis—despite a long history of multi-employer 
bargaining with all Chicago building trades. 

Thus builders must continue—for the present anyway—to sign in. 
dividual contracts with the carpenters and accept the wage rate nego. 
tiated by the union and the Builders Assn. of Chicago which is com. 
posed of general contractors. 

Home builders have petitioned for NLRB reconsideration. The; 
contend the board did not judge the case on its merits. John R. Downs, 
executive vice president of Chicago builders chapter, charges: “The 
decision does not indicate that either the record or the petitioners 
[home builders’] brief were read and carefully and objectively con. 
sidered. This decision simply will not stand on its own legs since it 
ignores all the facts and realities in favor of blind adherence to 
technicalities.” 

Chicago home builders are fighting a 50-year-old situation. They 
have never had a voice in wage negotiations with the building trades, 
although in the three Chicago-area counties they employ 7,700 of the 
36,000 carpenters. 

The same situation exists in varying degrees in other cities but 
probably is most acute in Chicago. The builders’ petition to NLRB 
points out that all construction is under union contract in 14 of the 
20 largest US cities. And in 13 of these 14 cities, home builders either 
negotiate separate contracts or bargain jointly with general contractors. 
The lone exception is Chicago where general contractors have refused 
home builders a voice in negotiations. 

“Effect of this is to prohibit small employers joining together for 
self-help to match their strength against a union which controls 36,000 
carpenters . . . and which unilaterally . . . sets the price which mem- 
bers . . . must pay for such labor,” the builder petition contends. 

“Is the public interest served by ignoring the practices of the buili- 
ers association and the union, practices which if continued without 
check will drive the home-purchaser out of the market, the home 
builder out of business and seriously affect the economy of the Mit- 
west and the country as a whole?” the petition asks. 

If builders win the right to negotiate, can they cut labor costs? 
Downs says he doubts it. But he hopes builders and carpenters could 
work together to improve techniques and make it easier to use new 
materials. 


St. Louis carpenters agree to work below-scale 


St. Louis area carpenters have decided some work at $2.85 an hour 
is better than no work at $3.45. So they have agreed to work for the 
lower scale on a Capehart military housing project at nearby Fort 
Leonard Wood. 

J. W. Bateson, a Dallas general contractor, bid on the 1,329 units 
on the basis of a Dept. of Labor report fixing the prevailing wage for 
carpenters in that area as $2.25. 

After Bateson won the contract, St. Louis carpenters announced 
that Fort Leonard Wood is now in their jurisdiction (since last April) 
and carpenters scale would be $3.45, plus 10¢ welfare. 

Bateson and the Army Engineers then found themselves in this prt 
dicament: If the Engineers let Bateson add on the extra cost involved 
in paying the higher scale, the per unit price of the project would g0 
over the maximum $16,500 allowed by law. Bateson announced Jan. 7 
that “it looks as though I'll have to withdraw my bid.” 

St. Louis carpenters, realizing the job might be delayed for months 
if rebidding was necessary, sat down with Bateson and agreed to $2.85 
—a rice which should keep the revised bid price below the $16,500 
limit. Groaned the carpenters’ business manager after signing the 
pact: “We have made a great sacrifice.” 


Teamsters to retain ‘hot cargo’ pacts 


Teamsters have decided to continue “hot cargo” clauses in theif 
current contracts despite a ruling by the Interstate Commerce Com- 
mission that such pacts are invalid. 

Union officials announced they will wait until the Supreme Cour 
rules on the matter before changing contracts. 

Under hot cargo contracts, Teamsters may refuse to handle ship- 
ments previously handled by truck lines in trouble with the union of 
by non-union labor, 
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SHOW THEM the most effective way to beat any heat spell. No more 
ave refused 


drafty fans . . . no more spot cooling in a couple of rooms. The Sun 
Valley* by Arkla-Servel cools the entire house (every room of it) 


ogether for from a single compact unit. And your prospects will like the peace 


rols 36,000 and quiet of the Sun Valley*, too! There’s no noise because there are 
‘hich men- no moving parts in the cooling system. | 
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f the build- | 
ed without SHOW THEM how easily the air conditioner can be turned into a fur- 

the home nace when blustery winter comes booming in. A simple dial setting — 
yf the Mid- and presto!—the Sun Valley* by Arkla-Servel is the most wonderful 


furnace! It circulates gentle warm air to every room of the house. 
And with Gas your prospects will never have to worry about late fuel 
deliveries—dependable Gas is piped right into their homes. 
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HOUSING MARKET: 





Federal moves to boost building 
will only help a little, industry says 


Recession psychology continues to dampen the new house sales market more 
than easing money can stimulate it. 

“I don’t think we'll build any more houses in 1958 than we did in 1957,” 
predicts Analyst James Downs of Chicago. “It can be plus or minus 5%, but a 
5% drop seems more likely than a 5% gain. Buyer attitude will shrink more 
than the supply of mortgage money expands. I don’t expect the government to 
do anything effective to help housing until well into the third quarter. By then 
they may learn it takes more than an unbalanced budget and a big missile pro- 
gram to stimulate the economy.” 

More optimism comes from other sources. The US Savings & Loan League, 
for instance, prophesies home building will get off to a slow start and pick up 
momentum in the second half of the year, as it did last year. 


Builders and lenders agree the government's moves to give housing a shot 
in the arm will only help around the fringes. 


FHA now lets closing costs be included in its mortgages again. The cash-pay- 
ment requirement was imposed in April 1955 as an anti-inflation measure. But 
its removal means little, except on the handful of $10,000 to $12,000 homes. 
Reason: the maximum mortgage FHA will insure on a house of a specified 
valuation remains the same. So the minimum cash down requirement remains 
the same. Only if a buyer pays more than the minimum down payment (or if the 
builder pays closing costs himself) does the new rule mean a cash saving to 
the buyer. 


Example: a builder gets a $16,000 valuation Example: a buyer of the same $16,000 
on a house, with a $14,800 allowable FHA- house puts 10% down ($1,600). He can still 
insured mortgage. The builder sells for $16,- get a $14,800 FHA loan. His down payment 
000. The maximum mortgage is still $14,800. brings the loan down to $14,400. So up to 
So no closing costs can be added to it. $400 closing costs can be added. 


Closing costs, moreover, may not include deposits for taxes, assessments and 
hazard insurance. In three cases only, discounts can be included in closing costs: 
1) refinancing loans other than those made in connection with sale of the mort- 
gaged property within the preceding six months, 2) loans to builders who are 
closing in their own names, 3) owner of an individual lot who builds for his 
own occupancy. 

Vice President Harold R. Berlin of Johns-Manville foresees a 3.3% gain for 
housing dollar volume this year, to $12.4 billions. He predicts 1 million starts. 

But typical of the new consensus is this comment by a New England lender: 
“Housing may help hold the economy, but it will not lead it or pull it up as 
some people have been predicting.” 


Yearend housing statistics for 1957 point up important new trends. 


@ Apartment house construction continues to make a major comeback (Aug., News). 
As land grows scarcer within easy commuting distance of central cities, there should be 
more and more of it. (Even sprawling Los Angeles feels pinched for raw land.) Nonfarm 
building permits—as compiled for 10 months of 1957 by BLS—show all of the drop in 
housing was concentrated in one-family units! They were off 18.7% from 1956. On the 
other hand, permits for two-family structures were up 2.6%, permits for three- and 
four-family dwellings were up 24.2% and permits for five- or more family apartments 
were up 52.9%. In all. multi-family structures should account for 100,000 of 1957’s 
1.039.200 nonfarm starts. 

@ Measured by starts, last year was the lowest housing year since 1949. Starts slumped 
7% from 1956. But the rate of decline was less than half of the drop between 1955 and 
1956. Private starts were on the rise at year end. Seasonally adjusted starts averaged 
964,000 for the first half, 1,011,000 during the second half. 

@ Conventionally financed housing was up 9% from its 1956 level—which casts some 
doubt on the widely held assumption that conventional mortgage financing will almost 
always produce the same amount of starts. 

e@ Last year, conventional financing accounted for a whopping 70% of all private starts 
—a 12% gain from 1956. 

@ Regionally, the South was last year’s boom area. It showed a rise in private starts 
while all other regions slipped. This trend should continue, in the wake of industrialization 
plus the fabulous Florida boom. 

@ Measured by dollar volume, private housing (not total) was off 10% last year to 
$12.2 billion, according to the Commerce Dept. But the decline was narrowing. Outlays 
for new private housing were off 13% from a year earlier during the first quarter, 10% 
in the third quarter and only 5% in the fourth quarter. Says Commerce: “By mid-1957, 
the two-year slide in private residential construction appeared to be checked, and outlays 
(seasonally adjusted) rose steadily through the end of the year, largely on account of 
the rise in apartment building.” 













MARKET BRIEFS 


Money-back guarantees 


Money-back guarantees to spur sales of 
new homes are catching on in a modest way, 
Most of them expose the builder to only 
small financial risk because buyers have to 
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FHA APPLICATIONS on new homes dropped 
7.6% to 13,580 in December. The drop was 
no more than seasonal and the total was 
75% higher than December 1956. This 
brought FHA applications for 1957 to 198,- 
769—0.6% over 1956. 

Applications on multi-family units went up 
60% to 3,061 due to 1,552 Capehart military 
housing units. All project units for 1957 
totaled 67,379, a 125% gain over 1956. But 
with Capehart units left out, the real gain 
was only about 10%. 

VA appraisal requests for proposed units 
continued to vanish. They reached only 3,501 
in December—off 6.6% from November. For 
the year there were 159,399 appraisal re- 
quests, a drop of 60% from 1956. 
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HOUSING STARTS slipped from 75,500 in 
November to 62,000 in December. 

For the year, starts totaled 1,039,000— 
7.1% behind 1956 and lowest since 1949. 

December private starts sank to 60,800 for 
a seasonally adjusted annual rate of 970,000, 
lowest since the 962,000 of last April. Private 
starts for 1957, according to BLS, were 989,- 
000—9.5% behind 1956 and the lowest since 
1949. 

With 1,200 starts in December, public starts 
totaled 49,500 (including Capehart military 
housing) for 1957, up more than 100% from 
1956. 
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» closing costs, mortgage transfer fees 
interest on their loans. 

Builder Frank Rogers of Omaha, for in- 
stance, likes results he is getting from his 
offer to repurchase a house from any buyer 
who is forced by circumstances beyond his 
control to move out of town within 12 
months after the original purchase. Rogers 
sprang the scheme during the Christmas-New 
Year's week—normally a slow sales time. 
Result: Six sales (Roger’s builds 1.000 to 
1.400 sq. ft. homes priced from $13,950 to 
$21,000). If a buyer has to leave, Rogers will 
pay him back the down payment ($1,050 on 
his $13,950 model) plus mortgage principal. 
On a $12,800, FHA 25-year loan, this would 
be only $250 the first year. The customer 
must pay for painting or other work to re- 
store the house to top condition. He forfeits 
closing costs, taxes, interest charges, and pays 
mortgage transfer fees. Says Rogers: “I think 
I saw the idea in House & Home.” 

In Mahopac, N. Y., Builder James Licata 
offers buvers a two-year money-back deal. 
Buyers get back equity (down payment plus 
principal) less a flat $55 a month rent. Buyers 
pay for needed fix-up work. 

At Hastings-on-the-Hudson, N. Y., 18-mi. 
upriver from New York, Raydon Construction 
Co. gives an unconditional refund promise on 
its 36-home tract ($24,500 up), available 
only at the end of a year. Buyers can recap- 
ture their down payment, less $600 for a new 
paint job, transfer costs not to exceed $100 
and repairs and closing costs. 

Explain partners Sol A. Klinger and Larry 
Boyland: “The way home prices have been 
going, people can sell in the open market for 
more than we would have to give back.” 
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Promoting prefabs 


Prefabbers have gone on US and Canadian 
newsstands with 100,000 copies of a 50¢ 
home plan book. 

The 172-page book called Housing Annual 
1958, shows one model by each of 46 mem- 
bers of Prefabricated Home Manufacturers 
Institute—one to a page. The sales pitch 
hammers the theme that “the public can no 
longer tell a factory-made house from a con- 
ventionally-built dwelling.” Engineers, the 
annual contends, are prefabbing’s best cus- 
tomers because “they readily appreciate the 
superior features of a factory-made house.” 


Selling the executive market 


A realty firm in New York’s expanding 
exurbia has been formed to specialize in 
catering to*the transferred executive. Execu- 
tive Housing Inc. (1073 Post Road, Darien, 
Conn.), offers the sort of service any realtor 
should provide—cleverly packaged for snob 
appeal. Advice is given on neighborhoods, 
schools, commuting, zoning laws, selected 
properties—from $30,000 up. “Transferring 
executives have no time to waste—cannot af- 
ford to pick the wrong town, neighborhoods 
or home,” says the firm’s brochure. “We see 
that you don’t.” Buyers pay the standard 
commission. 

The idea is the brainchild of Charles P. 

Pelham, retired senior vice president of Ful- 
ler, Smith & Ross, New York ad agency. 
Says Pelham: “You can’t go on selling real 
estate the way you did 100 years ago.” His 
Partners are Realtors Mathew Gardner and 
Arthur Wheeler (who also maintain their 
regular real estate business). 
_ It is still too soon to say whether the plan 
is a hit. But Gardner, Wheeler and Pelham 
hope to tie-up with other realtors to offer a 
Nationwide referral service. 
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Mason fires a chief underwriter 
as FHA tries to clean up backlog 


FHA is going to do something about its 
processing mess, even if it means tossing out 
some well-entrenched career employes. 

Commissioner Norman Mason has made it 
clear he is fed-up with bungling in some field 
offices. Last month he fired James Salvant, 
chief underwriter in the New Orleans field 
office, on charges of inefficiency. There has 
been an 8-to 10-week backlog in the office.* 

FHA is also seeking a $2 million deficiency 
appropriation to hire more staff for field 
offices and it wants a $3 million increase in 
its 1959 budget, now before Congress. Says 
one FHA official: “If we don’t get the money, 
we'll be swamped by the business we expect 
this spring. We would be utterly unable to 
cope with it.” 

The Voluntary Home Mortgage Credit Pro- 
gram committee voiced a similar feeling in 
stronger language in January, passed a resolu- 
tion urging FHA to simplify its procedures 
so it can handle more business. Says one 
member of the committee: “It’s almost a 
scandalous situation. It will have a real in- 
fluence on housing in 1958. The major hope 
for an increase in starts has to be FHA be- 
cause conventionally financed starts can’t go 
up much.” 

The concensus: unless processing is speeded 
up FHA will be a brake on housing this 
year. 

FHA supervisors, agency officials said, have 
filed complaints about Salvant for six years. 
But what really triggered his ouster was a 
telegram sent Mason in November by eight 
*The New Orleans FHA office reported appli- 
cations in 1957 of 6,117 compared to 4,315 in 
1956. In 1957 the office issued 5,435 commitments 
compared to 4,138 in 1956. 


of the 10 members of the Louisiana congres- 
sional delegation. The telegram was written 
after the congressmen heard bitter complaints 
from New Orleans builders, realtors and 
mortgage men. Its text has not been dis- 
closed but it reportedly called the processing 
delays disgraceful and demanded action. 

Mason sent investigators from his own 
office, sent underwriters from the San Antonio 
office to whittle down the backlog. Salvant’s 
dismissal followed. On Jan. 2, FHA Director 
Ralph H. Agate announced the backlog had 
been wiped out. 

There will apparently be no further dis- 
missals in the New Orleans office, though 
some Louisiana congressmen expressed sur- 
prise that Agate was not included in the 
shake-up. They indicated they still believe 
Salvant may have been the fall guy for others 
in the office. 

Salvant, 42, can appeal under civil service 
regulations and apparently will. He had been 
with FHA 10 years. 

One project caught in the backlog last fall 
was William Zeckendorf’s big community 
project at Laplace. The Quinn Construction 
Co., which has contracted to build some 
homes for Zeckendorf, appealed for help to 
US Rep. Edward Hebert (D., La.) after 
waiting several weeks for commitments. 
Hebert interceded with Salvant, who got the 
commitments out promptly. 

Morgan Earnest, president of the Home 
Builders Assn. of Greater New Orleans re- 
ports no complaints of delays since Agate told 
him the backlog had been cleared up. “It was 
not our intention to hurt anybody in FHA,” 
Earnest says. “Our single interest has been to 
do anything to help reduce the backlog and 
get on a current basis.” 


80.7% of all ’50-’56 housing starts 
were in met areas, economist claims 


What proportion of America’s houses are 
being built in the metropolitan areas—where 
all the nation’s population growth is taking 
place? 

The Bureau of Labor Statistics estimates 
that from 1950 through 1956 72.2% of all 
new housing starts were in 168 standard 
metropolitan areas. But the Census Bureau, in 
its new housing inventory (Jan., News), esti- 
mates it was only 64.8% 

(BLS and Census also disagree on the 
number of units started—Census reporting 2 
million more units over the 6%4 year period, 
a difference which remains to be explained.) 

Dr. Reinhold Wolff, director of the Univer- 
sity of Miami’s Bureau of Business and Eco- 
nomic Research and a knowledgeable housing 
economist, says both estimates are preposter- 
ous. His estimate: 80.7% of all 1950-56 starts 
were in metropolitan areas. Says he: it is 
unbelievable, on the face of it, that 35.2 or 
even 27.8% of all nonfarm, nonresort hous- 
ing starts could have taken place in non- 
metropolitan areas which, on balance, had no 
population increase. 

Part of the disparity is explainable because 
both BLS and Census still use the 168 stand- 
ard metropolitan areas as defined in 1950— 
to preserve the basis of comparison. Since 
1950 there have been major additions—all 
growth areas—to seven metropolitan areas 
and six new met areas have been designated.* 





Wolff also includes in his estimate the 
starts of several fringe areas which he con- 
siders part of metropolitan areas though not 
yet so designated by the government. One 
example: Broward County, Fla., just north 
of Miami and center of much home building 
for the last 10 years (12,167 starts in 1957), 
much of it spillover from the Miami area. 
In the government's eyes, all Broward county 
starts are still non-metropolitan. 

But Wolff notes still other fast-growth 
fringe areas around existing metropolitan 
areas which are not included in his estimate. 

James Downs, chairman of the Real Estate 
Research Corp. in Chicago believes there is 
much home building on the periphery of 
existing metropolitan areas counted as non- 
met starts by BLS and Census. He also cited 
the relative difficulty in counting starts in 
some met areas. “In an area like Pittsburgh, 
we have found we couldn't tell where the 
houses had been built or how many unless we 
got in a car and went out and looked for 
them,” he says. 

NEWS continued on p. 65 


*Additions were made to the met areas of San 
Bernardino, Calif.; Shreveport, La.: 
Wisc.; Lowell, Mass.; Atlanta, Ga.; Evansville, 
Ind. and Norfork-Portsmouth, Va. New met 
areas designated since 1950: Dubuque, fa; 
Hampton-Newport News-Warwick, Va.;_ Fort 
Smith, Ark.; Tucson, Ariz.; Santa Barbara, Calif. 
and West Palm Beach, Fla. 
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Chrysler Airtemp 
HEATING and COOLING 


anywhere Jee 





No matter what type of house 
you're building, or where— 
you'll find Airtemp has equip- 
ment that exactly fits. The 
Airtemp line is complete—with 
297 models. A “‘just-right”’ 
Airtemp furnace or air condi- 
tioner means faster, easier in- 
stallation—no delays! 


As a builder you also benefit 
from: 


e Chrysler’s trouble-free engi- 
neering that cuts after-sale 
complaints. 


the sales appeal and prestige 
of the Chrysler name. 


nation-wide distribution and 
prompt servicing. 





pre-tested merchandising aids 
to help you sell your houses. 





























FOR ALL THE FACTS, WRITE AIRTEMP DIVISION, 
CHRYSLER CORP., DAYTON 1, OHIO. 
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LOCAL MARKETS: 


‘tors in a scattering of California cities 
trying to stop selling through model 


\ 


\fore local realty boards are considering— 
few have adopted—a ban on Sunday 


. rhe developments worry builders. Model 
homes are their best showcase. And Sunday, 
they say, is just about their best sales day. 
An intra-industry fight, which could become 
widespread, seems to be starting. 


Only a small cloud? 


Sharpest squabble so far is in Downey 
(pop. 51,950), a Los Angeles satellite town. 
The real estate board there has outlawed 
sales via open houses or model homes among 
its members. The ban extends to signs, flags, 
people sitting in autos in front of for-sale 
homes. Originally, most realtors favored ban- 
ning open houses on occupied property. 
Brokers said these hurt their business because 
everybody on the same street who wants to 
sell a house puts out his own sign, by-passing 
the realtor but drawing traffic from his adver- 
tising. But when the Downey board polled 
its members handling builder says, its officials 
say, they agreed builders would go along if 
open houses were eliminated completely. 

Board President James F. Hall adds that 
the ban was imposed to increase profession- 
alism in real estate by eliminating part-time 
salesmen at open houses who often lack real 
sales talent. Now, Downey realtors’ adver- 
tising directs customers only to their offices, 
where, says Hall, a buyer’s credit standing 
can be screened first to save him the frustra- 
tion of looking at homes he can’t possibly 
afford. 

Downey realtors are also trying to stop 
builders in the area from having model 
houses and will cooperate on no promotions. 
Instead, realtors offer mandatory multiple 


Mail order lot sales 


That big Florida land boom is beginning 
to have some of dizzy aspects of the ill-fated 
splurge of the 20's. 

Two years ago, ForTUNE took a look at 
the Sunshine State’s land boom, concluded 
that it resembled the boom of the 20’s only 
in the spectacular rise in land prices. Said 
ForTuNE: “Developers do not advertise ex- 
travagantly in distant newspapers. . . Trades 
are largely cash; the loosest terms available 
are one-third down, the balance in three 
equal payments in the next three years in- 
Stead of 5 to 10% down, the rest in 10 years 
or longer as in the days of the bubble.” 

Today, things are changing. Many Florida 
land developments are advertised in “distant 
newspapers” and many of them ask only 
10% down with long payment terms. 

Some of these land promotions are solid. 
The buyer is assured of some improvements 
—at least streets—in his subdivision. But 
other promoters give the buyer nothing but 
the land, without access. Gov. LeRoy Collins 
of Florida complains of one subdivision 
located 10 mi. from any road with no com- 
munity facilities at all. He laments: “It is 
distressing to know there are some instances 
Which are reminiscent of the boom of the 
20's which most of us can remember with 
its disastrous consequences.” 

Florida has only a loosely enforced law 
On out-of-state advertising of Florida land. It 
can do nothing to enforce subdivision stand- 
ards in unincorporated areas. 

Most mail-order subdivisions are in central 
Flor da where land is still comparatively 
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continued from p. 63 


listing on all homes for sale, new or used. 
Hall argues that this brings builders more 
prospects than open houses, anyway. 

Little vacant land is left in the Downey 
area. So new homes there are generally built 
in groups of two and three by small-volume 
builders. But one builder, who had been 
working with a utility company on a promo- 
tion for 12 homes, had to drop the project 
when the utility backed out in the face of 
the open house ban. 

“We don’t want any restrictions that curb 
our rights,” says one Downey builder. But 
he adds: “So much pressure was put on me 
that I had to go along [with the ban].” 

What worries southern California builders 
most is whether the idea will spread to sub- 
urbs still booming with mass building. 


Developments elsewhere 


In nearby Fullerton (pop. 46,500), the 
realty board has banned open houses on 
Sunday. Board President W. Rex Connley 
admits: “Builders are violently against it. 
They think Sunday’s a good day.” Some 
brokers are unhappy about it, too, but it’s 
mostly the younger ones who think you can 
get rich on Sunday.” Most realtors do not, 
Connley adds. “Leads are really very poor 
on Sunday,” he says. “You just get a lot of 
lookers.” 

Connley reports he and other Fullerton 
realtors had been selling for small-volume 
builders, but “we’ve been losing them fast 
with our Sunday closure rule.” Most builders 
are hiring their own salesmen. 

Realty boards in Anaheim and La Habra 
are also considering a Sunday closing rule, 
says Connley, as are other boards all over 
California. Both Anaheim and LaHabra have 
many large tract developments. 

Walker & Lee of Long Beach, who sell 
more houses for more builders than any 





builders fight realtor ban on ‘open houses’ 


other US realtor, are keeping their model 
homes in Fullerton open Sundays. They 
are not members of the Fullerton board. 
But Sales Manager Frank Hart reports 
builders are finding they need the serv- 
ices of realtors to peddle their product in 
today’s tougher market. “I think 1958 wiil 
see many more houses sold at regular com- 
missions (5%) than ever before,” predicts 
Hart. 


Detroit: A ban on Sunday real estate sell- 
ing is also under consideration in Detroit. 

The city council has already once approved 
an ordinance to ban selling and showing of 
model homes. This vote was reversed a week 
later to allow time for further study after 
home builders and some realtors protested. 
(Similar proposals were defeated in 1939 and 
1945.) 

Actually, a Sunday selling ban in Detroit 
would not hurt home builders much. There 
is only one tract in the city itself. But the 
Builders Assn. of Metropolitan Detroit fears 
the ban encourages suburban communities to 
do likewise. 

The builders association is campaigning 
hard to kill the ordinance. But NAHB Past- 
President Rodney Lockwood fears the scheme 
still has a 50-50 chance. Builders are sup- 
ported by the Detroit Real Estate Brokers 
Assn. but opposed by four other real estate 
boards in the area. 

One reason brokers want a ban: they be- 
lieve it would drive part-time, week-end sales- 
men out of the business (though home 
builders contend they use very few part-time 
salesmen). 

Detroit builders think public opinion may 
swing the final vote in their favor. They 
point to a recent Cincinnati study which 
shows that 60% of the public prefer to visit 
model homes on Sunday. “We think the same 
thing applies here,” says Lockwood. 


reappear in new Florida land boom 


cheap ($500 an acre or less). There are none 
around Miami, where prices start at $5,000 an 
acre for swamp-proof land. 

The Miami Herald, whose ace Reporter 
Steve Trumbull spends most of his time in- 
vestigating real estate promotions, angrily re- 
ports that one “handful of fast-buck, dollar- 
hungry promoters” are selling hydraulically 
filled homesites on the upper Florida keys 
where there is no subdivision control. Point- 
ing to poor fill and poorer construction prac- 
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tices, the Herald warns: “They are inviting a 
future hurricane disaster that could rival 
Galveston.” 

If many Florida land promotions border on 
fraud, some make every effort to maintain 
a reputation for scrupulous honesty, realizing 
there is a big profit in land even if the cus- 
tomer gets all he was promised. 

One example: The Mackle Co., Florida’s 
biggest home building firm, is developing 
80,000 acres on the Gulf Coast with Cana- 
dian financing. The company is spending $2 
million promoting its development—Port 
Charlotte, south of Sarasota. Mackle is selling 
both land ($10 down and $10 a month for 
a $795 lot) and houses (10 models priced 
from $6,960 to $15,950 with FHA terms.) 

Detroit Builder Ira Hotchkiss and Mort- 
gage Banker Jay Kislak of Miami are selling 
parcels out of a 20,000 acre tract they bought 
two years ago in the vicinity of the Cape 
Canaveral missile testing center. Raw land in 
this area, now one of the hottest land and 
housing markets in Florida, has gone up from 
$80 to $500 an acre in the last two years. 

The land boom is still a thoroughly sound 
one in the Miami area (the only real sub- 
tropical part of Florida, based on average 
yearly temperature and rainfall). And one 
man still holds the key to future development 
there: Arthur Vining Davis, 90, founder and 
retired board chairman of the Aluminum 
Corp. of America. He owns 80,000 acres of 
the best land in Dade County (Miami) and 
28,000 acres in adjoining Broward County. 

NEWS continued on p. 6? 
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“@merican LUSTRAGRAY glare reducing glass 


has home owner appeal by providing maximum 





viewing pleasure from the interior and greater 


privacy from the exterior” 


— says Charles C. Richardson, general contractor, San Diego, 
Calif. His large home, shown here, was designed by Domingo Martinez. 





As Contractor Richardson can tell you, this neutral 
gtay-tint sheet glass makes homes more salable 
because it: 


® Reduces sun glare 50%, minimizing 
eyestrain and fatigue 


® Reduces heat transmission 


® Provides exterior privacy and interior 
“clear glass” vision 


*® Makes permanently attractive appearance 
® Is economical 


AMERICAN LUSTRAGRAY is available through 
more than 500 glass jobbers. See classified phone book. 


| grt ; 
Thicknesses: %6’’, ’’, 4’’. Maximum size: 6’ x 10’. 


Photo from interior. Open space between sliding 
glass doors shows sun glare. LUSTRAGRAY 
glazing reduces sun glare, sharpens view. 


Photo from exterior indicates LUSTRAGRAY glazing throughout, 
including jalousies. Residence covers 4,000 sq. ft. 


CLEAR GLASS tor 
Maximum Daylighting 


GRAY GLASS tor 
Controlled Daylighting 
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PEOPLE: George P. Bickford, Cleveland attorney, 


succeeds Pierce Gerety as FHA general counsel 


Pierce J. Gerety has resigned as FHA gen- 
eral counsel after only nine months in office. 
His successor is George P. Bickford, 56, a 
Cleveland tax and corporation lawyer. 

Gerety, a wide-ranging young (43) lawyer, 
was to leave the government about Feb. | 
to return to private practice in New York 
City and his native Connecticut. In his short 
stay with FHA, he became FHA’s No. 2 
maker of public appearances (after Commis- 
sioner Norman P. Mason himself), won 
friends for the agency throughout the hous- 
ing industry by his graceful decisiveness. 

His return to private life was not un- 
expected. Gerety had planned to leave gov- 
ernment when he wound up a two-year job 





GENERAL COUNSEL BICKFORD 
Another Harvard man for FHA 


as deputy administrator of the refugee relief 
program early in 1955, but was prevailed on 
to take the FHA legal post. 

Like Gerety before him, Bickford comes 
to FHA with little housing background. New 
Hampshire-born, he graduated from Harvard 
in 1922 and, after a spell of teaching in 
China, frcem Harvard Law School in 1926. 
He then joined the Cleveland law firm of 
Arter, Hadden, Wykoff and Van Duzer, was 
a senior partner when tapped by FHA. Dur- 
ing World War 2, he was a lieutenant colonel 
in the Army Judge Advocate General’s office 
in Washington, and served as civil affairs 
officer in New Delhi. His only connection 
with housing has been as an investor in real 
estate and lawyer for banks and S&Ls. His 
main hobbies are collecting antiquities of 
India and the Cleveland Institute of Art, 
where he is a trustee and treasurer. 

# © 7 

William F. Hoffman Jr., who has been di- 
recting FHA’s rental housing division, also has 
resigned. Harold W. Prehn, director of the 
Springfield, Ill. insuring office, has taken over 
as acting director. 


Public houser Henslee gets 
five year suspended sentence 


Galveston’s public housing scandal (March 
), News) is getting another airing. The key 
figure, L. Walter Henslee, former GHA exec- 
utlve secretary and onetime (1951-52) pres- 
ident of the Natl. Assn. of Housing & Rede- 
velopment Officials, has been handed a five- 
year suspended sentence by a state court that 
convicted him of padding expense accounts to 
the tune of $3,275. 

Henslee’s troubles started in 1956 when 
Marshall W. Amis, PHA field office director 
in Fort Worth, accused the Galveston Hous- 
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ing Authority of 36 violations—‘“abuses” in 
handling funds and “false reports” to PHA. 

In June 1956, Henslee was acquitted on 
two counts of an eight-count federal indict- 
ment; the jury split on the other six. At a 
retrial in September he was convicted on all 
six counts, sentenced to one year in jail, a 
$4,000 fine and an additional one-year sus- 
pended sentence. 

Henslee appealed to the circuit court in 
New Orleans which reversed the Galveston 
decision and remanded the case for retrial. 
This was scheduled to begin late last month. 

Meantime, Henslee was also indicted four 
times by the state, but has stood trial only on 
the $3,275 embezzlement charge. The others 
are pending. Last month, the onetime Mr. 
Big of Galveston public housing was working 
as a timekeeper for a small company there. 


Frank J. Martin named new 
NERSICA managing director 


New managing director of NERSICA, na- 
tional fix-up contractors group, is Frank J. 
Martin, a cheerful, ruddy-complexioned ra- 
conteur, who comes to his new job from a 
long (since 1935) trade association career 
with Nat’l Electrical Mfrs. Assn. 

He replaces Don C. Lingenfelter, who re- 
tired after a two-year stint with NERSICA 
following 35 years in the fix-up business. 
Lingenfelter was a founder of NERSICA’s 
predecessor, Northeastern Re-roofing, Siding 
and Insulating Contractors Assn., in 1933. 

In recent months NERSICA has had a 
number of worries. One of the biggest: get- 
ting left at the post by Home Improvement 
Council’s forerunner, Operation Home Im- 
provement. New Managing Director Martin 
hopes to sharpen campaigns like NERSICA’s 
prestige-building fight against bait advertising. 


Mark W. Cresap moves up 
to Westinghouse presidency 


Mark W. Cresap Jr., 48, new president of 
the Westinghouse Electric Co. takes over as 
chief administrative and operations officer just 
six years after joining the company. 

He thus becomes one of the youngest 


Leonard Schugar 





WESTINGHOUSE’S CRESAP 


Up to the top in just six years 


major corporation presidents in the US, suc- 
ceeding Gwilym M. Price, 62, who retains 
his post as board chairman. 

Cresap was a partner in the New York 
management consultant firm of Cresap, 
McCormick & Paget when Price asked him 


in 1948 to review the Westinghouse man- 
agement structure. Cresap’s recommenda- 
tions, produced just 90 days later, so im 
pressed Price that in 1951 he named Cresap 
vice president and assistant to the president, 
promoted him to executive vice president in 
1955. 

It was Cresap’s plan 
Westinghouse’s adoption of a staff and line 
management organization, reshuffling and 
untangling a hodgepodge of manufacturing 


which resulted in 


divisions and one sales division into four 
broad market classifications, each under a 
vice president with authority over his own 
engineering, manufacturing and sales staffs. 

Price, under whose leadership Westing- 
house has doubled its manufacturing capacity 
and trebled its sales, will also head a new 
policy and finance committee 

John K. Hodnette, who has been a vice 
president and general manager since 1955, 
succeeds Cresap as executive vice president 


Retired telephone executive 
named urban renewal deputy 


A veteran telephone company executive has 
been named deputy urban renewal commis- 
sioner. 

Charles Lowrey Oswald, 65, who retired in 


president of 


November as assistant vice 





DEPUTY COMMISSIONER OSWALD 


URA taps an old management hand 


Chesapeake and Potomac Telephone Co. has 
taken over the No. 2 renewal spot vacant 
since Richard L. Steiner was promoted to 
commissioner in Aug. 1956 

A quiet-spoken, easy-going grandfather, 
Pennsylvania-born Oswald is expected to con- 
centrate on administrative matters and per- 
sonnel at URA (which now has a Washing- 
ton staff of more than 100) 


Charles E. Sigety, ousted last fall as deputy 
FHA commissioner, bounced back into pol- 
itics as first assistant attorney general, No. 
man of New York State’s law department. 
Sigety, 35, was forced out by HHFAdminis- 
trator Albert M. Cole after Sigety, hearing 
that Cole’s job was being peddled by the 
White House, began lining up strong industry 
support for a double switch in which FHA 
Commissioner Norman Mason would step up 
tc HHFA and Sigety would succeed him. 


MORTGAGE BANKERS: George W. Pat- 
terson, former vice president of Housing 
Securities Inc... New York, has been appointed 
president of Institutional Mortgage Co. of 
California; Benjamin Rydzewski Jr. resigned 
as VA loan guaranty officer in Los Angeles 
to become vice president of Bankers Mort- 
gage Co. of California; Ray P. Miller resigned 
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as part-time president of Mortgage Guaranty 
Insurance Co., Milwaukee (Dec. °57, News) 
to merge his Hiller Co. into William W. Bun- 
ge’s Mortgage Associates, thus creating Wis- 
consin’s largest mortgage loan correspondent 
firm; Edward L. Stanley, manager of mort- 
gage loans and real estate for Provident Mu- 
tual Life Insurance Co. of Philadelphia, was 
promoted to vice president; J. Harris Latimer 
was elected president of the Philadelphia 
Mortgage Bankers Assn., succeeding Joseph 
J. Braceland. 


OFFICIALS: Conrad F. Becker, a banker 
and former state treasurer, was named di- 
rector of Illinois’ new department of financial 
institutions, which, on July 1 will take control 
over state-chartered S&Ls; John Arthur 
Grubbs, 41, was named FHA director at 
Jacksonville, Fla.; Leland C. McCallum, for- 
mer asst. deputy commissioner of FHA in 
Washington (where he was a key figure in 
Title I repair loans for 15 years), became 
vice president of Insured Credit Services Inc.. 
Chicago, which offers repair loan insurance 
at half FHA’s rate (Oct. ’56, News). 


Long Island builders election 
voided by New York court 


Election of three insurgent builders to head 
the Long Island Home Builders Institute in 
1958 has been voided by a New York court. 

Justice Howard T. Hogan ruled that there 
was “inadvertent discrimination” when notice 
of the annual election was mailed: some 
delinquent members (who had not paid dues) 
received notices while other delinquent mem- 
bers did not. 

While the case was in court, the judge had 
enjoined the upset slate from taking office. 
Now, the second largest NAHB chapter is 
in the hands of a caretaker committee headed 
by Past President Leonard L. Frank until a 
new election is held this month. 

Deposed president-elect is Charles Mascioli, 
candidate of a group of big Long Island 
home builders who oppose the entrenched 
leadership of the Institute. A year ago they 
organized their own association but also 
stayed in the LIHBI. In the Nov. 20 election 
Mascioli defeated the regular nominee Daniel 
B. Grady, 38 to 25. (About 300 builders were 
eligible to vote. 

Robert S. Hunt, the LIHBI’s executive 
secretary, resigned after the upset but agreed 
to stay after the court enjoined Mascioli from 
taking office. 


LA housing authority fires 2 
who testified against director 


Two veteran employes of the Los Angeles 
Public Housing Authority have been fired as 
a result of testimony they gave to a grand 
jury about their boss, Executive Director 
Howard L. Holtzendorff. 

The testimony resulted in a 52-count in- 
dictment against Holtzendorff charging misuse 
of public funds and falsifying records. (Jan., 
News). 

The five-man housing authority voted un- 
animously to fire two $14,750-a-year men, 
James O. McConnell, comptroller for 14 
years, and Roy L. Patterson, director of 
management for 11 years. The authority 
charges the two men lied when they testified 
to the grand jury. 

The accusation is based on affidavits they 
signed last April which tended to clear Holt- 
zendorff of any wrong-doing in trying to help 
Mayor Fletcher Bowron’s unsuccessful cam- 
paign for re-election in 1953. Holtzendorff’s 
indictment is based on accusations that he 
used housing authority employes to help 
address campaign literature backing Bowron: 
paid them with public funds. 
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McConnell and Patterson claim that the 
testimony they gave the grand jury is true. 
They say they signed the affidavits supporting 
Holtzendorff during a Public Housing Admin- 
istration investigation of his office because 
they felt it would be insubordinate not to. 


MANUFACTURERS: Ray J. Dervey step- 
ped up from executive vice president to presi- 
dent of Waterman-Waterbury Co., Minne- 
apolis, makers of warm-air equipment, 
succeeding David Sedgwick, who resigned; 
Gilbert W. Chapman, president of Yale and 
Towne Mfg. Co., has been elected president 
of the New York public library. 


A. W. Pipenhagen promoted 
to presidency of Stylecraft 


Stylecraft Homes Inc., 11-month-old Des 
Plaines, Ill. prefab firm which is starting to 
expand, beefed up its executive ranks by up- 
ping Arthur W. Pipenhagen, 39, from execu- 
tive vice president to president. President 
E. A. Herzog, builder of some 3,000 homes 
in the Chicago area since 1947, became board 
chairman. Pinenhagen, a legal and finance 
expert, joined Herzog in 1956 after resigning 
as vice president and general manager of 
Harnischfeger Homes Acceptance Corp. Jo- 
seph L. Fessler succeeds Pipenhagen as treas- 
urer. Stylecraft sells in 12 midwest states. 


BUILDERS: NAHB locals and state chap- 
ters picked these new presidents: Omaha, 


Lloyd A. Thornton; Chicagoland Young 
Builders Council, John T. Nagle; San Diego, 
Hal W. Rand; northern Kentucky, Charles 
Johnson; Memphis, Jack Renshaw; Michi- 
gan, John Vandenberg of Grand Rapids, 
Detroit, Joseph L. Curran; Palm Beach Co, 
Robert C. Brown; South Florida, David B, 
Fleeman; Wisconsin, Rod Brunton of Beloit; 
Houston, Robert W. Clemens. 


DIED: Albert B. Ashforth Jr, 52, former 
vice president and director of Albert B. Ash- 
forth Inc., realtors, Dec. 4 in New York City; 
H. Quentin Ramsey, 36, vice president in 
charge of sales of Richmond Homes Inc., 
Dec. 28 in Richmond, Ind.; Howard B, 
Thomas, 86, retired president of Thomas 
Mortgage Co. and past president of the 
Southern California Mortgage Bankers Assn., 
Jan. 2 in Los Angeles; Lawyer Thomas G. 
Grace, 62, chairman of Lawyers Mortgage 
and Title Co., New York, and former (1935. 
52) New York FHA director, after a two- 
year illness, Jan. 8 in New York City; Denis 
L. Regan, 53, advertising director of NAHB’s 
Journal of Homebuilding and onetime (1948- 
52) ad manager of Colliers, Jan. 8 in Wash- 
ington; Fred J. Grumm, 72, chairman of the 
Sacramento (Calif.) Redevelopment Agency 
and retired deputy state highway engineer, 
Jan. 8 in Sacramento, after a heart attack; 
Architect John Knox Shear, 40, editor of 
Architectural Record and former head of the 
architecture department at Carnegie Institute 
of Technology, after a short illness, Jan. 10 
in Princeton, N. J. 


Hedrich-Blessing 


‘House of the century’ gets a reprieve from demolition 


One of Architect Frank Lloyd Wright’s 
earliest (1906) and most famous buildings, 
the Robie House in Chicago, has been saved 
from threatened demolition by Real Estate 
Tycoon William Zeckendorf. 

His Webb and Knapp Inc. will buy the 
house for $125,000 from the Chicago Theo- 
logical Seminary, a university affiliate, use it 
as an office during the $20 million Hyde Park 
urban renewal project (H&H, Oct. ’57). The 
house will then be turned over to the National 
Trust, a quasi-public organization in Wash- 
ington which maintains several colonial 
homes, as an architectural library and mu- 
seum. 

The Robie House was called the “house 
of the century” in House & Home’s “100 
Years of the American House” review pro- 
duced in honor of the AIA centennial last 
May (H&H. May ’57). “No house built in 
America during the past hundred years 
matches its importance. .. . Without it, much 
of modern architecture as we know it today 


might not exist,” said House & HOME. 

The seminary shamefacedly announced the 
landmark would have to go more than a year 
ago. Pinched for space, it needed the land 
for a new dormitory for married students. 
But it expressed willingness to spare the 
house if it could find an alternate site. No 
solution turned up, and demolition was set to 
start last September. 

Then the Commission of Chicago Architec- 
tural Landmarks set up a “Save the Robie 
House” committee, headed by Architect Wil 
liam Hartmann. He pleaded: “This is his- 
torically the most important piece of Amer- 
ican architecture.” Cried Wright: “It would 
be like destroying a great work of art.” 

The pressure was too much. The seminary 
delayed demolition “more on faith than any 
prospect of solution.” Zeckendorf’s offer /as 
taken a load from its shoulders. Sighed 4 
seminary business manager: “It’s been a mur- 
derous thing. We're losing students and ill 
we get is abuse.” 
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WESTINGHOUSE 
PUSH-BUTTON LAUNDRY 
IN 25 INCHES WITH THE 

















SHAPE OF TOMORROW 


FOR THE HOMES YOU'RE BUILDING TODAY! 


Just 25 inches wide and 24 inches deep—that’s all 
the floor space you’ll need to install Westinghouse 
SPACE-MATES vertically in a-kitchen, in a 
closet, an alcove, even a bathroom. Never again 
need space considerations rule out a complete 
home laundry as an extra selling feature! 


The new 1958 Deluxe SPACE-MATES will give 
you plenty to talk about to your prospects. For 
these are automatic twins with push-button con- 
trol centers on each unit—for selection of washing 
and rinsing temperatures, type of fabric, drying 
temperatures and other settings. Of course the 
Laundromat has the famous Westinghouse Re- 











volving Agitator Action... proved the best way 
to get a full family-size load really clean. 


Like all the new Westinghouse appliances, these 
SPACE-MATES have the clean, modern design 
we call the SHAPE OF TOMORROW. Your 
prospects have been seeing this custom Westing- 
house look in magazines and on television. They’l] 
be delighted to see it in your homes. SPACE- 
MATES are available in five Confection Colors. 
Right now, call your Westinghouse Distributor or 
write to the Westinghouse Electric Corp., Con- 
tract Sales Dept., Major Appliance Division, 
Mansfield, Ohio. 
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HERE’S HOW THE SPACE-MATES can be fitted 
under a counter—just 5014" clearance 
in width, 24" in depth, 34)4 in height. 
Pictured are standard SPACE- 
MATES with the same space-saving 
installation possibilities as the Deluxe 
SPACE-MATES shown at left. 


THE DELUXE, free-standing Westinghouse 
Laundry Twins have the SHAPE OF 
TOMORROW ... the clean modern 
design that adds buy appeal wherever 
your prospects see it. Westinghouse 
appliances in your home will mark you 
as a top-quality builder. 


WESTINGHOUSE WASH 'N DRY LAUNDROMAT 
does the whole laundry job in one unit. 
It washes and dries—all in one space- 
saving unit only 32 inches wide. And 
it has flexible controls, completely 
automatic in operation. Also available 
in Confection Colors. 


you CAN BE SURE...1F i's \ Vestinghouse 
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X-Panda 
Shelves 
belong 

in the 
homes 
you build! 





Prefabricated clothes closet 
shelf and pole set can be in- 
Stalled in less than 10 minutes. 








X-Panda Shelves come in three 
attractive finishes—linen, alu- 
minized and graytone. 





Medium, low, or high-priced homes — 


X-Panda Shelves can help you build them 
all better, at lower costs! X-Panda Shelves 
make your homes more saleable — and you 
can point with pride to them as extra evi- 
dence of quality, although they actually 
cost you less installed than quality wood 
shelving. These high-style expandable 
shelves come packaged and ready to install 
—there’s a size, finish and type to match 
your needs, X-Panda Shelves belong in the 


homes you build. Why not write today? 





Here’s an economical, practi- 
cal wall shelf. Stronger than 
| wood or other shelving. 


me 9% hele Jutta 
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HOME COMFORT MFG. CO., 3300 N.E. ADAMS ST., PEORIA, ILL. 








Letters 


196X in 1958 


1 AM CLAIMING SOME CREDIT FOR Ungy, 

YOU TO PRODUCE 196X STORY WHOLE jsyy 

IS TERRIFIC WE ARE STUDYING EVERY y, 

TAIL FOR OUR 1958 HOUSE PLEASE gp 

EIGHT MORE COPIES AND BILL US FOR Tyyy 
ALAN BROCKBANK, builip 
Salt Lake City 


Prefabrication Issue 


Your December issue with its first-cly 
coverage of the status of prefabricatign ; 
the type of editorial excellence that we 
expect from House & Home. 

Never has our advance in design he, 
more apparent than in the 24 pages y 
color which highlighted this issue. Th\ 
should be proof positive that prefabric, 
tion has long left the wartime boxy desix 
era and has emerged as the leader in hoy. 
ing. I am pleased to say that the thi: 
and fourth quarter sales in this indusip 
bear out this statement. 

ConraD “PAT” Haaney 


executive vice presiden 
PHMI 


The December issue has such a store ¢ 
valuable information it should have ; 
permanent place in the National Hous 
Center. 

K. KNox WITHERS, advertising manay 
Knox Corp., 
Thomson, Ga. 


Congratulations on your December ‘. 
sue! Again it was the masterful job tha 
House & HoME can always be expected 
do. 

We sincerely feel, that the America 
building industry will present an entire 
revolutionary picture in the next half ce 
tury, and in looking back on the transfor 
mation, HousE & HoME will be able 
take credit for being one of the chit 
instrumentalities. 


DonaLp J. ScHouz, presider 
Scholz Homes 


Congratulations! It gives those of us it 
our industry a warm feeling to have ou 
thoughts and ideas so well expressed. 

WILLIAM B. F. HA Lt, preside 
General Homes 


New Name for Prefabs? 


Your campaign to rename the indus 
is certainly desirable and my _ person 
opinion is that we should drop the nam 
“Prefabricators’ and merely _ becom 
“Home Manufacturers”. 


R. J. LyTLe, preside 
Modern Homes 


To comment briefly on your campalgi 
to rename the industry: 

1. Hang in there! 

2. “Brand Name” Homes does it! 

3. I'm with you! 

“Prefabrication” has almost become ! 
cuss-word in some parts. In other areas 
it is only now overcoming the stigma 0! 
the pre-1950 days of the barrack-lyrt 
prefab. 


RicHarp E. SNow, account execu 
Foulton, Morrissey Co., Chicago 


What an outstanding job you have dott 
for prefabricated houses in your Decent 
ber issue. } 

But I’m opposed to the abandonment 0 
the term “pretab”. 

It would be very unfortunate to eliml 


HOUSE & HOME 

















pone! 
to ed 
to th 


New 


Mr 
the 
paign 

It s 
mem¢ 
Credi 
sophic 
achie’ 
its im 


FH! 
with : 
cal ec 
dition 
tion, | 
on th 
same 
risk. 

A: 
this n 
econo 
sighte 
by th 
issues 

Wit 
sulatic 
over 


b reduce 


but tl 
air-co 
terial 
In ad 
in pai 
sie 
dama; 
vapor 
floods 
precia 
repair 
paint, 
ry, ru 
nually 
insula 
and ¢ 
pair 
minin 


FEBF 








RY pj. 
E sup 
THEY 
builde 


St-clay 
ition | 
We @ 


N beer 
Ze of 
» This 
‘abric, 
desig 
» how. 
> thin 
dustry 


TARNES 
°sident 


tore 0 
ave j 
lousing 


1anae 


ber is 
b th 
Sted t 


lerican 
ntire| 
If cen- 
ansfor: 
ble to 

chief 


re siden 


dustr) 
Trsona 

name 
ecome 


esider 


npaigt 


» dont 
jecem 


ent ol 
elim 


40ME 


nate prefabrication now in favor of “com- 
ponent Brother, I haven’t got the money 
to educate everybody in New England as 
to the meaning of a component house. 
KENNETH W. SPALDING, president 
Hodgson Houses 


New FHA Income Requirements 


Mr. Sweet’s memorandum is certainly 
the culmination of a hard-fought cam- 
paign on the part of your magazine. 

It seems particularly significant that the 
memorandum is entitled, “FHa’s Mortgage 
Credit Philosophy”, for to change a philo- 


Esophic concept is a more significant 


achievement than to change the details of 


its a 
NUNLIST, exec. vice president 
Nusller Climatrol 


rua’s realistic attitude in connection 
with adequate and long warranty mechani- 
cal equipment, kitchen appliances, air-con- 
ditioning, adequate wiring, adequate insula- 
tion. etc., should actually reduce the drain 
on the home owner’s pocketbook. At the 
same time the mortgage becomes a better 
risk. 

A very vital side issue is the impetus 
this new policy should give to the nation’s 
economy as a whole. It is indeed a far- 
sighted and extremely practical approach 
by the Administration to vital national 
issues. 

With respect to providing adequate in- 
sulation, not only will this pay for itself 
over and over again in fuel savings and 
reduced air conditioning maintenance costs, 
but the original cost of the heating and 
air-conditioning equipment should be ma- 
terially lower because of more insulation. 
In addition, there should be drastic savings 
in painting and repair bills. 

It has been said that more aggregate 
damage has been caused to buildings by 
vapor and condensation formation than by 
floods or by termite destruction. The de- 
preciation of a building and the cost of 
repairs because of timber rot, peeling 
paint, wet and cracked plaster and mason- 
ry, runs into many millions of dollars an- 
nually. By providing the home owner with 
insulation which retards the flow of vapor 
and condensation as well as of heat, re- 
pair bills as well as fuel cost will be 
minimized. 

ALEXANDER SCHWARTZ, president 
Infra Insulation, Inc. 


We were delighted to hear about the 
FHA ruling. This new ruling can’t help but 
be a great aid to all concerned. 


Dwicut R. ANNEAUX, general sales manager 
Whirlpool Corp. 


Congratulations to House & Home for 
the results obtained in FHA’s requirements 
on down payments. “Your mission has 
been accomplished.” 

FREDERICK C. KRracke, exec. vice president 


General Contractors Association of 
Contra County, Calif. 


Real value in sales 


I find your magazine of real value in 
my job, the sale of new homes in a resi- 
dential development. Your information on 
linancing, floor plans, new products, etc. 
are of great importance for the general 
improvement of the building industry. 

W. F. Lunp, sales department 
Thorpe Bros. Inc., Minneapolis 
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If you sell only If you sell only 
people who want people who want 
the cheapest, you the fanciest, you 


may sacrifice 
your profits 


may sacrifice 
your volume 








2 Gees specializes i in quality fixtures. for medium 
“price homes. They are “luxurious’’, but without un- 
necessary frills that raise costs; they are inexpensive, 
but not “cheap” fixtures on which quality is sacrificed 
for price. 

By specializing i in fixtures for The Mighty Middle 


_—the biggest home market—Gerber is able to keep 


prices reasonable and at the same time offer the deluxe 
features usually found only in fixtures costing much 
more. Gerber fixtures have smart modern styling and 
are available in six beautiful colors and white. 


Gerber mnakes a complete line of vitreous china, 
steel enamelware, and brass plumbing fixtures. Write 
for folder 9-B of Gerber fixtures and eee “pack- 
aged” bathrooms. 


(O00 °1:10 8 Plumbing Fixtures 


i as 


: eae : a a es Corp., 232 N. Clark St., Chicago LP i. 





Kokomo, Ind.; Woodbridge, N. J. ; Delph, Ind.; Gadsden, Ala.; West Delphi, Ind. 


Export Division: Gerber International Corp., 500 Green St., Woodbridge, N. J. 
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“New Andersen q 
Beauty-Line’ windows 7 
helo me sell 
\ homes fast... 
cut construction 

costs.” 


ASS! 
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ez | have featured Andersen WINDOWALLS in my homes for many 
years,” says Hugh Thorson, well-known Minneapolis builder 





of quality homes. “The newest Andersen Unit—the Beauty-Line— 





is the best-looking window I have ever seen! It catches the eye of the 
prospective buyer at first glance. 


“Best of all,’’ Mr. Thorson continues, “‘the Beauty-Line is easy to 
handle, easy to install; it saves on-the-job labor.” 


More and more builders have found that the new Andersen 
Beauty-Line Units help put more sales appeal in their homes. The 


narrow meeting rail of the Beauty-Line—plus the comb‘nation of rete 
picture window effect with operating sash are powerful sales pte 
stimulators, with real appeal for home buyers. And, of course, all actu 
wood parts of the Beauty-Line Units are made of selected Ponderosa ape 
Pine, chemically treated for lasting protection against decay and esa 
termites. Units available in seven sizes, four heights, two widths. ress 
$ addr 

For more intormation on Andersen Beauty-Line Units, see your rons 
lumber and millwork dealer, Sweet’s Light Construction File or rie 
write to Andersen Corporation. WINDOWALLS are sold throughout pee 
the country, including the Pacific Coast. war 
*Patent pending. i 
BRuA 
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House in northern New Jersey by 
Architects Dees-Porch and Grunberg 


Photo by Marc Neuho 
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Where 65 competing land developers 


make it much easier for builders 


For home builders, there is no other city in the country like Houston. 


In most cities, a builder must buy raw land and develop it himself before he 
can start building houses. If he can buy developed lots at all, he has a choice 
of a few locations in a narrow price range. But in Houston, a builder can 
buy one or 1,000 lots in any part of town and in any price range. Reason: 
he has a choice of 156 subdivisions (shown as squares on the map, opposite). 
So in Houston over 90% of the builders buy finished lots. 


The 65 developers of these 156 subdivisions compete fiercely for the builders’ 
business. This makes life easier for the builder (some critics think too easy) 
because so many things are done for him by the developer. In addition to 
developed lots at reasonable prices (see page 92), he gets good land planning 
(see page 94) and good community facilities (page 96). Because several 
builders work in each development, there’s a big variety in house design and 
this is an extra sales advantage for the builder (page 97). Most developers 
also offer their builders help with merchandising (page 98) and other problems 
(page 100). 


Why does Houston follow this pattern of land development? For one reason, 
“It has always been this way.” The Allen brothers, founding fathers of the city, 
laid out tracts and began selling lots in 1836. They’ve been followed, through 
the years, by many other developers. 


In recent years, the pattern has been stimulated by the success of River 
Oaks (photo, left), which was started in the mid-20’s by famed develope: 
Hugh Potter, may now be the largest group (2,000) of expensive houses in 
the U.S. Its fine planning and careful restrictions have set the goal for many 
another Houston subdivision. 


Another explanation of the growth of the land developer: Houston is the 
only major city in the country with no zoning. Without large (and therefore 
self-zoning) subdivisions which the land developer system makes possible, there 
would be no protection of property or investment 


They help make Houston a better place to live, too 


The home buyer benefits because he gets the protection of restrictive cove- 
nants and the advantages of good land planning and good community facilities. 
Equally important, the public gains because Houston’s alert city planning com- 
mission has to deal only with a relatively few developers, instead of a great 
many builders and it can act as an effective coordinator of growth. 


The commission makes sure that land plans tie in with Houston’s over-all 
road planning, and that space is provided for schools, churches, and recrea- 
tional and shopping facilities. It also sees to it that Houston keeps some open, 
green areas. Since the war, the city has acquired 40 new parks, most of them 
in new subdivisions. (For more about “open areas,” see page 102). Result 
of the Houston way: more orderly growth than you'll find in many cities with 
zoning. 


To see how builders buy lots, turn the page. 
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MEADOWCREEK subdivision is southeast of downtown Houston. Ten 
different builders are now building houses here. Most houses sell at 
$16,000 to $20,000, but some go as high as $50,000. The developer is 
Architect-Builder Robert Clemens, new Houston NAHB president 


Tage . 


TANGLEWOOD, in the near west side, offers lots to builders of custom 
houses who have clients with money enough to afford sites that cost 
$1.10 a sq. ft. This 850-acre subdivision was started in 1950, has only 
300 lots still open. 


Builders can buy lots anywhere in town... 


In many cities, builders report that finding good, “build- 
able” land is their toughest problem. Not so in Houston. 

Not only are there subdivisions in all parts of town, there 
are subdivisions of all sizes—from tiny four-acre neighbor- 
hoods to gigantic (6,500 acre) Sharpstown. City Planner 
Ellifrit reports that of projects started in 1955-1956, about 
20% were under 100 acres, 50% were between 100 and 
1,000 acres, and 30% were over 1,000 acres. Most of the 
better known subdivisions are large: Tanglewood covers 850 
acres, has 1,000 lots; Westbury has 1,700 acres, 5,000 lots; 
Meyerland, 1,200 acres or 2,700 lots; Fairmont Park, 1,360 
acres, 3,500 lots. 

(Almost all the 156 subdivisions will soon be within 
city limits. Houston’s present area of 165 square miles is about 
to be doubled through annexation of surrounding areas. This 
will make it the second largest city in area—after Los Angeles 

in the US.) 

The land developer gets the economies of mass production 


WESTBURY is the most active subdivision in Houston’s growing south- 
Photo shows a portion of the first section, where 20 builders 
have erected houses. The finished development will have 5,000 lots. 
Most houses here sell for $16,000 to $35,000. 


west. 


because he is developing so much land at once, and he 
passes a good part of the savings along to the builders. 


Competition keeps lot prices reasonable 


This is not to say land costs are low. They’re not, because 
land prices in Houston—as in other fast developing areas— 
are high to start with. For example: 

in Meadowbrook, where houses sell at $20,000 to 
$26,000, an average 70’ x 110’ lot costs about $3,150. 

. In Fairmont Park (houses $17,500 up) a 75’ lot costs 
about $2,600, slightly lower because this subdivision is 
farther from downtown. 

. in Briarmeadow, builders of houses selling for $25,000 
and up pay $4,500 to $6,000 for lots. (Reports Builder Jack 
Caton, “This is cheaper than raw land across the street.”) 

No builder, of the dozens questioned by H&H editors, 
thought that lot prices were too high. 


J. D. Burnette 


SHARPSTOWN, also in the southwest area, was opened in 1955 wth 
a burst of publicity which attracted over 50 different builders. More 
than 1,000 homes that range from $14,000 to $39,000 are now b 

It has a country club, swimming pool, golf course, schools, shops. 


Studios 


Harper Leiper 
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HIGH PRICED: Tanglewood (see aerial view opposite) is one of 
Houston’s best addresses. When complete, it will have 1,000 houses 
Fifteen different builders have already built 675 houses here. Prices 
range up to $100,000. Developer W. G. Farrington’s aim: to build a 


postwar “River Oaks,” with beautifully maintained streets, parks and 
neighborhoods. He gives his buyers long-term protection through re 
strictive convenants. Buyers get private police protection, use of pool, 
must join a home-owners association and maintain their property. 


...in good neighborhoods in any price range 


MEDIUM PRICED: Willowbend is a community of 700 houses in the 
$16,000 to $20,000 class. Sixty different builders have worked here. 
Its trees are a big feature, were carefully protected because lots with 
good trees are scarce in Houston and command a good price. Devel- 


Se Cae ge ny : et cae: eerste 
LOW PRICED: Pleasantville is one of the subdivisions that prompts 
‘ouston FHA Director Keith McCause to say: “We are proud of the 
sh standards that have been adopted here by builders for Negro 
ising.” This FHA project has 436 houses like these, which sell for 


oper Krist Hubert (like many other developers) got his start in the 
building business. He was a painting contractor, now owns a lumber 
yard and builds some houses himself. He helps small builders by selling 


one lot at a time. He also provides some construction funds 


$6,700 to $7,500. There are also 300 rental units, a shopping center 
elementary school and playgrounds. This is one of a half-dozen low 
cost minority subdivisions, some of which have self-protecting home 
owners associations common only in far more expensive projects 


To see home of Houston’s fine land plans, turn the page 























HOUSTON continued 





Builders get the benefit of fine land plans produced 


In many cities, a large percentage of even the newest sub- 
divisions are badly laid out. Not so in Houston. 

Most Houston land developers have their new subdivisions 
laid out by professional land planners. They work closely 
with FHA’s land planning office and with City Planner Ralph 
Ellifrit. As a result, many of the land plans (like the three 
on this page) incorporate the newest and best ideas: 

.all streets are carefully laid out to minimize accidents. 
For example, most streets are curvilinear to discourage speed- 
ing; there is only limited access to residential streets from 
main highways, there are almost no hazardous intersections. 
(For more details on safe land planning, see page 107.) 

. .. Subdivisions are broken up into smaller, but integrated, 
neighborhoods. 






































. schools, churches, stores, parks and other community 
assets like swimming pools are carefully sited in relation to 
each other and to main roads (for example, many schools are 
located in park areas so placed that small children don’t have 
to cross main roads). 

A big advantage to planners of most Houston subdivisions: 
they have enough land to work with (80% of the new sub- 
divisions are over 100 acres) so they can do a really good 
job. Says FHA’s Houston Director Keith McCanse, “Large 
tracts lend themselves to more pleasing and economical lay- 
outs. Engineering can be better. Neighborhood values are 
better protected, too.” (For example, the larger the subdivi- 
sion, the smaller the number of peripheral houses that are not 
fully protected.) 
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MEYERLAND is one of Houston's prestige subdivisions. About 20 
builders have put up houses ranging from $18,000 to $40,000. Devel- 
oped by the First Mortgage Co., it was conceived from the beginning 
by President Tom Robinson as a project to give long-term protection 
to the mortgaged properties. Says Robinson: “We wanted a good 
subdivision at lower prices than River Oaks and Tanglewood but with 
the ultimate in protection. Protective measures are needed more in 
low cost than high cost developments, and by forcing rigid restrictions 
you get better results. We have an architectural control board, plans 
must be okayed in writing, there can be no duplication, and we contol 
spacing of houses and setbacks.” The land plan, developed by Arc 

tect Thompson McCleary, has safety streets, sites for three schowis 
churches. Photo, left, shows part of subdivision at upper left in p! 
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WESTBURY’S developer Ira Berne knew he would be competing with 
Meyerland, so he spent months studying housing projects and incor- 
porated the best ideas he could find. Says City Planner Ralph Ellifrit: 
“Westbury has the characteristics of a well planned subdivision. It has 
major streets, wide or double streets where needed, and the street 
pattern discourages through traffic. Residential neighborhoods are quiet 
because streets are short and this discourages speed and through traffic. 
The big area is broken into many small areas. Schools and parks are 
combined. Sites for schools, churches, shops are carefully planned, and 
schools are not put on heavily traveled roads.” Says Berne: “When you 
own 1,700 acres as we did you can afford to spend an extra $50,000 on 
better planning, landscaping, boulevard streets in the first 100 acres 
of your subdivision because by doing this you increase the value of 
the rest of your land by as much as $500 an acre. 
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FAIRMONT PARK is Houston's newest large project. It is a half-hour’s 
drive southeast of town, and its 3,500 to 4,000 lots may not all be 
built on for 10 years. Developer W. G. Farrington has applied the 
lessons he learned from Tanglewood, his earlier development: |) Buy 
enough land at once to do the whole job. 2) Get professional land 
planners (he used Harmon, O'Donnell & Henninger). 3) Plan streets 
to slow down hot-rod drivers, use dead-ends to break up street patterns, 
plan peripheral streets leading where people want to go. 4) Locate 
schools early. 5) Be careful about church sites, as active churches 
blight adjoining land. 6) Have a central park and pool and build it 
early. (Fairmont has a 22-acre park.) 7) Get stores started early to 
discourage uncontrolled fringe stores. 8) Build a dignified entrance. 
9) If you are out in the country, plan a parkway that leads to express- 
ways downtown. 10) Protect buyers through deed restrictions. 


...and the land plans are getting better and better 


Visitors flying over Houston can quickly spot the subdivi- 
sions built since 1945, like Braeswood in the lower part of 
icrial photo at right. Curvilinear street plans and better plan- 
ning contrast with the gridiron patterns in pre-war develop- 
ments like Bellaire, background of photo. “Planning is stead- 
ly getting better,” says City Planner Ellifrit. “Developers 
inderstand it better and cooperate more with us. They realize 
the competitive value of a good street layout. More than 

ilf the plans (by acreage) in recent years are good, with 
lirst-rate community designs. Nearly 40% more are fair and 
nly 10% —mostly small ones—are poor.” 


» see good community facilities, turn the page 
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Ralph N. Miller 
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HOUSTON continued 
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SHOPPING CENTER, Meyerland. 





PRIVATE CLUB and pool are a feature of Tanglewilde. 


Builders benefit from good 
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POOL at Fairmont is real asset to builders and buyers. 


Photos: H&H staff: Harper pe 





PRIVATE SCHOOL in Meyerland has oversize playground. 
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WIDE ENTRANCE STREETS are standard in most subdivisions. 





community facilities... 


Builders often get blamed for the lack of community facili- 
ties home buyers need. Not so in Houston. 

In Houston, even the smallest builder can buy lots in a 
subdivision that’s complete with sewers and drainage, schools, 
churches, shops, parks and landscaped streets. The developer 
plans for all these facilities—and pays for the utilities. He's 
able to because he spreads the cost over all the lots in his 
tract. 

Without provision for community facilities the developer's 
land plan would be turned down by the city planning com- 
mission (which has jurisdiction five miles beyond the present 
city limits). 

Pools and parks are a feature in many a Houston develop- 
ment. Frequently, the developer gives them outright to a 
home-owners association; in other cases he sells them at cost. 
Land for churches and schools is also provided at cost. Private 
sewage plants (about 50) and water systems are often in- 
cluded in the development and sometimes financed by the sale 
of bonds. 

Houston’s Independent School District gets the credit !or 
saving the builder from the nightmare of paying for schools. 
This authority, independent of the city, raises money through 
its own bonds approved by the voters. It has a big enough tx 
base so that raising money has not yet been a problem. 





€ CHURCH in Westbury is on land sold by developer at cost. 
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SANDLEWOOD is a community of custom designed houses. Most are in the $30,000 price range. 


...and from the variety in house design 


Look-alike houses are another complaint frequently made 
against the builder. Not so in Houston. 

Houston’s developers know that home buyers don’t like 
monotonous rows of identical houses, so they don’t permit 
them in their subdivisions. They encourage builders to buy 
scattered lots; and if the builder insists on buying land in 
blocks, most developers require that the houses be varied, 
insure it by requiring approval of plans. While architectural 
control is not always rigid, it results in a variety of design 
usually found only in the best subdivisions in most other cities 
in the country. 

Another factor that encourages variety in Houston’s sub- 
divisions is the multiplicity of builders who work in each area. 
For example: 60 builders have built in Willow Meadows, 
over 30 in Sharpstown and Tanglewood, over 20 in Meyer- 
land, Westbury and Briargrove. There are scores of sub- 
divisions where more than six builders have built; relatively 
lew where only two or three have put up all the houses. 

he builders know this system benefits them. For example: 

.. . Builder Vernon Bratten says: “The other builders give 
variety to the whole neighborhood. Variety is a real ad- 
vantage; people like it because they feel they are not in a 
project.” 

Builder George O'Sullivan, who builds in several 
‘, puts it this way: “Variety in the subdivisions helps me 
se!' houses. Buyers like it when each house is different.” 








os 


SHARPSTOWN’s Varied houses were built by over 30 builders. 





LAMAR TERRACE avoids tract look even at $9,000 to $11,000 


To see how builders get selling help, turn the page 
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HOUSTON continued 


WM. © FARRINGTON Co. 


PRESTIGE-BUILDING ENTRANCE SIGNS and formal entrance gates 
are now standard practice at most Houston subdivisions. Practically 
all sales appeal to the public is built around the subdivision name, so 
clearly identifiable entrance signs are of great importance. In many 


* DEVELOPERS - 


developments, the main entrance street is a wide, divided boulevard 
with handsome landscaping that gives an important look to the develop- 
ment. Many Houston families, when asked where they live, reply with 
the name of the subdivision rather than the name of their street. 


Builders get plenty of sales and merchandising help 



































NEWSPAPER ADVERTISEMENTS featuring the subdivision name are 
a big sales help to builders working there. Some developers do a 
series of advertisements that feature the name of each builder in turn, 
and show drawings of his house. Some big builders advertise too. 


Many builders are so busy with all their other problems 
that not much gets done about merchandising. Not so in 
Houston. 

To make their subdivisions popular and to keep sales 
moving, most developers use advertisements in the news- 
papers, radio and television spots, and signboards on major 
highways. The individual builder cashes in on this publicity. 
Only after the developer has attracted prospects to the 
subdivisions does the competition between builders begin. 

Small Builder A. C. Wadley says, “Here at Briargrove, 
I don’t have to sell the community. The developer does that. 
In the beginning there were big ads in the Sunday papers. 
And the more the big builders in the development advertise, 
the more it brings people out. I sell off all this advertising.” 

Builders get the sales help of professional realtors. In some 
projects the developer does all the selling, and builders 
pay a 2% or 3% commission. In other subdivisions, the 
builder can do his own selling, or have the developer's 
realtors sell for him—or both. Perhaps more builders get 
professional realtors’ sales help in Houston than in any 
other city. 

Besides this direct sales help, and the benefits of the 
community planning and facilities, builders often get sug- 
gestions on salable design or on merchandising methods 
from the developer. And, many builders report that hal! : 
dozen builders putting up houses in the same neighborhoo« 

a good sales prop, “prospects like to know that they are bu! 
ing in an area others like, too.” 
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SALES OFFICES as elaborate as this are usually found only in the 
larger subdivisions, though most have at least a small office. This one 
is just inside the entrance gate at Meyerland. An experienced staff of 
realtors meets visitors, finds out their needs, takes them around to see 


from the land developers 
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SALES BROCHURES produced by the developer are another builder 
Sa iid. They tell the story of the whole subdivision, emphasizing 
. iunity advantages like schools, shops, churches. One of the 

ures shown above outlines a community club’s rules and activities. 
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houses for sale or under construction. 





through this office, and builders pay a commission. 


ments, 


even 


the 


smallest 


builder 


gets 


professional 


constructive advice from the developer’s salesmen. 








ROAD SIGNS promoting the more active subdivisions are a common 
sight around Houston. They help sell the subdivision name and loca- 
tion, often emphasize community advantages 


This kind of 





At Meyerland, all selling is done 


In most develop- 
sales help and 


works for every builder in the development, saves him money 


advertising 





For four other ways builder is helped, turn the page 
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HOUSTON continued 


Builders are helped these four other ways: 


1. Their money goes further 


Because Houston builders can buy just the amount of 


land they need for immediate operations, they can use 
most of their capital for actual building, instead of having 
a big percentage of their capital tied up in land—a problem 
for many builders in other parts of the country. 

Builder Maggie Plumb says: “I build high-priced houses 
in different areas. But I’m a small-volume builder—12 to 
15 houses a year—and I couldn’t operate if I had to develop 
my own land. 

Builder-Developer Lawrence O’Donnell says: “Land de- 











NEIGHBORHOOD IMPROVEMENT that lenders look for is shown in photos taken just after these Tanglewood houses were built and five years later. 










velopment ties up money for a long time and you have to 
pay out money for taxes. You always have to have a lot 
more money than you think you will need.” 

Builder J. D. Swanson says: “Buying lots lets me use 
my money for building. It takes a load off my back, lets 
me speed up my house turnover.” 

Developer Ira Berne points out: “Yes, a builder loses the 
potential profit on the land—but he has time and money 
to build twice as many houses by buying lots from a de- 
veloper instead of developing his own land.” 


2. They have an easier time getting mortgage money 


Houston has long been a money-short town. It has been 
a boom town, and it is a long way from the big eastern 
money markets. Yet, report many builders, this problem is 
eased when they build in the good subdivisions. The main 
reason: both local and out-of-town mortgage men know 
that property values in the good subdivisions are not only 
protected, but tend to increase rapidly. 

For example. Vice President O. P. Scheller of Connecticut 
General Life told H&H: “We have financed some houses 
n Meyerland because the developer has applied intelligent 
controls and has made public improvements which make 
it a medium-priced tract of unusually high quality. Because 
they have controlled architecture, placement of houses on 
lots, and landscaping; the result has been much better than a 





community could accomplish through zoning alone . . . they 
have avoided the barracks-like appearance of city blocks 
so common in many cities, including other parts of Houston.” 

The Ohio National Life Insurance Co. of Cincinnati also 
buys mortgages on some Houston houses. Says Vice President 
E. C. Edmonds: “We feel that the large development prop- 
erly laid out by competent planners, and adequately financed, 
offers the most desirable of all conventional house mortgages. 
We have learned over the years that neighborhood is one 
of the essential values to be observed in the lending of 
mortgage funds. Developments like these give the lender 
confidence that neighborhood values will be sustained for 
years because of uniform land planning and land improve- 
ment. All this adds up to stabilized land and house values.” 


3. They have an easier time with public relations 


In most boom areas, the builder is the whipping boy. He 
is blamed for the increased population, for the high cost of 
schools, for septic tank failures, for the rows and rows of 
look-alike houses and for most of the other hurly-burly 
results of rapid community expansion. 


4. They have real flexibility 


In Houston, as developer Ira Berne points out: “A builder 
can notice on Sunday that sales are going well in a particular 
development. On Monday he can buy a lot there. On Tues- 
day he can get a building permit, and he can be starting his 
foundations on Wednesday.” Houston builders contrast this 
with the problem of the builder who does his own land 
development. He must often buy land 12 or 24 months 
ahead. Because land costs pretty much determine the selling 
price of his houses, he must guess, when he buys today, 
what price house will be selling best two years from now. 


Houston is different. Very few Houston people take a dim 
view of builders. Most Houston people think builders are 
doing a good job. And much of the credit for this goodwill 
goes to developers, who have created the conditions that 
make good public relations possible. 
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OUTMODED GRIDIRON plans are still a common sight. 





AREAS BETWEEN SUBDIVISIONS often leave much to be desired. 


Houston’s system is still far from perfect... 


While most Houston developers are doing an admirable 
job, many are not. Said City Planner Ellifrit: “About 10% 
of the land developed in the last few years was poorly 
planned, and another 38% was just fairly planned.” 

All prewar developments are saddled with outmoded 
gridiron patterns. And dozens of postwar subdivisions also 
leave plenty to be desired. They were crammed into areas 
that were too small for curvilinear streets and other marks 
of good planning. Or they were squeezed into long, thin 
strips—the only land many developers could buy. 

Gaps between well planned subdivisions have been filled 
with seedy sections—relatively new but slummy houses with 
do-it-yourself additions, unpaved streets without curbs or 
gutters. 

Some subdivisions have been dismal failures. One large 
project, launched with a burst of hoopla, was badly over 
built. Another project was so poorly planned and executed 
that a developer said: “If someone had written a book on 
how not to build a subdivision, that guy would have fol- 
lowed every rule in it.” 

True, Houston’s growth is far more orderly than that of 
most booming areas. But it is still far from perfection. And 
there are no legal controls forcing developers to toe the line. 


And there are signs that Houston’s developers may be 
spawning a race of weak builders. 

“We just coast along on the developer,” said one contented 
builder. A vice president of the city’s largest mortgage 
company agreed. Said he: “The developers’ system makes 
it too easy for the builder. He rides along on the subdivider 
and makes no sales effort himself. Builders in one project 
thought the location was so good they wouldn’t have to 
work. They got careless and sales fell off.” 

Some critics say the Houston system of easy and quick 
lot buying encourages builders to be “wet-finger-in-the- 
wind” forecasters—flitting from one subdivision to another 
and one price class to another without giving careful thought 
to their market. 

A mortgage firm executive said: “The system makes it 
too easy to start building—any carpenter foreman can turn 
builder. I think Houston has more small builders than 
other cities.” But a comparison of Houston with other 
southwest cities does not bear out that criticism. Houston’s 
proportion of small to large builders is no greater than 
Dallas’s or San Antonio’s, and it is less than Tulsa’s. The 
land developers don’t keep builders small. In fact, most of 
Houston’s developers got their start as builders. 





... but almost everyone there likes it 


Builder Jack Caton: “Developers let you have lots for 
nominal sums and you pay later. And you get more people 
out to see your houses.” 

Builder A. C. Wadley: “The thing that helps sell here 
is the size of the subdivision. We know we are protected. 
| can build here without needing much money and if a 
builder is short of cash, the developer helps work out a 
deal for him.” 

Builder Rex Williams: “I’m a small builder and I couldn't 
develop my own land. I don’t have that kind of money.” 

Builder George O'Sullivan: “The best money any builder 
can pay out is to a hard-hitting sales organization. Here at 
Fairmont they handle sales and this saves me time. I’m only 
one man if I try to build and sell alone but here there's a 
Whole group working for me.” 


EBRUArY 1958 


Builder Vernon Bratten: “1 like other builders to build in 
around me. The others give variety to the whole neighbor- 
hood. Buying lots here is proven and not just pioneering 
We have good architectural control and our restrictions 
are good. A person investing here will not have a $15,000 
house next to his $21,000 house. The subdivision does all 
my selling for me.” 

An official of T. J. Bettes: “Yes the system makes life 
easy for the builder and it has some disadvantages. But it 
has a lot more assets than it does liabilities. Both the plan- 
ning and the houses get better here every year.” 

FHA’s George Humphreyville: “The public will get the 
benefit as more builders work in subdivisions. In these big 
subdivisions you get more variety, and you get better land 
planning simply because the project is larger.”/ END 
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This report is taken from an article by William H. Whyte Jr. 
in the January 1958 FoRTUNE 


HOW TO SAVE OPEN SPACES 


while there still are some left to save 


In the next three or four years Americans can decide how decent a place this 
country will be to live in for generations to come. 





Already huge patches of once green countryside have been turned into vast, smog- 
filled deserts that are neither city, suburb, nor country, and each day—at a rate of some 
3,000 acres a day—more countryside is being bulldozed under. You can’t stop prog- 
ress, they say, yet much more of this kind of progress will give us the paradox of 
prosperity lowering our real standard of living. 





The problem is the pattern of growth—or, rather, the lack of one. 


Because of the leapfrog nature of urban growth, there is still a surprising amount 
of empty land even within the limits of most big cities. But it is scattered; a vacant 
lot here, a dump there—no one parcel big enough to be of much use. 


And with this same kind of sprawl we are ruining the whole metropolitan area of a 
the future. In the townships just beyond today’s suburbia there is little planning. 
Development is being left almost entirely in the hands of the speculative builder. 
Understandably, he follows the line of least resistance. In his wake is left a hit-or-miss 
pattern of development. 





Aesthetically, the result is a mess and is unnecessary. 


With characteristic optimism, most Americans still assume there will be plenty 
of green space on the other side of the fence. But this time there won’t be, for in the 
great metropolitan expansion the subdivisions of one city are beginning to meet up 


with the subdivisions of another. 


Flying from Los Angeles to San Bernardino—an unnerv- 
ing lesson in man’s infinite capacity to mess up his environ- 
ment—the traveler can see a legion of bulldozers from Los 
Angeles gnawing eastward into the last remaining tract of 
green between the two cities, and another legion of bull- 
dozers from San Bernardino gnawing westward. High over 
New Jersey, midway between New York and Philadelphia, 
the air traveler has a fleeting illusion of green space, but 
most of it has already been bought up, and outlying super- 
markets and drive-in theatres are omens of what is to come. 
On the outer edge of the present Philadelphia metropolitan 
area, where there will be one million new people in the ten 
years ending 1960, some of the loveliest countryside in the 
World is being irretrievably fouled, and the main body of 
suburbanites has yet to arrive. 

lhe banks of our rivers—assuming one would now want to 
swim from them—have been despoiled and our shorelines 


{<CLIFFTOP IS PLANED FLAT for Westbury Palisades, just south of 

San Francisco, to make plots for closely ranked $14,000 to $23,000 

houses. One developer also had to cut down over a thousand oak trees. 
Pt 
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are going fast. In the whole stretch of Ohio’s shoreline along 
Lake Erie, for example, practically no beach areas have been 
saved for the people. Along the Atlantic coast little free beach 
remains and the sewage outfalls gurgle ever more fetidly. 
Back in 1935 the National Park Service pinpointed twelve 
stretches that could be bought fairly cheaply by the govern- 
ment. Only one stretch was bought; the National Park Service 
had no authority to buy land for new parks, and the legisla- 
tion to do so depends pretty much on local initiative. 

On Cape Cod a magnificent stretch of open beach sweeps 
south from Provincetown some thirty miles to Eastham. It 
remains almost as it was when Thoreau walked along its 
dunes, and to many a New Yorker or Bostonian jaded by 
summer in the city, the sight of it is a wonderfully exhilarat- 
ing experience. But it too will go. The National Park Service 
has made some gestures toward acquiring it, but all the effort 
seems to have accomplished is to stimulate local cupidities. 
At Highland Light, on the moors of Truro, the subdivision 
billboards are already up, and the old view will soon be gone. 
“And what pictures,” Thoreau had said of it, “will you sub- 
stitute for that, upon your walls?” 

continued on next page 
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Urban sprawl continued 











Palo Alto 


an ad 





San Jose 








CLASSIC CASE OF SPRAWL is Santa Clara County, Calif. Above. 
1945: black areas show urban development; gray areas are Class I 
agricultural land. Below, 1956: the black of the urban areas dominates 
the county. Large gray area northwest of San Jose is the Berryessa 
agricultural zone, closed off to developers by the county. 
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HOUSES REPLACE ORANGE GROVES in Puente area, 17 miles east of 


Sprawl is bad for everybody— 


Where land is being used up too rapidly, without control. 
five acres are being made to do the work of one, and do it 
very poorly. This is bad for the farmers, it is bad for commu- 
nities, it is bad for industry, it is bad for utilities, it is bad for 
the railroads, it is bad for the recreation groups, it is bad even 
for the developers. 

Where the new developments are scattered at random in 
the outlying areas, the cost of providing services becomes ex- 
cruciating. There is not only the cost of running sewers and 
water mains and storm drains out to Happy Acres, but much 
more road per family has to be paved and maintained. 

Who foots the bill for the extra cost of services? Not the 
new people. Conventional tax practice spreads the load so 
that those who require the least services have to make up the 
difference. Where it costs $30 per household to furnish homes 
in town with water, it will cost about $80 for houses in the 
outlying developments. Since the water rate will be uniform. 
the townspeople have to make up most of the added cost. 


Sprawl also means low-volume utility operation for the 
amount of installation involved. A square mile can accommo 
date, quite nicely, 2,000 dwellings and accompanying schools. 
churches, and neighborhood shopping facilities. Because ol 
hit-or-miss development, however, a mile more usually con- 
tains only about 200 small homes—and one-twentieth of the 
power demand. 

Sprawl has been nibbling away at so many industrial sites 
that some railroads and utilities have started advance land- 
acquisition programs of their own: Cleveland Electric Illumr- 
nating Co., for example, has bought 2,000 acres on the out- 
skirts of the metropolitan area and is holding it for future 
industrial use. 





The developer himself is hurt by sprawl 

Without an open-space plan, there is little assurance that 
Happy Acres can retain the amenities developers feature 10 
their sales pitch. This may not be important for a hit-and run 
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Los Angeles. These $12,000 to $15,000 houses will soon be joined by 450 $10,000 houses on cleared land in foreground. Hills are being graded. 


it’s bad aesthetics and bad economies 


builder, but it is very important for a big one. His revenue 
comes not alone from the sale of homes, but also from the 
prosperity of the shopping center, and he has a vested inter- 
est in the permanent character of the community. Chicago's 
huge suburban village of Park Forest is a good case in point. 
Not only did its original plan provide plenty of open space in 
the village; more to the point it located the village on the edge 
of a Cook County Forest Preserve. 


An open-space plan would preempt many sites 


in many areas this preemption would force the land devel- 
opers to the hillsides. Recent improvements in earth-moving 
equipment, however, have made hillside tracts more economi- 
cal. Los Angeles builders have had to take to the canyons 

i the hills, and one of the most spectacular sights in the 
country is the way they are literally moving hills and ter- 
rac canyonsides for sites. 


Enlightened real-estate men are coming to feel that the old 
concept of “highest and best use” is outmoded. As generally 
used by realtors and appraisers, it means that the land has 
its highest and best use in terms of immediate dollars. But 
Boyd Barnard, Philadelphia real-estate man says: “We may 
need to redefine ‘highest and best use’ in terms of suitability 
in the over-all economic scheme of things, rather than the 
use which will produce the highest monetary return. A quali- 
tative concept would preserve and create parks. The value of 
amenities for future generations resulting from proper plan- 
ning in and around our growing metropolitan areas cannot 
be measured.” 

The need for group action in the common cause would be 
pressing in any event; what makes it urgent is the new high- 
way program. Under the provisions of the Federal Highway 
Act of 1956, some 41.000 miles of new highway are going 
to be laid down, and the effect, as the planners of the act 
have frankly declared, will be a revolution in living habits 


continued on next page 
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few men’s forethought and current public taste. 
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RESISTING METROPOLITAN SPRAWL for over 
Park’s 840 acres of greenery resulted from a happy conjunction of a 



















































a century, Central 


What should the program be? 





In many areas the opportunity has already passed. but 
it is not too late to lay down sensible guidelines for future 
communities. And it is not too late to reserve open space 
while there is still some left—land for parks, for landscaped 
industrial districts, and for just plain scenery and breathing 
space. 


Ironically, for the fundamentals of a workable plan, the 
best guide is not what is being done now but what was done 
years ago. For there have been open-space programs in the 
past—brilliant ones—and unique as each may have been, to- 
gether they provide several valuable lessons. 


New York’s Central Park. In 1844, William Cullen Bryant took a 
walk over the hilly countryside north of the city. It struck him that 
a large tract should be bought for a “central reservation” while land 
was still cheap, for eventually it would be surrounded by the growing 
city. He started to agitate for it. Ridiculous, said the Journal of Com- 
merce: there is plenty of countryside for people to go out and see, so 
why pay for it? But the populace like the idea; the politicians declared 
for it, and in 1856 it became a reality. 


Cook County Forest Preserve. In the early 1900’s a group of Chicago 
citizens conceived the idea of buying up large tracts of land in the 
country around Chicago for the enjoyment of present and future gener- 
ations. In short order they lined up public support, and after several 
rebuffs in the courts, the Forest Preserve was finally established, 
Promptly it started buying land. Today there are 44,000 acres in the 
preserve, valued at $150 million, and Superintendent Charles Sauers is 
still buying land—at a rate of 1,000 acres a year. 


Cleveland’s Park System. William Stinchcomb, father of Cleveland's 
superb park system (which embraces some 14,000 acres of natural 
woodland), delighted in horrifying visiting planners by telling them how 
he planned the system. He got the idea one weekend, sketched it out 
of a piece of paper—then spent the next thirty years filling in the 
purchases. 


Westchester County Park System. Back about 1900 a private citizen 
named V. Everett Macy took a horseback ride along the Bronx River 
Valley and was appalled by the maze of shanties he saw. A group of 
millionaires had just built a private road on Long Island, and it oc- 
curred to Macy that it would be a good idea if a scenic road bordered 
by trees and meadows were built along the Bronx River. After some 
badgering, the state legislature set up a commission to acquire the land 
(New York City was to foot 75 per cent of the bill, Westchester 
County the rest). 


A little later, political boss William Ward was sitting on a park bench 
in Cleveland. He spied a “Keep Off the Grass” sign. This annoyed 
him. He began to ponder how little grass there would be for West- 
chester County people to enjoy if a lot of land wasn’t bought up 
quickly. On his return, he set up the Westchester County Park Com- 
mission, and instructed it to buy up waste land. As to how it would be 
used, he said, they could worry about that later. Eighteen thousand 
acres were picked up this way, and today they constitute, save for golf 
courses, about the only open space in the most populated section of 
the county. 


Ohio Conservancy District. After the great flood of 1913, businessmen : 
of Dayton, Ohio, decided something ought to be done. With their own & 
money, they brought in consultant Arthur Morgan. Morgan concluded : 
that the flooding problem couldn’t be solved Sy local reservoirs or chan- 
nels; instead, he proposed that a district be set up covering the whole 
watershed area. Its powers would include taxation, eminent domain, 
and the right to issue bonds. The businessmen got the enabling legisla- 
tion passed by the legislature in 1914. With no funds from the state = 
the group built five dams and started acquiring land for flood control cf 
and recreation purposes. Before long, similar districts were set UP 
throughout the state. The district form still has some legal bugs in it, 

but there are a score of lakes that never existed before, and thanks to 

the land-acquisition program, plenty of recreation land around them for 
people to enjoy. 





The Boston Metropolitan Park System. Under the leadership of 
Charles Eliot, landscape architect, the cities and towns around Boston 
got together in 1893 to establish “reservations” on the outskirts o! the 
built-up area—the Blue Hills Reservation and Middlesex Fells !eser- 
vation were acquired, but urban sprawl has now extended arour and 
beyond them. A year ago the Massachusetts General Court ap yved 
a new project for “The Bay Circuit’—a belt of open spaces some 
twenty miles from the State House, with proposed reservations, forests, 
and parks separating metropolitan Boston from Lawrence, ! well, 
Worcester, and Providence. The state has been authorized to procee 


continued on p 
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FRIDIRON LAYOUT 


\V ERAGE 
ACCIDENT RATE 


TRIDIKON STREETS : 


ALMOST EIGHT TIMES more auto accidents occur in gridiron sub- 
divisions than in curvilinear tracts of the same size and population 
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density. The accident-rate figures are based on a five-year study of 86 
Los Angeles subdivisions. Sample was balanced to provide equal areas. 


ARE YOU PLANNING A SMASHUP? 


You may be, if you are planning an old-fashioned grid- 


iron subdivision like the one at left, above. 


\ new five-year study of 86 subdivisions shows the 
cident rate is 85% lower in curvilinear tracts than in 


straight-line gridiron layouts. Although the study is based 


residential tracts in Los Angeles County the sample 
s big enough so the results should apply to your com- 
inity, too. 
urvilinear tracts are much safer even though they aver- 
65% more intersections than gridiron layouts. Big 
mn: Most curvilinear intersections are safe three-way 
tions instead of the gridiron’s four-way crossings that 
accidents. 
dd to this impressive safety record the cost benefits of 
linear layouts: they make it easier to fit houses to the 


land, minimize grading, ease drainage problems, produce 
more lots with fewer streets and shorter utility runs (see 


H&H Aug. 757). 
Or are you planning a better place to live? 


From the home buyer’s point of view, a subdivision laid 
out with curved streets looks better and is a more pleasant 
place to live. With curvilinear streets, you never get a 
monotonous view down block after block of house fronts. 
Trees, shrubbery and lawns become more prominent. Fast 
driving and through traffic is eliminated by the layout 
pattern. 

And a bonus for builders: safety is something you can 
sell to prospective customers. What family wouldn't choose 
a community with 85% fewer accidents? 


For “six rules for safer streets,” see page 204 
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BROAD SLOPING ROOF with low eave line ties country house to its sloping site. Concrete block wall hides living areas from entrance drive. 


RUSTIC HOUSE FOR A RUSTIC SITE 


Rough materials and low eaves that almost hug the ground give this 
simple house its sense of belonging to the site. 

The architects helped their client choose the site and made a point of pre- 
serving its natural disorder. In their words: “We wanted to keep the lot as we 
found it.” But a lot left in its natural state demands a house to match—one 
without the appearance of machined perfection. So this house was built of 
rough cypress siding and concrete block. Inside, the block was left exposed 
and a concrete floor was used in all the rooms. These materials, and much of 
the interior trim and built-ins, were left without finishes wherever possible. The 
idea: to show their textures, let them age naturally, and give them a warmth and 
roughness that blends with the tangle of the site. 

An extra benefit from this use of materials: a home that, in the architect’s 
words, is “virtually careproof.” 
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FRONT WALK leads under wide, open 
roof overhang, from carport to en- 
trance (not in photo). Pine tree, 
placed where house meets concrete 
block wall, makes a well planned 
break in the line of movement. Roof 
members are heart redwood. 


ARCHITECTS: Dees-Porch and Grunberg 


LARGE GARDEN (below) is behind 
BUILDER: Daniel Barber 


the concrete block wall seen in color 
photo, opposite. Living area of house LOCATION: Northern New Jersey 
opens directly to it. Exposed rafters 
continue the roof overhang to give it 
extra depth, make it visually more 


striking. continued on next page 
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WINDOW WALLS open living room to garden. But room seems protected because garden is shielded by walls on two sides, planting on other, 
Rustic house continued 
ee Indoors and out, 
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+) by deep roof overhang outside its 
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ter bedroom’s garden is_ separate 
nee ae (photo, right). Location of front 
a door—it can’t be seen from entrance 
is ke remaaae A T drive—adds to planned privacy. 
1 Dining | 
- 
L aaa Sod 
: + HY) 
| 5 ¥ 42—\ Boscia ; 
__..-1|| 3 * [ 
= I “ | 
ob AVINg l Q m 
aa T 1 WY 
\| | oS : 
1 v 
banana I BR 
vs Garden 
ate “ee 
: ' 
] 
+ ! 
. , J 
Ye 
Stor 
’ 0 10 25° 
», 








DETAILS show how the architects used 
t and shadow, pattern and texture 
effective ways. Left to right: ex- 


posed roof members cast shadows on 


yncrete block wall; delicate lines of 
Japanese pine tree contrast with rough 
crete block; vines make dark pat- 


1 on jalousie window. 


MASTER-BEDROOM GARDEN (below is sheltere P . Bae . : ie P ‘ 7 : ’ 
) is sheltered on all sides. High and low walls hide it from neighbors, open it to privacy of owner’s land./t 
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Frame for gravel — Rain basin 
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PATIO HOUSE was planned in two units, | 
one for daytime use, the other for sleeping } 


Dor 


Patio serves as circulation area as well as 





outdoor living space; so house needs no 





foyer or bedroom corridor. Carport to the 
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south screens the patio from the street, 






protects its privacy. 






PATIO HOUSE FOR A SMALL LOT 










The neat little Florida house shown on these pages is 
one of the clearest demonstrations to date of the three 
great advantages of a good patio plan. 

Those advantages are— 

1. a greater sense of space; 
2. a better balance of light; 
3. a cooler breeze in every room. 

For here is a house with only 1,100 sq. ft. of enclosed 
space—yet each room appears to be at least twice its 
actual size. Reason: every room opens onto the central 
patio and borrows space from it. Moreover, this outdoor 
space is shielded against neighbors, so the house enjoys 
the, kind of outdoor privacy generally found only on very 
big lots. (The lot here is only “% of an acre.) 

Here, too, is a house with 650 sq. ft. of glass walls—yet 
there is no glare problem. Reason: a huge, 250 sq. ft. 
plastic skylight over the patio brings enough light into the 
center of the house to balance the light coming in through 
the glass walls. 

And here is a very compactly planned house—yet 
nowhere is it more than one room thick, and no room 
lacks cross-ventilation. Reason: the central patio is open 
at both its ends, thus acts as a fresh air supply duct for 
every rooin facing it. A curtain of insect screening across the 
open ends of the patio keeps out Florida’s murderous bugs. 
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250 SQ. FT. SKYLIGHT (left) consists of laminated wood ribs sup- 
porting “%” thick, rigid plastic. Ends of vault are filled in with plate 
glass. Floor of entire house is terrazzo: walls are 8” thick lime block. 












ALL ROOMS OPEN ONTO PATIO (right). Top picture shows living- 
dining area extending into central court through 15’ glass doors. 






Bottom picture shows how a small guestroom gains space from 
adjoining patio. 
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DRIVE-THROUGH CARPORT screens the entrance court against the street, is linked to 
main part of house by covered walk. Since view at rear of lot is to the north, entrance 
court provides a protected outdoor area facing the midday sun. 


Patio house continued 


Shut off from the street, 


this house is open to the view 


Perhaps the most important thing about this house is that it makes none 
of the mistakes usually found in small, suburban houses. Specifically— 

@ The carport isn’t just an afterthought, stuck on at one end; it is used as 
an effective screen to give privacy to the lot, and as a porte cochére to 
give the house a gracious and formal entrance. 

@ The glass wall isn’t just a cliché (and an invitation to the neighbors to 
stare into the living room); it is used to open up a view of a bayou. 

e In short, the small lot isn’t just a place on which to dump your house; it 
has been carefully enclosed by screens and patio to provide the most in 
protected outdoor living. 

Two years ago this house was built for only $13,000. Its materiais and 
details are simple; its size is small and so is the lot; it has no gadgetry and 
no ostentation. Instead, it has something infinitely more valuable—it has 
intelligent design and good taste. Only these can transform a pile of 
concrete blocks into a first-rate house. 


LIVING ROOM faces bayou through 16’ wide sliding glass wall. Beyond this is line of 
screening that encloses house and protects it from insects. Openness of plan makes entire 
house a breezeway which cools the interior during most of the year. 











LOCATION: Venice, Fla. 
ARCHITECT: Paul Rudolph 


All photos: Alexandre Georges 
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SCUPPERS project 4’ beyond edge of house, drain flat roofs into rain 
corner of the house. Such details recognize 


basins located at each 
special, subtropical weather conditions encountered in Florida. Deep 


overhangs shade interior, protect walls from torrential rains./END 











What you need to nn about Sewa ze 





Bewxcz disposal used to be almost the last thing you would worry about. But 
today it is one of the toughest problems builders and developers have to meet. 

America is fast running out of land suitable for on-lot disposal. Experts say 
septic tanks won’t work in half the US. And most of the land you can build on now 
is out beyond city sewers or in problem areas bypassed in the city’s outward growth. 

To help you meet the sewage problem, House & HomE here publishes a round- 
up of data and information on today’s good practice in solving the problem. Local 
standards may be more or less strict; examples should be read with this in mind. 
i In some states there are a lot of them you can’t use. Check local health officials, and 
don’t go very far without the help of a professional engineer. 
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Don’t assume you can’t connect with city sewers 


If you are building out in the country, check your local authorities to see if a 
{ sewer main is planned to reach your area, and when. Connecting with city sewers is 
sometimes easier than you think. Overlook no possibilities. (Classic example: the Ala- 
bama builder who almost put in septic tanks because he didn’t check sewer maps that 
plainly showed a line ran right through his property. ) 

Even though you can’t hook up to city sewers today, you may be able to speed 
up city sewer service by taking temporary steps. For ways to do this, see page 123. 





Community treatment plants cost less than you think 


If you can’t connect with city sewers, your best bet is to put in a small or large 
community system. If you plan to build 25 houses or 2,500, there’s a sewage plant 
to suit your needs. These plants vary widely, but all have one thing in common. 
Each is an efficient way to get rid of a certain per cent of waste solids in a given 
volume of sewage. The plant you need depends on the volume of sewage and the size 
and use of the stream the effluent reaches. Builders have found several ways to 
| finance these plants and even make money on them. For the kind you should have, 
see page 117. 


An on-lot system should generally be a last resort 


If you can’t have city sewers or a community system, you must use a single- 
family disposal method. This usually means septic tanks. Requirements for them 
have stiffened, raising your cost. But on the right soil, septic tanks are effective “if 
adequately designed, constructed, maintained and operated,” the US Public Health 
Service says. If soil is unsuitable, some health boards allow use of the controversial 
new aeration tanks, which provide better service than septic tanks in poor soil. Be 
sure you know the rules for using on-lot systems. For details, see page 122. 
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There’s a community treatment plant to fit your needs 


Treatment plants range from fairly simple small units that cost only $3,000 or 
$4,000 to large, complex systems that cost over $1,000,000. The kind you need 
depends on two basic factors: the volume of sewage treated and the kind of stream 
it flows into. 


If the sewage volume is low and the stream large, you may 
need only a low-cost primary treatment plant 


Example: Your 50-lot site slopes down to a broad stream two miles above the next 
water intake point or recreation area. Your plant can be 1,000’ from the houses. 

In this case, an Imhoff tank should prove adequate. There will be some odor, but 
the small plant will be far from any houses. Your initial investment will be low 
(perhaps under $5,000), and operating costs will be negligible because there are no 
motors or moving parts to maintain. (See also fig. 1, p. 118.) 


Example: Your 200-house tract is on a river a few miles above the next town. 
Your plant will be only 500’ from the nearest houses. Lenders require the plant to 
have no odors offensive to home buyers. 

A mechanical clarifier will provide the primary treatment health officials require, 
and there will be little or no odor. The size of your development will permit you to 
afford the small maintenance costs. This plant should cost under $20,000. (See also 
fig. 2, p. 118.) 


If the sewage volume is large and the stream small, you will 
need “‘complete”’ (secondary) treatment 


This is also true if the stream is large but is used for recreational purposes or as a 
nearby source of water. Principal types of complete treatment plants are: 1) trickling 
filters, 2) activated sludge systems, 3) lagoons and 4) sand filters. 


Example: Your 200-house tract lies on a lake and your plant will discharge into it. 
The highest degree of treatment is required to preserve the lake for swimming and 
fishing. City authorities have agreed to take over the plant when your tract is built up. 

In this case you should put in an activated sludge plant, which provides the 
highest degree of treatment. Cost: about $50,000. Operating costs are high but the 
city will bear them. (See also fig. 3, p. 119.) 


Example: Your 50-house site is small, on a stream that flows through a park. 
Authorities require complete treatment. Power costs are high in the area, and your 
buyers must pay operating costs when the plant is built. 

Here you might use a low-rate trickling filter, which may cost about $35,000. 
It provides nearly as much clarification as an activated sludge plant but is much 
cheaper to operate. (See also fig. 4, p. 119.) 


Example: You have a 100-house development but in a year will build 200 more. 
Effluent can be piped into a stream a quarter of a mile away. 

Authorities may allow you to use a high-rate trickling filter followed by a 
chlorinator. High-rate filters do not clarify as well as low-rate filters, but they handle 
much more volume per square foot of filter. Chlorination helps clarify the waste 
at relatively low cost. This plant may cost about $70,000. (See also fig. 4, p. 119.) 


Example: You plan to start out with only a dozen houses, gradually build about 100 
over the years, all on large lots. Your tract is in a built-up area, and there is now no 
flowing stream nearby. City sewers are promised within two years. 

A sand filter system will serve your first 20 houses well. It will provide excellent 
treatment. The system will cost perhaps $12,000, depending on the availability of the 
right size sand. It takes up a lot of land space but your acreage is ample. When city 
sewers come in, the cheap plant can be abandoned. (See also fig. 5, p. 118.) 


Example: You plan to build 2,000 houses and a shopping center on a big tract ten 
miles out from a big city. Drainage is away from the city on gently rolling land. 
Here your best bet is a sewage lagoon, if natural conditions and authorities per- 
mit them. Lagoons are extremely cheap where land costs are low; operating costs 
are nil. When your area builds up and land prices skyrocket, then you can put in a 
compact plant and build on the big former lagoon site. (See also fig. 6, p. 118.) 


continued on next page 
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Sewage continued 











SLUDGE DIGESTION CHAMBER 





1. Imhoff tanks have two stories. An upper chamber re- 
tains the raw sewage just long enough to let heavy solids settle 
through a trapped slot to the bottom chamber. Bacteria in the 
lower chamber reduce the solids to sludge. (In all systems, 
treatment consists of changing inorganic material that can 
putrify into stable organic material by bacterial action.) Gases 
in the bottom tank escape at the sides of the Imhoff tank, thus 
do not hinder the process. About 35% of the sewage remains 
as sludge, later is pumped out to dry or be hauled away. 
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2. Clarifiers are round or rectangular tanks that settle out 
heavy solids (about 35% of the sewage parts). Clarifiers are 
always accompanied by digestion tanks in which settled out 
solids or sludge is reduced by bacterial action. Mechanical 
scrapers in the clarifier remove scum from the surface and 
settled solids from the bottom into a pocket or hopper, from 
which it is pumped to the disgestion tank. The two tanks may 
be side-by-side or one above the other. There is little or no 
odor problem, since gases occur only in covered digester. 


Here’s the basic technical knowledge you need 
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5. Sand filter systems usually consist of a large septic 
tank, a dosing chamber, a large sand bed about 2’ deep, and 
an underground drainage system to carry the effluent into the 
drainage area. If the filter is properly designed and main- 
tained, health authorities will probably allow the effluent to 
flow into any stream bed because sand filters proves excellent 
treatment through biochemical action and settling. This system 
is rather costly because the filter bed must cover a wide area, 
and the sand must be replaced periodically. 
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6. Sewage lagoons have gained much favor among sani- 
tary engineers and health authorities in the last two or three 
years. They are being used in more than a dozen states. 
Lagoons have even found favor in metropolitan areas, despite 
the fact they require a lot of high-cost land. If carefully de- 
signed and not overloaded, they provide complete treatment! 
and present little or no odor problem (even in the north 
where they freeze over in the winter). Upkeep cost is nil. 
If lagoon is used only temporarily, site can be built on | ::ter. 
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me aeration of raw or pre-treated sewage. Air is either pumped bed of coarse stones or similar material, where bacteria cling- 
| - into the sewage or the sewage pumped into the air, so that ing to the stones oxidize the sewage. Stone beds are usually 
nical ample oxygen helps bacteria reduce the sewage solids into about 6’ deep. The sewage must run from the filter to a 
and “activated sludge.” This sludge then flows into a secondary settling tank where the biological slime settles out. There are 
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si replenish the supply of organisms and speed the process. The about one-fifth as much volume per square foot as a high- 
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method clarifies up to 95% of the sewage particles. Operating 
costs are high because a great amount of pumping is needed. 


rate filter but takes out about 85% of sewage parts vs. only 
about 70% removed in high-rate filter systems. 


to know how each type of treatment plant works 
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continued on p. 120 
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Se wage continued 


Here’s a quick rule-of-thumb guide to the cost of a complete treatment plant 


Graph represents the cost per house under normal conditions where 
there are no problems of terrain, excessive local requirements or other 
factors to boost your plant costs. Builders report costs for sewage 
treatment plants to serve 100 to 200 homes range from a low of $15 
per house (with temporary lagoons) to a high of $600 per house 


(where problems were acute). A rule of thumb for a_ 100-housc 
“package plant,” manufacturers say, is: 100 houses times 3.2 people 
times 100 gallons of water used daily per person, times $1 to $1.25 
Thus the plant would cost from $32,000 to $38,000, not counting 
pumping equipment but including an engineer's fee of from 4% to 8% 


How can you finance a sewage treatment plant? 


“T have a list of more than 100 home builders and realtors 
who want to put in treatment plants but are stymied for lack 
of capital,” reports one equipment maker. 

The problem of financing plants certainly has not yet been 
solved. Most lenders will not put up the money—because a 
plant will be worthless as security if the development fails. 
FHA does not have authority to insure sewage plants. Many 
in the industry and in the public health service argue that 
the Housing Act be amended to allow this, but so far there 
has been too little demand to get action started. 

Yet there are several ways home builders have managed 
to finance their plants without having to put up the whole 
amount of money out of their own capital. 


Here are six financing devices: 


1. Get owners of adjacent tracts to join with you. This 
usually means the plant will be better suited to the needs of 
each cooperating builder, and your outlay will be cut sharply 
on a per-house and total outlay basis. 

2. Sell enough lots to pay for the plant. You can get more 
for the lots by promising sewerage service soon. 

3. Give your lender liens on enough lots to cover first costs, 
repaying out of profits on the first houses sold. 

4. In a few states you can incorporate as a town with very 
few residents. Then the town can approve utilities and issue 
revenue bonds to pay for them. 

S. Get your county to pay for the plant with a bond issue, 
under an arrangement in which your home buyers must pay 
taxes ten years or so to cover the plant’s cost. 

6. If you have real construction know-how, you may be 
able to cut costs about 25% by building the plant with your 
own equipment and labor force. 


Over the long run, you stand to gain 


Almost always the initial investment required to finance a 
sewage system more than pays off in added long-term profits. 
Evidence: A recent survey of 61 subdivision plants in 12 


states showed that 36 builders had gained more in higher 
appraisals than they had “lost” because the treatment plants 
cost more than individual septic tanks. Paul W. Richards, US 
Public Health Service engineer in Atlanta, says only a few 
of the builders reported a net loss and they believed “the 
slight monetary loss was more than offset by enhanced sales 
potential.” 

Evidence: Most builders who have put in community plants 
say local authorities will allow you to build on smaller lots 
if you have a sewerage system rather than septic tanks. The 
extra profit from the added houses will more than pay for 
the treatment plant in most cases. 

Evidence: If your state permits you to operate as a private 
sewerage utility company, you can often expand your system 
to serve other developments. On a long-term basis, this has 
strong tax advantages. If your rates are in line with current 
charges in your area, this is acceptable practice. (FHA approves 
mortgages on houses served by private community plants onl) 
when home buyers will not be charged unduly.) 


Your plant may cost even less than septic tanks 


If you can spread your treatment plant costs over enough 
houses, your expenses will often be far less than for septic 
tanks (where septic tanks cost $300 to $350, the upset figure 
is often about 100 houses). 

In Houston, one developer, reported by Richards (see 
above) put in a treatment plant for a 1,000-house subdivision 
The cost was $463 for the first 80 houses hooked up to the 
system, but it will drop to an average of $106 per house when 
all the homes are built. Septic tanks would have run about 
$300 a house, $163 less than the sewage system for the first 
80 units but almost $200 more per house when the tract 1 
completed. 

Another Texas builder found sewers and a plant less expen 
sive than septic tanks even for 29 houses in the $35,000 price 
range The sewage system cost $635 per house, less than tt 
costs in his area to install septic tanks properly. 
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You can cut first costs 
by building your plant 
in two or more stages 


Many Florida land de elopers do just 
that. 

Plants are designed so that units serv- 
ing the first group of houses can be con- 
verted to other uses and combined with 
additional units when more houses are 
built. Thus plants can be designed in 
two, three or more stages to fit the vol- 
ume of sewage and degree of treatment 
required, 


First costs cut $50,000 


The stages diagrammed at top right 
for Marquesee Associates’ Lyons Park 
tract in Pompano Beach, Fla. cut the 
builder’s initial money needs about two- 
fifths. 

Stage 1 cost $75,000—or $600 a home 
for the first 125 houses. It consisted 
of an 1812’ high Imhoff tank, a stand- 
ard-rate trickling filter, a lift pump and 
a final settling tank, with chlorine added 
into the effluent line. 

Stage 2 was designed for the first 250 
homes. One unit was to be added, the 
others altered for different functions. 
However, this stage was never built; 
Lyons Park developed so fast it wasn’t 
needed. In this stage, one unit—a com- 
bination primary and secondary clari- 
fier—was to be added, the Imhoff tank 
would become a sludge digester, the 
trickling filter would convert from low- 
rate to high-rate treatment, and the 
original settling tank would become a 
chlorination tank. 


Total cost: $140,000 


Stage 3 cost an additional $65,000. 
This brought the cost per home down 
to $280 for the 500-house tract. The 
total includes the cost of several pumps 
needed in this flat area to bring the 
sewage into the plant and carry the 
highly clarified effluent more than a 
half-mile away to the nearest stream. 

Plants built in stages cost more, in 
the long run. In the Lyons Park case, 
the two-stage plant cost perhaps $15,- 
000 more than it would if the final 
plant had been built at the outset. Yet 
by building as Marquesee did, there 
was less danger of getting stuck with 
too big a plant if sales turned out poor. 
\nd it meant that the builder did not 
have to tie up the extra $50,000 during 
the first part of his building program. 


LYONS PARK’S COMPACT PLANT now gives 

iplete treatment to 170,000 gallons of 
ige daily. Plant was designed by Philpott, 
Ss & Saarinen. 


continued on next page 
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FLOW DESIGNS for three-stage plant show 
how more volume can be treated by adding 





COMPLETED PLANT serving 500 homes 
pumps raw sewage to clarifier (1), high-rate 
trickling filter (2), final settling tank (3) and 
chlorinator (4). Some treated sewage goes 


one new unit and changing the functions of 
the others in each successive stage. 


back through pump station (5) to the first 
clarifier. Sludge from clarifier is pumped to 
digester (6). Gas is burned to kill odor at 
(7) and sludge flows to drying beds (8). 
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Sewage continued 


Three on-lot systems: handle them with care 


1. Don’t try to cut corners on septic tank system expenditures 


In the long run you'll be better off if you oversize rather 
than undersize your septic tanks and leaching trenches. Health 
authorities say this is now common practice among the “old 
pro’s” in home building. These builders have learned it’s much 
smarter to play safe with these tricky systems than risk the 
danger of callbacks and lawsuits when failures occur. 

Everywhere the trend is toward stricter regulations. In 
county after county, health boards and building inspectors are 
raising minimum tank sizes from 500 to 750 gallons and 
asking for more careful soil tests. 

Much of the impetus behind this trend comes from recent 
widespread cistribution of a U.S. Public Health Service report 
on septic tank practice. The whole stress in the report is put 
on adequate percolation tests, including overnight saturation 
in several test holes. It recommends that tanks and tile fields 
be adequate to take the flow from garbage disposers and 
washers. This is sound advice. Even if your new houses are 
sold without these appliances, you can expect your buyers will 
soon add them. 

Whatever current regulations are in your area, your best 
move is to get the PHS “Manual of Septic Tank Practice” by 
sending 35¢ to the US Government Printing Office, Washing- 
ton 25, D. C. 


2. Maybe a one-house aerated tank will solve 


Several companies have brought out small complete treat- 
ment systems as an alternative to septic tanks where the latter 
won’t work. Most are based on the activated sludge treatment 
method (see p. 119). 

Your ability to use this system will depend on your health 
board’s regulations. These plants are all new and not widely 
known. Most are still under development. FHA to date will 
not accept them as adequate treatment systems for houses it 
insures. Nevertheless, in some areas health authorities approve 
these plants and even encourage their use. In some cities you 
can discharge the tank’s effluent directly into a stream or 
ditch; in others, it must first run through a leaching field. 

The aeration plant described at right is Yeoman Brothers’ 
Cavitette. Air drawn by suction to the tank’s bottom mixes 
vigorously with sewage, reduces sewage parts by 70 to 80%. 
Cost: about $100 more than septic tank if no tile field is 
required. Another well known tank is Carl Boester’s Sanitoi 
sewerless toilet (H&H, June °56). 
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PERCOLATION RATE TABLE is based on seven years’ research 
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ONE-HOUSE AERATION SYSTEM can be installed indoors or out 


3. Seepage pits are the answer in a few areas where they are permitted 


A seepage pit is a septic tank followed by a cesspool. Some 
states permit them when absorption fields are impractical and 
where the top 3’ or 4 of soil is underlaid with porous sand 
or gravel. 

The pit capacity must be computed on the basis of percola- 
tion tests made in each vertical stratum penetrated. The per- 
colation rate table suggested by septic tank systems is also 
recommended by the us PHs for seepage pits, except that 
soil in which water doesn’t drop 1” in over 30 minutes is 
counted unsuitable. The bottom of the pit should be 2’ and 
preferably 4’ above the ground water table. The effective area 
of the pit is its vertical wall. (Thus a pit 5’ in diameter and 
16’ deep has an effective area of 251 sq. ft.) 

Adequate tests for deep pits are difficult and expensive to 
make. Local codes vary considerably. Examples: Los Angeles 
requires brick lining, Fresno requires block lining, Phoenix 
requires no lining, and Sacramento requires the pits to be 
filled to the top with broken stones. 
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SEEPAGE PITS should have no large openings in walls 
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City sewers are worth an extra try 


[he very first step you should take—even before you buy 
a piece of land—is to find out what your area’s sewer plans 
are. Pay a visit to your health or planning board, alone or 
with other builders. Learn everything you can about your 
present and future chances of offering your home buyers city 
sewer service, by far the best they can get. 

Chances are you can help harrassed city officials in their 
usually thankless job of expanding sewers into the suburbs. 
hey need the help of builders and land developers as much 
as you need their help. Today they are more and more often 
inclined to work with builders rather than against them. 

Savs James B. Coulter, chief of suburban sanitation studies 
for the US Public Health Service: “The home building in- 
dustry can serve its own interest and be of incalculable service 
to the community by urging, demanding and sponsoring 
unified action toward sewerage planning. Perhaps the most 
important need in suburban sanitation today is for a sound 
master sewerage plan in every metropolitan center. Today 
only a few areas have such a plan. Only by close cooperation 
between builders and public authorities—as has happened in 
St. Louis, Louisville, Nashville and Pittsburgh, to varying 
degrees—can action be taken that will insure orderly develop- 
ment and suburban growth.” 


City sewers save money for you and your buyers 


If you plan carefully and overlook no short or long-range 
chance to hook up to public sewers, chances are you will 
save yourself the cost and trouble of putting in risky septic 
tanks or tying up capital in community systems. 

You also get a strong talking-point advantage over builders 
who don’t offer city sewerage. Home buyers who get city 


Long-range planning provides sewers in advance 


In Johnson County, Kan., on the outskirts of Kansas City, carefully 
made plans provide for stage development of public sewers and 
treatment plants. Each main sewage district has sub-districts like the 
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sewer service when they move in are hundreds of dollars better 
off than if they don’t get it for several years. 

Here is some evidence you can use to convince your pros- 
pects of the value of sewers to them: 

It usually costs three times as much to lay sewer lines in 
paved streets as it does to lay them at the time the roads 
and houses are built. The added burden on the home owner 
amounts to an average of about $5 per front foot of his lot. 
If he has a 100’ lot, that means $500 out of his pocket when 
the city eventually extends sewers to his neighborhood. 


You can take temporary steps to speed sewer service 


Even if city sewerage isn’t available at your tract now, you 
may have a chance to provide substitutes that will hasten 
sewer service, at little extra cost. 

You may be able to arrange with local authorities to put 
in individual on-lot disposal systems on small lots if you put 
in “dry sewers” at the same time. This means a central collec- 
tion system that remains unused until the city sewers are 
extended. In some areas, the arrangement includes an assess- 
ment against each house or each acre of your tract to pay 
for the extension of sewers to your site. All builders and 
home buyers in your area share in the costs and advantages 
of the plan. 

Pressure mains may prove an economical temporary 
method, cheaper than dry sewers. This involves your installa- 
tion of pumping equipment and temporary low-cost mains to 
carry the raw sewage from your tract to the distant city sys- 
tem. Depending on the distance, you might finance this alone 
or jointly with other builders. The cost depends in large part 
on how long you must operate the pumping equipment. 


of new suburban houses 


one shown, all based on natural drainage basins. Trunk sewers are 
put in large enough to carry the future maximum load required 
Temporary mains are replaced as other districts hook up./END 
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Next 





Commissioner Mason 


Roy Stevens 


plans to 





DEBALKANIZE FHA PRACTICE 
TO COVER MORE APPLIANCES 





In Pittsburgh, you cannot finance a range, clothes washer, clothes dryer, freezer, or 
garbage receptor under an FHA mortgage. 
In Philadelphia, 294 miles away, in the same state, you can include them all. |g 


In Grand Rapids, you cannot include an incinerator, dryer, range, refrigerator, 
clothes washer, kitchen mixer or water softener. 





In Detroit, 143 miles away, in the same state, you can include them all. 

58 FHA offices will include dryers in the mortgage, 16 will not; 66 will include 
ranges, 8 will not; 22 will include freezers, 52 will not; 14 will include window 
shades, 60 will not; 59 will include clothes washers, 15 will not; 10 will include room 
air conditioners, 61 will not. 








Now that Commissioner Mason has cleared up the confusion over FHA income 
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requirements (H&H, Jan.), he is turning his attention to this chaos, 


About his plans to clear up the problem of what may 
be included under the mortgage, Mr. Mason says: 

“I am reviewing carefully the conditions House & 
HoME is writing about, because I believe FHA must 
lead the industry, not just perpetuate past practices. 
FHA must work toward better living conditions for all 
American families, not just be satisfied with the 
progress up to now. 

“FHA should do its best to prevent a ‘Balkanization 
of America’ in its offices. We should have uniform 
practices so far as possible. 

“There is another reason for my interest: FHA was 
set up to do away with secondary financing, so the 
home buyer could get all the cost of his house 
financed in one lump sum. This privilege should go 
equally to every home owner in every state. 

“The differences shown by House & HoME de- 
veloped because FHA has encouraged its insuring of- 
fices to follow local custom and preference; but any 
item can be added to the list of acceptable items if 
one person asks for it. There are three or four 
pages in FHA’s underwriting manual spelling this out. 
Over-all, this system has worked well. If it can be 
improved I want to do it.” 


On the next two pages you will find a mortgage inclu- 
sion table prepared for House & HoME by the Washington 
office of FHA on the basis of a questionnaire sent to the 74 
district offices. If there are errors in this table (and House 
& HoME believes there are), the errors are due either to 
local offices telling Washington one thing and doing some- 
thing different, or to policy changes made by some of the 
local offices since they answered the questionnaire. (For 
example, quite a few offices have just accepted room air 
conditioners as a result of the House & Home Round 
Table last fall.) 

Actually the confusion is even worse than the table 
indicates, because 14 offices say they limit their acceptance 
of some (but not all) items to built-ins; the others accept 
the “intent theory,” which is now valid under the laws of 
47 states. This makes free-standing units part of the realty 
if lender and borrower so agree in writing. 

What to include is no longer a problem with many 
lenders. Almost all savings and loan associations from 
coast to coast and many other conventional lenders now 
finance without question not only appliances but many 
other items like shades, awnings, and wall-to-wall carpet- 
ing. Ever since 1950 almost all va offices have included al- 
most all appliances in their certification of reasonable valve. 


For the charts see facing page and overleaf >> 
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NAHB’s New President 
| Nels G. Severin 


If a broad business background is what a man needs 
to head the National Association of Home Builders, 
Nels Greer Severin is the right man for the job. 

NAHB’s new president has background to spare. 

He can apply experience from a dozen different fields 
to the problems of home building. 

As a successful auto dealer, for instance, 

he has used auto sales methods to sell homes. 

And in the home building industry itself, 

he is as well rounded as they come. 

He learned first things first— 
how to use a hammer, saw, shovel and paintbrush. 

He has been building homes for 17 years— 
in several cities, in large tracts and small developments 
and for sale or rent. 

He has developed land in a big way— 
one of his projects has just won an NAHB merit award. 

And he’s a big mortgage banker. 

Just about the only thing Severin doesn’t understand 
about the home building industry is how the NAHB 
happened to pick him as its president. 

“I guess I just came down the river 
like a piece of wood floating along 
and happened to be in the right place at the right time,” 
he tells you seriously. “I didn’t ask for the job, 
and I didn’t work for it.” 

That’s just it. He didn’t work for the presidency, 
but he certainly worked for the NAHB. 

For years he has been active in local chapters 

in San Diego, where he lives, and in Los Angeles. 

He has been on NAHB’s legislative committee seven years 
—was its chairman last year as well as NAHB’s 

first vice president. continued on next page 








FBRUARY 1958 








ae eae ee ee es 





FEF 


Severin spent much of 1957 in Washington, most of the 
time on Capitol Hill trying to win votes for better housing 
legislation. This hard work impressed NAHB staffers, as did 
his organizational talent in getting key industry members all 
over the US to make the same kind of personal contacts with 
their individual congressmen. 


On the West Coast, Severin is widely recognized as 
a top-flight organizer 

He seems to have uncommon talent for picking competent 
men and getting them to work as a team. In fact, Nels will- 
ingly admits it. 

“If I'm confident about anything,” he says, “it’s in dele- 
gating authority to other people.” 

In his various and widespread offices, his key people reflect 
this confidence. In part, this is because Severin reportedly 


gives key subordinates not only plenty of rein but salaries 
that match their responsibilities. 
Thanks to having this kind of organization, Severin can 


take on his added NAHB duties with more confidence than 
most men could. 


But Nels hasn’t let a jam-packed schedule intrude 
on his family life 

He and his wife, Julia—they’ve been married 32 years— 
are nearly inseparable, and she travels nearly everywhere 
with him. At home Severin spends what time he can reading 
(mostly novels and business papers) and listening to classical] 
music. He likes an occasional drink (martinis with a lemon 
twist). Once a year he gets down to Mexico to try for marlin 
and sailfish in the Gulf of California. This is his one real 
hobby. When his daughter, Nancy Lee (now Mrs. Norman 
Wett) was growing up, he spent a lot of time with her. 

“Nancy Lee was the boss,” Nels says. “But the boss got 
married two years ago, and now the new boss is our grand- 
daughter, Cynthia Lee. Cindy, for short.” 

Now 51, Nels is a trim 5’-10”, greying at the temples, and 
a neat if not natty dresser. He is a restrained man with a 
quiet air of confidence. He has come a long way since his 
unsettled boyhood. 


“As a kid,’”’ Severin recalls, “I was pretty much on 
my own’’ 


Nels Severin was born Dec. 11, 1906 “on a great big farm 
in Kansas.” His father, John, had come from Sweden, only 
son of the only woman physician in Stockholm. His mother, 
Mary Jane, was born in a covered wagon when her Welsh 
parents were migrating west. John Severin was a wheat and 
stock farmer who had no lack of help—including five sons 
and five daughters. Nels was the tenth child. 

“My parents were fairly old by the time I came along, and 
they were too busy to let themselves be bothered by kids. 
When I was very little, Father took us to Missouri where he 
(ried his hand at running an auto livery, but eventually he 
went back to farming. He never got farming out of his system. 
Mother was the kind of person who liked anything Father 
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THE FAMILY: wife Julia, daughter Nancy Lee, granddaughter Cindy, 


liked, so she enjoyed every minute of life. She’s the hardest 
working woman I'll ever see.” 


“As long as I can remember, | was shunted about 
from household to household’’ 


From the time he got out of grade school, Nels spent most 
of his time at his married brothers’ and sisters’ homes and 
helped support himself. One summer he worked as a machine 
helper in a roundhouse in Wyoming. Another summer he was 
a soda jerk, another “worked my head off on a farm.” 

For a time it appeared he might settle in the bakery trade. 
He put in two summers selling bread and cookies door to 
door—did well at it, too. But this phase petered out when, as 
Nels puts it, “I went car crazy.” 

“I had three brothers in the automobile business, and one 
summer I drove cars from the factories to their showrooms- 
such makes as the Elker, the Grant 6, the National and a few 
Chevrolets. I loved cars. But then I loved music, too. I 
learned to play the banjo, and used to play in a band at school 
dances. And I sang in a choir.” 

Sports interested him as well. Swimming was his favorite 
but he did better on the track team, running 100 yards in 
10.2 seconds and high jumping nearly 6’. 


But even in those boyhood days, his main interest 
was in working 


After high school, Severin went to business school at the 
University of Missouri, but only for a short time. He wanted 
a job. At 19, he went to Fort Lauderdale, Fla. and became a 
bank teller. The nicest part of that job was the girl who 


PUSHING LEGISLATION, Severin has made many Washington trips 
Here he is (second from left) with (1. to r.) Joseph McGrath, NAHB 
legislative chief; George Goodyear, 1957 NAHB president, and Sen. John 
Sparkman (D., Ala.) chairman of Senate Housing Committee 


continued on next page 
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worked at the next window. She was Julia 
Harris, also newly arrived from the Midwest 
(her parents were farmers in _ Illinois). 
Within a year Nels and Julia were married. 
But promotion came slow in banking, and 
‘ about 1929 the young Severins were back in 
/ the Midwest, Nels trying his luck as a hard- 
ware salesman in Illinois and Iowa. This too proved point- 
lessly slow. What’s more, Nels and Julia found the harsh 
winters a little too much to take after Florida. So, in the 
depths of the Depression, they moved once more. This time 
they headed for the West Coast. 
It was the last lap, though they didn’t know it. 





In southern California, Severin eventually found 
himself 


By the time he got to California, where part of his family 
lived by then, Nels had had no small experience in several 
fields. But he hadn’t settled on a career—and the Depression 
was not the time to be choosy. In short order, he worked as 
a parking lot attendant, sold real estate, collected for a build- 
ing and loan company and even got another bank job. In 
1940 he was selling autos. 

Then Nels decided to take a crack at home building. In 
1941 he went to work for his brother Earl, a struggling build- 
er. For Nels this meant using a shovel, hammer or any other 
tool that needed a hand to wield it. 

The brothers didn’t get far during the war years. At most 
they built 20 houses a year, sometimes only five. But it was 
valuable experience. When the postwar boom came, they were 
ready for it. More so than most builders, for Nels’ banking 
experience had taught him how to handle all-important money 
problems. 





By 1947 the Severin brothers were building more 
than 300 houses a year 


Earl retired in 1947, but his eager young brother was going 
full blast and couldn’t let go. If he couldn’t then, it’s hard 
to see now how he ever can. 

Though his starts have declined since 1955, when he hit 
500, Nels still has plenty of business to keep track of. 

He is still building about 100 houses a year on his own, 
plus several hundred in partnership with other builders. 

And he is up to his elbows in other businesses, too. He 
owns 280 row-houses and a shopping center in San Diego 
and is building another shopping center there. He is part 
owner of other rental units and shopping centers in San Diego 
and Los Angeles. He has large landholdings throughout south- 





STRIKING BEACH HOUSE is one of three models at award-winning 
Lido Sands, built by Severin and Irving C. Jordan. Entrance (left) 
opens into living room (right). Architects A. Quincy Jones and Fred- 
erick E. Emmons designed $15,750 models to fit long, narrow seaside 








ern California. He owns three auto agencies in Los Angeles, 
And he’s a partner in putting up 250 Capehart Act military 
housing units in Honolulu. : 

Severin’s mortgage bank business does about an $80 million 
volume and extends to Arizona and Nevada, where he’s the 
state’s top mortgage lender. 


He keeps hopping about to eight offices between 
San Diego and Phoenix 


With so many irons in the fire, Severin gets to spend little 
time with any company, uses some of his private offices only 
one day a month. 

“My auto business is now mainly an investment,” he points 
out. “I am not greatly involved. People I have working for 
me know more about it than I probably ever will know.” 

He became a mortgage banker years ago to finance his own 
developments. Now he handles such a big volume that his 
own houses account for little of the total. 

When Severin talks about land development, he sheds some 
of his usual restraint. “I have terrific enthusiasm when I think 
what I can do with this or that piece of land when even a 
rabbit wouldn’t be able to see a use for it.” 


What are some of the things Severin thinks the 
home building industry needs most? 


Builders must become better merchandisers, Nels says. For 
one thing, they must take a greater interest in trading. 

“My auto training taught me a lot about merchandising 
and trading. I have traded more houses than anyone I know 
and that is an auto dealer’s technique. Until builders know 
how to trade they can’t do their job right.” 

FHA can do more to help the industry, he believes, and this 
is something he will try to work on as NAHB president. “I 
think FHA has helped the home builders greatly. But I also 
think it has gone somewhat afield from its basic job. Today 
its land and building requirements are simply inflexible. They 
won't bend. I’m going to work on this problem.” 

Severin is also strong on the value of using architects and 
thinks there should be better cooperation between builders 
and architects. Says he: “I myself don’t always agree with 
my architects. Sometimes I have to make them bend their 
views. The sooner architects understand our problems, the 
sooner builders will use them. And we need more architect- 
designed merchant houses.” 

Severin must know what he’s talking about, for he and 
partner Irving C. Jordan have just won a NAHB “1958 Design 
Merit Award” for their Lido Sands tract of 82 beach houses 
at Newport Beach, Calif. “Handsome,” said the judges of the 
architect-designed houses like the one shown below. /END 
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tract south of Los Angeles. Houses face boardwalk leading to swin- 
ming pool, other recreational facilities and ocean. Garages face lor 
dering streets. Said judges: “Interiors very good . . . Architecture 1s 


fresh use of old forms ... Pool is a big criterion for neighborho: d.” 
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NEW NAHB OFFICERS are headed by President Nels G. Severin 
(center) of San Diego. Severin (see profile, page 127) was elected— 
unopposed—by NAHB directors to succeed George S. Goodyear, Char- 
lotte, N.C. Carl T. Mitnick (second from right), Merchantville, N.J., 
who survived last-minute efforts to unseat him from NaAuHB’s ladder of 
succession, succeeds Severin as first vice president. His victory puts 


1958 NAHB CONVENTION REPORT: 


Chances are, you’d have come back with these three 
main ideas: 

1. The big need is for better merchandising—all the 
way from creating desire for new homes to handling call- 
backs promptly and pleasantly. 

2. Builders are pricing themselves out of the market. 
Leaders hammered on this theme. It was no attack on 
building quality houses. But it was a warning against over- 
pricing the product by paying too little attention to cost- 
cutting techniques and letting low productivity and obso- 
lete codes add as much as $1,000 to the cost of the 
average house. Said Economist Gordon McKinley of 
Prudential Insurance Co.: “A lot of builders are going to 
find themselves out of business if recent price trends 
continue.” 

3. In many areas, demand is growing for really low 
cost homes ($6,500 to $13,500, depending on the city). 
Said outgoing President George S. Goodyear: “There is a 
waiting market for 150,000 to 200,000 low cost homes if 
lenders will finance them.” 

These conclusions are borne out by this special report. 
'o rush it into print (the convention was in session Jan. 
19 through Jan. 23), a team of ten House & Home 
‘ditors worked around the clock in Chicago—listened in 
nN every meeting, sat in on after-hours bull sessions, sifted 


voll they found and wired fact-packed reports to New 
ork, 
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him in line to head the 40,000-member organization next year. Martin 
L. Bartling (right), Knoxville, whose supporters waged an _ all-out, 
behind-the-scenes campaign to get him the first vice presidency, was 
elected second vice president. Other new officers: Treasurer Edward 
W. (Ted) Pratt (second from left), Royal Oak, Mich. and Secretary 
E. J. (Jim) Burke (left), San Antonio 




















For a quick rundown of their stories, see below (for 
the stories themselves, turn to the next seven pages). 


Merchandising 
What really makes people buy houses? 
Ten tips to better selling (p. 135) 
(pp. 134-5). 


(p. 134) 
Other stories 


Building costs 
How one builder saves $100 a house (p. 137) 
Union Chief Gray does turnabout on his wage proposal 


(p. 138). 

Legislation 
What NAHB wants from Congress (p. 133) . State 
legislatures urged to okay 90% conventional loans (p 
133). 

Markets 


The switch is on to low-priced houses (p. 137) 
Urban renewal offers builders a tempting new market 
(p. 136). 


Design 
137) . Frank Lloyd 


Builders say design is 


Fireworks at design panel (p 
Wright on prefabs (p. 138) 
their biggest problem (p. 138). 
Land planning 
Now it can pay you even more to save trees (p. 136) 
Expressway interchanges are breeding grounds for 
slums (p. 133). 
Forecast for ’58 


Three economics experts see more starts, more money, 
no depression, quick end to present slump (p. 132). 
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EWAN CLAGUE 


Experts see more starts, more money, no depression 


Despite recession, 1958 should see 1.1 million new housing starts. 

There will be $1 billion more mortgage money this year to finance them. 

The current economic slump shows no signs of developing into a major 
depression, and even the slump probably will not last more than another few 


months. 


Those are the predictions of three economic experts who analyzed “what's 
ahead for 1958.” They are: Commissioner Ewan Clague of the Bureau of 
Labor Statistics, Economics Director Edwin B. George of Dun & Bradstreet, 
and Gordon McKinley, Economic Research Director for Prudential Insurance 


Co. Their reasoning: 


House building in 1956 and 1957 has 
just barely kept pace with family for- 
mation, permitting no effective attack 
on slums to upgrade the quality of US 
housing. Yet bigger families and the 
enormous increase in the incomes of 
middle and upper middle income fami- 
lies (who make up the big new housing 
market) has produced what Clague 
calls “a backlog of need.” He explains: 

“By 1956, 20 million families, rep- 
resenting about 46% of the total, had 
incomes of between $4,500 and $10,000 
compared with only 32% five years 
earlier. At the same time, median fam- 
ily incomes jumped 29% compared to 
only 5% rise in the consumer price 
index. 


More children mean bigger houses 


“Today, we are having three, four 
and five children. The big rise in fam- 
ily size is in the moderate and upper 
income groups that are home buyers. 
The steady trend toward larger, higher 
priced houses since 1954 has helped 
to provide [them] with accommodations 
suited to their growing family size and 
means. A large amount of this demand 
still exists.” 

As it did in the 1949 and 1954 re- 
cessions, the government is acting to 
stimulate home buying and boost the 
flow of mortgage money. Congress will 
get into the act soon, too. Indications 
are that costs may stabilize this year, 
which may persuade buyers they are 
getting more money’s worth in housing. 





Lenders will allocate about $1 billion 
more to residential mortgages because, 
says McKinley: 

1. Commercial banks, faced with a 
lessened business demand during the 
next few months and with a steady 
growth in reserves, will move back into 
the mortgage market. 

2. Some savings institutions, like 
savings and loan associations, will ex- 
perience faster growth this year than 
last. 

3. Life insurance companies will 
devote a bigger share of their invest- 
ment to housing loans, less to industrial 
mortgages and business loans. 

4, Interest rates on housing mort- 
gages will drop little, but interest rates 
on industrial mortgages will probably 
drop more, giving a slight advantage 
to residential loans. 

5. Proposals to woo pension-fund 
money into mortgages “will be pushed 
harder” and “some of these proposals 
are reaching the practical stage.” 
Money supply will outrace demand 


Lenders will have the $1 billion extra 
to allocate, predicts McKinley because: 

1. Corporate demand for loans 
should drop about $2% billion below 
the 1957 level. 

2. State and local borrowing, fed 
by increasing governmental functions 
and also by deferred borrowing, will 
shoot up about $1 billion. (Item: over 
half of the $5.7 billion in tax-exempt 
local bonds authorized at elections last 





fall is still unoffered on the market.) 

3. Consumer short-term borrowing 
is likely to rise $1 billion, following the 
postwar cycle of two years of leveling 
off and repayment succeeded by a year 
of steep rise. 

4. Federal government wi!l become 
a borrower of money—probably about 
$1% billion. 

Summing up: the demand for non- 
residential borrowing should be up 
about $1 billion, but loanable funds will 
probably rise $2 billion. 


Look for an upturn soon 


The recession should be short lived 
(i.e. over by the end of the year) be- 
cause, says George, ultimate sources of 
demand, like retail sales, have held up 
better than the indexes of prosperity 
like carloadings, inventories, manufac- 
turer’s new orders, production, business 
loans, and employment. 

“I haven’t got worked up over the 
business setback,” says George. “Events 
so far are moving along a path that 
is compatible with a shallow recession. 
Personal income will stay near its 
peak.” 

Even more optimistic, McKinley fore- 
sees a turn in business conditions next 
month. He forecasts: “The recession 
will be milder and shorter than in 1949 
and 1954. I call it the ‘prosperous re- 
cession’ of ’58. I think the turning point 
will come in March. Then total bus'- 
ness activity should start up. It should 
increase for the rest of the year and 
the rate of increase should go up the 
rest of the year, too.” 





No trend “back from suburbs” 


The popular idea that there is a bis 
swing back to the city from the sub- 
urbs was called “an absolute myth’ 
by Philadelphia Builder Harry &- 
Madway. “The so-called return to the 
city is just not borne out.” 
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Here’s what NAHB claims it wants 


NAHB will ask Congress to cut FHA down payments still more. 

It will oppose President Eisenhower’s plea that Congress stop forcing Fanny 
May to buy special assistance mortgages at par. 

It wants the moribund vA program extended beyond its July expiration for 
World War 2 veterans, with flexible interest rates like FHA’s. 


NAHB directors, meeting in closed ses- 
sions, adopted these and a score of 
other major policy and legislative deci- 
sions during the convention. Items: 

1. FHA down payments should be 
cut from 3% of the first $10,000 of 
value to 3% of the first $12,000, from 
15% of the value between $10,000 and 
$16,000 to 10% of the value between 
$12,000 and $16,000, and from 30% 
to 25% of the value over $16,000. 

2. Fanny May should have more 
treasury money to buy special assist- 
ance mortgages, at par. Congress 
should repeal the $15,000 limit in sec- 
ondary market mortgage purchases. 

3. Discount controls should be re- 
pealed because “they only serve to im- 
pede the flow of scarce residential 
mortgage credit.” 

4, Interest rates “should be set at 
the lowest level at which mortgage 





funds will be provided.” Specifically, 
NAHB will back a boost in FHA rental 
housing interest, now pegged at 442% 
by Congress. It will back FHAa’s just- 
announced position that FHA’s 5% % 
rate for its regular Sec. 203 program is 
high enough for now. 

5. On conventional loan insurance: 
NAHB will support the US Savings & 
Loan League’s plan to insure the top 
20% of 90% loans—provided the plan 
is amended so all mortgage lenders can 
take part. New President Nels Severin 
adds: “This doesn’t close the doors to 
our endorsement of HHFAdministrator 
Cole’s plan (for similar FHA insurance 
on the top 25% of otherwise conven- 
tional 90% loans) later on.” 

6. On trade-ins: Congress should 
amend the law to let a builder or realtor 
close an FHA Sec. 203 loan in his own 
name in the full (and higher) amount 
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BUILDER BOSWELL 


They say new highways threaten new wave of blight 


New expressway interchanges will be 
centers of slipshod, uncontrolled, real 
estate development—even future slums 
—unless someone acts soon. 

Planners and builders showed surpris- 
ing agreement on this point at a panel 
on Highways, Housing, and the Sub- 
urbs. But no plans were made. 

Washington, D.C. Land Planner Carl 
Feiss proposed that “no interchange or 
any part of the federal highway system 
be approved for financing and construc- 
tion until it is related directly to a land 
use plan covering an area of at least 
two miles radius.” He suggested that 
the government make no grants through 
the federal highway program in any 
metropolitan area unless it is related 
Specifically to official local plans for all 
-ommunities involved. 
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Edward H. Holmes of the Bureau of 
Public Roads pointed out that unregu- 
lated growth around interchanges means 
high-density growth, traffic on the high- 
way becomes greater than expected, and 
congestion is not eliminated. 

Washington Builder Harry Boswell 
said he would favor a plan for coopera- 
tion among planners, builders, highway 
engineers and city officials to insure 
orderly growth in areas opened up by 
new highways. When Feiss chided home 
builders in general for seeming to be 
“more interested in profits than plan- 
ning,” Boswell retorted: “The time has 
come for all of us concerned with urban 
growth to buckle down and cooperate, 
instead of blaming everyone else or 
preaching about what everyone else 
ought to do.” 
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available to an owner-occupant. The dif- 
ference would be put in escrow until 
the house is sold to a new buyer. This 
would “eliminate costly duplication of 
closing costs.” 

7. On closing costs: FHA should 
amend its regulations to let closing 
costs be paid with an unsecured loan. 

8. On a central mortgage bank: 
Fanny May should be expanded into “a 
true central mortgage facility through 
creation of an independent board of 
status comparable to the Home Loan 
Bank Board and Federal Reserve.” 
The new facility should have power 
to lend money on the security of 
government-backed mortgages. Instead 
of requiring its users to buy stock 
with each loan sale, as Fanny May 
does, the central bank should require 
only that its users maintain a fixed 
ratio of stockholdings to loans placed. 


More FHA reforms needed 


NAHB scolded FHA and congress on 
two counts: 

“1. FHA must effectively transmit to 
its field offices its desire—as demon- 
strated in the recent modernization of 
credit examinations—for improved ad- 
ministrative procedures in all aspects 
of its operations. 

“2. An unrealistic approach to ren- 
tal housing and the unavailability of 
mortgage credit on reasonable terms 
have kept FHA from performing its 
function of attracting into rental hous- 
ing the long-term, low-yield investment 
which alone can produce moderate 
rents. . . . We must develop financing 
mechanisms designed to encourage ren- 
tal housing in smaller projects suited 
for the needs of small and medium- 
sized communities.” 

Urban renewal got a strong endorse- 
ment, but, as usual, NAHB called for no 
more public housing. 








NAHB shoots for 
a single code 


Energetic Ernie Zerble of Mason 
City, Iowa who a year ago pushed suc- 
cessfully for more recognition for lit- 
tle builders, is now shooting at this 
ambitious target: unification of the na- 
tion’s three major regional codes within 
three years. 

Zerble’s No. 1 tactic may prove re- 
markably effective. He plans to invite 
two experts each from the Building 
Official’s Conference of America, the 
Southern Building Code Congress, and 
the International Building Officials’ Con- 
ference to meet “two or three times a 
year” to work on code unification—at 
NAHB expense. 

Zerble hopes to enlist aid of NAHB’s 
300-odd chapters to lobby code reform 
through state legislatures. No. 1 need, 
he thinks, is state enabling acts in many 
states to let municipalities adopt uni- 
form codes by reference. 


continued 
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What you should know about people who buy homes 


“Number one reason why women want a new home is a desire for cleanliness,” 
reported Pittsburgh Merchandising Consultant Stan Edge. 

Edge interviewed 411 buyers of new houses in eight cities and found: 
1.) “People want a clean piece of mechanism in their basements—a new furnace. 
They are interested in new weatherstripping not just to keep cold air out but also 
to keep dirt out. Women want air conditioning to keep the house clean. 


2. “On the average people shop 11 
months before they buy a house. They 
look at 11 different houses, and they go 
back four times to see the house they 
buy before they make up their minds. 
So your salesman has four chances to 
make the sale, but he should try to 
close on the first visit if he can. 

3. “Women want comfort in the 
house, but only if they can justify it to 
themselves. Don’t sell an automatic 
garage door opener because it makes 
life easier, sell it on the basis that it 
keeps clothes dry on a rainy day. 

4. “Strongest home buying motiva- 
tions for men are tied to their love for 
their children. So talk to men about 
your good neighborhood and why it is 
good for their kids. Point out where 
children can play. If you have any open 
space nearby, tell about it. And talk 
about the schools. 


Be sure to put out the welcome mat 


5. “Young couples are timid about 
entering a strange house, so put out 
signs that clearly mark the model house 
and welcome visitors. See that your 
salesmen make a special point of wel- 
coming the younger couples and putting 
them at their ease. 

6. “Most families are scared to death 
of all the red tape surrounding home 
buying, so make home buying easier 
and less complex. Don’t use words in 
your advertisements or your sales talk 
like escrow, mortgage, discounts or 








CONSULTANT EDGE 


other phrases people don’t understand. 

7. “People are afraid of long-term 
mortgages, so emphasize the amount of 
the monthly payment, not the length of 
the mortgage. We found that two out 
of three women did not know how long 
their mortgages were for, so don’t ad- 
vertise it. 

8. “Home buyers are also afraid of 
ridicule. Give a buyer good reasons for 
buying your house, so that when he goes 
to his office the next day and someone 
says ‘Why did you buy that?’ He can 
justify his purchase. One approach is to 
assure a customer that a lot of other 
families have also decided this house is 
a good purchase. Closely related to fear 
of ridicule is a common fear of making 





mistakes. If a young couple has an 
Uncle Joe who is a carpenter, you may 
have to get him to see the house and 
also sell him that your construction is 
good. 

9. “Many people buy because they 
have a snob complex. Your house must 
be a symbol of success for those people. 
One Pittsburgh builder wrote his adver- 
tisement for $33,000 to $40,000 houses 
in French, because that is the snob 
language. It worked so well he sold 27 
houses in 32 days. 

10. “Women have different reasons 
than men for buying houses. A woman 
regards herself as a protector for her 
children and also for her husband. So 
she wants a house that lets her stand in 
the kitchen and see the children playing, 
and also watch over her husband. That 
is why the family room next to the 
kitchen is such a success. 


Let them hide those dirty dishes 


11. “Privacy is also important. You 
can’t get privacy in many old neighbor- 
hoods, where houses are on 25’ lots. 
People want divisions between houses, 
as you can tell by studying what people 
have done in old subdivisions. Families 
also want two living rooms and two 
baths for privacy. Have your salesmen 
demonstrate that there are several places 
to sit in your house, several places to 
talk and to eat. Don’t forget women 
have a fear of guests coming in and 
seeing dirty dishes on the dining room 
table, so put your dining room out of 
sight from the front door. 

“Other factors important in why peo- 
ple buy new houses include a desire to 
conform and to be in style, a basic de- 
sire for change and something new, and 
the reputation of the builder.” 





How to get prospects 
to make up their minds 


“The salesman’s problem is activat- 
ing his prospect,” Sales Consultant Har- 
ris Bigelow told builders at the mer- 
chandising short course. 

“How can a salesman ask for the 
order without ruining his prospect? 
There are several ways to do it,” Bige- 
low said. “He can ask for the order 
without saying so directly. He can say, 
‘Wouldn’t this be a wonderful house for 
children?’ ” 

“Another way is to give buyers a 
chance to make a partial decision. They 
may not want to make a major decision, 
but they will partially commit them- 
selves when a salesman asks them if 









they prefer this or that feature.” 

Bigelow warned builders that if their 
salesmen try only to motivate customers 
“and hope they will come back later,” 
some blunt salesman for another firm 
may get the order by simply saying, 
“Why don’t you buy it now?” He ad- 
mitted that the Casper Milquetoast type 
may have to be given the bang-bang 
treatment: A direct order to “put your 
signature here.” 

He suggested builders feature brand- 
name products. “Manufacturers spend 
millions on merchandise features, but 
often builders don’t use them to sell their 
houses. But you must plan how you will 
tie up such features with better living. 
Tell people how it will benefit them. 
Don’t underestimate the motivation 
already done for you, and start clos- 
ing the sale from the first minute.” 








Let utilities and product 
makers help you sell 


“Builders can get a great deal of free 
sales help from utility companies and 
product manufacturers if they go after 
it,” reported Chester S. Stackpole, man- 
aging director of the American Gas 
Assn. of New York City. 

He told the merchandising short 
course that gas companies are now: 
“. . . Sending women representatives to 
model houses to demonstrate appli- 
ances. 

“.. . Providing gas equipment at low 
cost ‘and sometimes no cost’ for models. 

“. . . Helping to plan press previews. 

“.. . Offering help in writing news- 
paper advertisements.” 
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MERCHANDISERS: Ray Cherry, Vance Packard, J. W. Underwood and David Packard. 


They give ten tips to more sales 


“Merchandising begins when you se- 
lect your land,” big California Builder 
Ray Cherry told a more-than-capacity 
crowd at the merchandising short 
course. “And merchandising shouldn’t 
stop,” he said, “until you’ve given the 
man who bought the house all the serv- 
ice he wants. We maintain a crew in 
the field to handle complaints, even if 
they are unjustified. This is the cheapest 
merchandising of all, because it can 
sell more houses than all your ads.” 

Cherry, who builds $10,000 to $12,- 
000 houses offered builders these tips on 
merchandising: 

“1. Keep your whole project neat 
and clean at every stage of construction. 
Prospects get their first impression from 
the construction site. 


Don’t overfurnish your models 


“2. Sell from a furnished model. And 
furnish it yourself if possible. Furniture 
stores tend to overfurnish, so rooms 
look smaller and the prospect can’t see 
her own furniture in the room. 

“3. Sell your area. During a tough 
market period we joined five other 
builders to jointly sponsor advertising 
to sell our area. We simply listed com- 
pany names and price range. Our group 
sold out in two months, while other 
builders in the area sold almost nothing. 

“4. Use signboards and newspaper 
ads to steer prospects to your develop- 
ment. Both should be carefully de- 
signed, should play up your main selling 
point. But don’t try and tell your whole 


| 
| 
| 








story on one sign or in one ad. 

“5. Canvas the personnel department 
of nearby industrial plants for pros- 
pects. 

“6. At grand opening time, use all 
media. Remember that utility companies 
will often send your brochures to their 
mailing list, offer tie-in advertising and 
other cooperation. 

“7. Don’t let sales personnel high 
pressure prospects. Send them through 
the model and (if you’re not afraid of 
competition) send them to competitors. 

“8. Make sure your salesmen know 
every feature of the house cold. To 
make sure they do, we have all sales- 
men go over new models with the archi- 
tect and construction superintendents. 

“9. Don’t skimp on _ advertising— 
spend what you have to spend. And 
have a merchandising program. You 
can’t afford not to use an advertising 
agency. Give your sales personnel a 
voice in what goes into the ad. 

“10. Play up your name at every op- 
portunity, to build up your reputation.” 

Cherry also revealed a deal with 
Sears, Roebuck to furnish four model 
houses in return for his buying a $50 
merchandise certificate for each of the 
74 houses in the section. “For $3,700 I 
get four models furnished and a good 
advertising gimmick. Sears gets a chance 
to sell 74 families a lot more than $50 
worth of merchandise.” 

He is also working out a plan for a 
leading decorator to spend three or 
four hours with each home _ buyer. 





Are you losing sales to other 


‘Builders’ biggest competition is not 
ther builders, but other industries,” 
said Bill Underwood, chairman of 
‘AHB’S merchandising committee, in 
pening the jam-packed merchandising 
\ort course. 
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industries? 


“Two and a half million families con- 
sidered buying a new house last year, 
but less than one million actually did. 
... Today, people are spending only $12 
out of every $100 income for housing: 
in 1907 they spent $22 out of $100.” 
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How to keep buyers sold 
once you’ve sold them 


“A buyer who is kept happy after 
he signs the contract can be a valuable 
salesman,” builders were told by a 
panel of five builders: Irving Rose of 
Detroit, Fred Falander of Indianapolis, 
James Nuckolls of Tulsa, Marvin War- 
ner of Cincinnati, and Jesse Baker of 
Corpus Christi. 

“Get color selections and other 
choices in writing, and give a copy to 
subcontractors involved. Written forms 
reduce future misunderstandings. 

“Before move-in day, go through the 
house with husband and wife. Make 
a list of things they want done, and do 
them before they move in. Get a signed 
statement that the house is OK. 

“Have an itemized check list for your 
final inspection. 


Act fast on call-backs 


“Don’t delay handling complaints. 
The longer you put it off, the bigger 
the fault seems to the buyer—and he 
may think of other things to ask for. 

“Have an ‘operation move-in day’ for 
every family. Provide dinner. drinks, 
paper plates, etc.” Builder Nuckolls de- 
livers a home-baked ham and cham- 
pagne. He takes photos of the family’s 
first meal. 

“To keep the goodwill of last year’s 
buyers, invite them to a special preview 
of this year’s models. This starts them 
talking about your new houses, and 
keeps them out of the model house 
during busy weekends. 








Here’s help on writing 
your advertisements 


A list of do’s and don’t for builders’ 
newspaper advertising was presented by 
Robert Alandar, advertising director of 
the Charlotte Observer: 

“Don’t exaggerate. Don’t run pictures 
of yourself. If you have to publish a 
picture, show your salesman—it may 
help him. Don’t try to be too clever, or 
use tricky copy, or big words. 

“Tell your story simply and appeal- 
ingly,” advised Alandar. “Tell it often 
and tell it to as many people as possible. 

“Include the price of your house. If 
you don’t, you will cut down your pros- 
pects by 50%. And use the word ‘home’ 
instead of ‘house’. 

“Use facts as often as possible. Use 
brand names. Use endorsements of your 
buyers. Make your ad sound like you 
were talking. Keep your ad layouts 
simple. 

“At the bottom of your ad get a de- 
mand for action. Invite prospects to 
come out, right now.” 


continued 
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WHAT YOU WOULD HAVE 





MEDIUM-SIZE TREE can be dug up, moved, replanted in 612 min. 


LEARNED IF YOU HAD 







GONE TO THE NAHB S.i0y 


AMO are CBO ec NRE Mite 2 


EVEN BIG TREE can be easily picked up and carried to new location. 


Trees: with this equipment, it is easy to save them 


If a tree on your land is in the wrong 
place, just move it. A new tree-moving 
machine cuts the cost as low as $7 for 
a tree 4” thick. 

Past President Eddie Carr and a 
panel which included the editor of 
Trees, the director of the Morton Ar- 
boretum, the chief of horticulture for 
Washington parks, and the inventor of 
the tree-moving machine, revealed that: 

“New tree-moving machines just 
coming on the market can uproot a 
fair-sized tree (6” to 8” thick), move it 
half a mile, and replant it all within 
62 minutes for as little as $7. Three 
men and a machine can easily trans- 
plant 20 fir trees 20’ high in a day.” 
(So far only 11 of these new machines 
have been sold. Cost of the attachment 





is around $11,000. The Morton Arbo- 
retum’s machine paid for itself in sav- 
ings within six months.) 

“Trees can be moved almost as 
safely in midsummer as in late fall. 
What happens to the foliage after re- 
planting gives early warning if special 
attention is needed to keep the tree 
from dying. 

“Very large trees up to 45’ high or 
25” thick can be transplanted and 
saved for $85—not much more than 
the cost of cutting them down. 

“Trees once transplanted are safer to 
move a second time because their root 
spread is smaller. 

“Land owners in the path of city 
growth would be smart to start a small 
tree nursery on part of their property. 





Trees bought and planted very cheaply 
today will be easy to move in five 
years, and big enough to take the raw 
look off the development as houses are 
built. They will grow twice as fast if 
watered and fed. 

“Beautiful flowering trees can be 
bought small for less than $1. With 
proper care they can be a great sales 
aid when replanted a few years hence. 

“New homes on_ tree-shaded lots 
sell faster than houses on bare lots. 

“Some trees can stand grading up 
around their roots as deep as 4’; others 
will be killed by 6” of dirt around the 
base. 

“Oil and machinery damage kills 
more trees than transplanting. So does 
clearing away too much underbrush.” 





Why not try 220 & 2217 


“A big market is waiting for builders 
in urban renewal. All of you ought to 
get in,” says Developer Herbert Green- 
wald of Chicago. 

The big bonanza for builders lies in 
FHA Secs. 220 and 221 created by the 
1954 Housing Act to help house those 
displaced by redevelopment. 

“A great deal of land will be offered 
during the coming year for residential 
construction in renewal projects,” pre- 
dicts Urban Renewal Commissioner 
Richard L. Steiner. It will range “all the 
way from large acreage tracts to single- 
family lots—calling for every conceiv- 
able type of construction.” 

Profit opportunities in Secs. 220 and 
221 are so good—despite cost certifica- 
tion which bars mortgaging out—that 
Builder Lewis H. Kitchen of Kansas 
City predicts: “In a short time, 220 and 
221 will become even more famous than 
608.” Builders can expect to get their 
investment back in three to five years, 
says Greenwald. 








Electrical news coming 


FHA’s new credit policy opens wide 
the doors to let far more builders profit 
by all the sales appeals of electrical 
living, House & Home Editor Perry 
Prentice told the electrical industry de- 
monstration conference. Other news: 

“Cheapest way to heat air condi- 
tioned homes in Florida, the Gulf 
South, and parts of California is just to 
reverse the cooling cycle and use the 
air conditioning unit as a heat pump”— 
William McGrath, chief engineer of 
Carrier. 

“Waterless home laundries may be on 
the market in a few years to remove 
dirt with inaudible high frequency 
sound”—R. E. Boian, manager Live 
Better Electrically program. 

“A three-wire No. 12 perimeter split- 
loop is the best and cheapest way to 
provide adequate wiring for living and 
bedrooms.”—L. E. Barrett, executive 
committee chairman, National Wiring 
Bureau. (See p. 160, also H&H, Sept. 
56, Nov. ’53.) 





90% conventionals? 


Just introduced in the New York 
legislature is a bill to amend the state 
banking law to boost the maximum con- 
ventional mortgage from 80% to 90% 
of appraised value, boost maximum 
amortization from 20 to 30 years and 
raise the maximum loan from $15,000 
to $25,000. 

President George C. Johnson of 
Brooklyn’s Dime Savings Bank, said: 
“IT am convinced a 90%, 30-year con- 
ventional loan is sound and inherently 
safe.” 

Why? Explains Johnson: “The true 
test of soundness of a mortgage loan is 
not the down payment or length of 
term [but] the skill and ability of the 
lender to make a proper appraisal of 
the property and the borrower’s credit.” 

Since 1934, the Dime has made 61,- 
158 FHA and vA loans totaling $636 
million, found it necessary to take over 
only 259—or 0.42%. And the loans 
include “thousands” with no down pay- 
ment or only 2% down. 
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HAT YOUSWOULD HAVE LEARNED IF YOU WAD GONE TO THE 


Design panel produces fireworks 


“We're having this meeting to get cooperation, not to pull apart,” Tom 
Coogan warned the Better Design Means Better Business meeting, after verbal 


fireworks started on the questions: 


1. Are architects of any use to a builder? 
2. Does the minimum house make sense? 


3. Why go back to traditional design? 


“You architects talk big. I'd like to see you design a $12,000 house in my 


town of Savannah,” challenged a builder in the audience. 


Architect-Panelist 


Robert Anshen countered: “Duck soup. We’re building 2,500 now for under 


$12,000 on $1,500 lots with four bedrooms and two baths.’ 


’ 


After more debate, 


Tom Coogan interrupted: “I guess builders know what people want, and archi- 


tects know what people should have.” 


Speaking of the minimum house, a 
member of the audience said: “We 
builders exist only as servants of the 
people. If people want $8,500 houses, 
we must build them.” Amid cheers from 
the audience, Anshen answered: “You 
don’t know what people want. So-called 
experts who cater and pander to what 
they think the public wants are usually 
wrong. There is no justification for 
building little houses with little win- 
dows; with them we have wasted land 
wantonly. Our neighborhoods are poten- 
tial slums. I can’t let this philosophy of 
scarcity go unanswered.” 

Traditional design provoked more ar- 
gument. Coogan started it when he 
said: “I’m afraid we're slipping from 
contemporary into traditional design.” 
“Why not?” came an answer from the 
audience. “Every once in a while people 
revert to softer design, like colonial.” 
Said Architect Anshen: “Colonial is not 
soft, it is just surface treatment. People 
really want texture, good design, and 
the softness most of post-war design 
lacked.” Architect Robert Alexander of 
Los Angeles added: “You're talking 


Forde Photographers 





TOM COOGAN 


about romance in design, and I believe 
in it. Cinderella is one way, but the 
right way is with good design and ro- 
mantic effects like reflecting pools, step- 
ping stones and good landscaping.” 

A builder in the audience summed 
up: “It’s a sad tribute to our society 
that everything else today is modern— 
TV, medicine, even our ways to kill 
each other—but not our home design.” 





Sales boom as builders switch to low cost houses 


Scores of builders are switching to 
cheap houses. 

The trend shapes up as one of the 
major market developments of the 
young year. Almost all say their sales 
range from good to wonderful. Items: 

Past President Dick Hughes, con- 
fronted with a heavy inventory of un- 
sold, completed houses, priced from 
$12,000 to $16,000, in Bartlesville, 
Okla. brought out two cheaper models: 
an 860 sq. ft., two-bedroom house for 
$8,200 with only $280 down, and a 
1.000 sq. ft., three-bedroom model for 
59,600 with $300 down (plus $200 
closing costs). Sales shot up imme- 
diately, he reports, not only on the 
cheap houses, but also on the others. 

In Seattle, Builder Al Balch is 
switching to production of a 960 sq. 
't., $10,000 house on cheap land he 
bought more than five years ago. 
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In San Antonio, Builder Jim Burke 
who had been building in the $10,000 
to $11,000 market, added a house 
priced at $8,650. He says by advertis- 
ing homes for as little as $63 a month 
he can step up sales of a more expen- 
sive model costing $74 a month. 

In Tacoma, Herman Sarkowsky 
switched from a $15,000 model to a 
three-bedroom FHA house priced at 
$11,950, reports sales “good.” 

In Augusta, Ga., Builder Jim Bible 
says sales are good on his 1,475 sq. ft. 
model priced at $11,500 plus land. 

In Waterloo, Iowa, Builder Charles 
Mauser reports selling four $11,000 
houses in a single week. 

Robert J. Schmertz, New Jersey 
builder, says an $8,350 model tapped 
an almost unsuspected market among 
retired couples who already owned a 
house but wanted a smaller one. 
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ANDY PLACE 


Here’s how this cost- 
cutter saves $100 a house 


“$3 an hour is not 5¢ a minute, but 
more like 9¢ a minute when you're 
getting hardly more than half an hour's 
work for an hour’s pay,” said South 
Bend Builder Andy Place at the Cost- 
Cutting Sweepstakes. He said he could 
guarantee “a saving of $100 per house” 
to builders who follow these tips: 

“At the start of the job, put a 100- 
amp distribution panel on every other 
telephone pole so that all trades can 
have light and power whenever they 
need it. 

“Buy an all-round piece of equipment 
for grading, excavating, moving earth 
and materials, lifting shingles anc 
sheathing to roof heights, and unload- 
ing trailers of packaged materials.” 

“If you can, stabilize your soil with 
emulsified asphalt to make road beds 
for your job. Do this at the start of the 
job so that the roads can be used during 
construction. 

“Put your piers under the grade beam 
by digging out soil with a post-hole 
augur. Fill the hole with concrete and 
place a reinforcing rod in the middle to 
tie it to the grade beam. 

“Use regular highway curb forms for 
your slab and grade beam pour. You 
can re-use these forms many times. 

“Compact your soil with a vibrating 
tamper and you can reinforc- 
ing mesh out of your slab.” 

“Form warm-air register slots in the 
slab after the concrete is poured.” 
Place’s concrete man floats the slab to 
level, removes concrete over warm-air 
ducts and places a sheet-metal form in 
place. It is pulled before final set. 

“Get a drill with a shank about 6’ 
long so that your plumber (or electri- 
cian) can stand at one end of a parti- 
tion and drill holes through a whole 
string of studs at one time. 

“Spray on your paint in one coat. 
And instead of taping windows, smeat 


leave 


the glass with a cleaning paste (like 
Bon Ami). 
“For winter construction, build a 


polyethylene tent big enough to cover 
the whole house. Place builds these 
tents by sealing the plastic sheets to- 
gether with a hot iron. The tent is 
blown up with a conventional furnace 
blower. 


continued 









































FLLW: why not prefab? 


Frank Lloyd Wright’s speech was an 
unexpected highlight of the convention. 
Introduced by Marshall Erdman of 
Erdman Homes, Wright spoke on 
“Why not prefabrication?” 

“The machine—and what we call 
prefabrication is the machine—is the 
legitimate tool of our civilization. | 
have used the machine and not let it 
abuse architecture. 

“Prefabrication has its limitations; it 
can take care of perhaps two-thirds of 
the modern house. So long as one- 
third is susceptible to individual treat- 
ment—living room, dining room, the 
siting and relation to nature—then pre- 
fabrication can standardize and improve 
upon the elements of bathroom, heat- 
ing, lighting, bedrooms, and kitchen 
arrangements. It can be taken directly 
to the job. Certain features of the 
house are not susceptible to individual- 
ity. But the total is; to bring prefabri- 
cation into the rest is just plain com- 
mon sense. 

“The machine is the medium by 
which we'll realize the ideal house—a 
product of the study of nature and our 
own times. Till then, there is not a 
chance for a culture of our own. 

“If we use the machine intelligently, 
and let it do what it is capable of, and 
give it intelligent work to do, we can 
reduce the cost of a house one-third.” 





“Merchandising is making the most 
of what you have where you have it,” 
says George Goodyear. 





WHAT YOU WOULD HAVE LEARNED IF YOU HAD GONE 


Why Gray switched 


President Richard J. Gray of the 
AFL-CIO Building Trades Dept. has with- 
drawn his now-famous proposal that 
union construction workers hold the 
line on wages this year (H&H, Dec. ’57). 

Gray told House & Home that he 
withdrew the plan because of lack of 
support among his general presidents. 
But close associates of the labor lead- 
er said he retracted it after the presi- 
dents told him to retract or be fired. 

As he retreated, Gray announced that 
he now supports the AFL-clo resolution 
on collective bargaining (adopted at the 
December 1957 convention) which 
reads in part: “ ... we will press par- 
ticularly for higher wages to bolster 
present inadequate consumer buying 
power and restore needed national eco- 
nomic growth.” 

But, for the record, Gray also told 
House & Home he is still convinced 
the reasoning behind his wage mora- 
torium proposal is sound. “Something 
has got to be done about costs,” he 
said. 

Gray said he is retaining one part of 
his proposal. It calls for an industry- 
wide committee to study methods of in- 
creasing labor productivity. The idea 
was to be presented to a meeting of the 
union’s general presidents in Miami 
Beach on Jan. 27. 

NAHB would cooperate in such a 
committee, “if established in a reason- 
able and fair manner,” Earl W. Hort- 
tor, chairman of the labor committee 
predicted. 





TO THE NAHB SHO\. 


How to design better 


“Design is our biggest problem,” 
Leland Lee of Dallas told small volume 
builders. 

Builder Jack Worthman of Fort 
Wayne had specific answers: 1) more 
curb appeal and landscaping; 2) simpler 
roofs; 3) subtler colors. “If we spent 
one tenth the time with design that De- 
troit does with automobiles, we wouldn't 
be in competition with them.” 

Rudard Jones, head of the Small 
Homes Council, had more suggestions: 
1) bigger bedrooms (at least 9’-6” for 
a bedroom with a double bed, 18’ x 
9’-6” for twin beds); 2) proper zoning 
of quiet and noisy areas of the house 
(keeping the living room between the 
bedrooms -and the family room); 3) 
good orientation to the sun (put most 
rooms along the south wall, keep east 
and west elevations to a minimum). 
“Most important,” said Jones, “be sure 
you can get the furniture you want into 
the house, and give it plenty of room.” 

Jim Nuckolls, 25-a-year builder from 
Tulsa, suggested builders follow his ex- 
ample to cut costs with a standardized 
plan. Nuckolls has one basic plan, ar- 
ranged so he can add rooms easily. He 
covers a $23,000 to $50,000 price range 
with essentially the same plan. 





Builder-Developer Albert Balch of 
Seattle, suggests these sales boosters: 
Use plate mirrors in both bathroom 
and master bedroom; and use just as 
good hardware in a $10,000 house as 
you would use in a $20,000 house. 





CHAIRMAN TED PRATT, later elected 1958 treasurer, leads meeting which heard report on the new FHA property standards, 


NAHB and FHA get together on MPR’s 


Reviewing its new property standards 
(H & H, May 57) for two days with a 
special NAHB committee, FHA accepted 
26 out of 40 suggested changes in chap- 
ters 1 to 4 and tentatively accepted 15 
changes in chapters 5 to 8. Said FHA 
Chief Architect Neil Connor: “We think 
these changes will actually make the 


| 


new standards better and more work- 
able and still give the home buyer just 
as good a house.” 

The other NAHB suggestions for these 
eight chapters FHA turned down with 
such painstaking explanations that Com- 
mittee Chairman Ted Pratt said: “FHA’s 
attitude was wonderful. They listened 


to all our arguments, and.I think our 
committee is satisfied.” 

Connor disarmed the attack on ade- 
quate insulation by pointing out that 
the resulting cut in heating and cooling 
costs will let many more buyers qualify. 
(See Commissioner Mason’s new credit 
directive H&H, Jan.) /END 
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What did these top builders* 
go all the way to Savannah 


to see and find out? 


our 
‘From St. Louis: Fischer & Frichtel’s Ed Fischer. From Houston: 

ade- 5. Norman Building Co.'s Mickey Norman. From Cincinnati: 

that \ rner-Kanter’s Bill Chronis and George Lockwood. From Lincoln, 

* D3 Strauss Bros.’ Jim Strauss. From Odessa, Tex.: Beck Construc- 

olng 1 Co.’s Ott Cloud and Dee Stevenson. From Dallas: Leland Lee, 

ality. a. old F. Smith, J. D. Brown and Fox & Jacobs’ Ike Jacobs. Their 
redit § yearly volume: 2,200 houses. 
END ‘ For an eye-witness answer 


by House & Home’s Ed Birkner, turn the page 
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FINISHED SLAB awaits framing crew. Slab construction is not in 14-day building schedule. 








xThey found ou m Fastest US builder turns bare slab 





What’s the rush? 

With that question on their lips, 11 top home builders went 
to Savannah, Ga., recently to see what makes the fastest 
builder in the business tick. 

Speedy Builder Clayton Powell—he puts up most of his 
houses in 14 working days—fired back a succinct answer 
Said he: “It’s simple arithmetic. The longer you take to build 
a house, the more it costs you.” 

Then Powell, who builds only four houses at once (limits 





*11 top builders (see names on previous page) 








his starts to 80 a year), ticked off five reasons why his fast H 
operation pays off: z 

1. “I save on direct labor. The less time your men work & 
on a house, the more houses they can build in a given time % 
I need only 14 men on my building payroll.” z 

2. “I save on supervision. I need only one supervisor be- rs 
cause it’s easy for one man to stay on top of only four jobs 4 


at a time. He has no trouble preventing errors and anticipat- 


Fast Builder Powell gets off to a fast start—his four-man framing crew uses panels and trusses 















8 AM Men and wall panels arrive at site. 8:20 AM Trailerload of trusses arrives. 9:10 AM Wall panels are raised on slab. 
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FINISHED HOUSE, built on slab at left in 14 days, has 1,056 sq ft of living space plus one-car garage (see detailed plan page 147). 


into finished house in only 


ing the kind of problems that boost costs.” 

3. “I get better control of men and materials. With only 
four houses in the works at once, it’s easier to coordinate 
materials, direct labor and subcontractors.” 

4. “I save on construction financing—can borrow building 
money over short terms.” 

5. “I tie up less capital. The faster I build a house, the 
faster 1 can sell it and get my money out.” 

“Sounds fine, but how do you build so fast?” asked visit- 
ing Builder Ike Jacobs of Fox & Jacobs, Houston, a fast man 
in his own right (his houses go up in 28 days). 

Said Powell: “Two things do it. First, the schedule itself. 
We live by it. It’s our bible. Second, components. We don’t 
build houses... We assemble them from components we 
buy.” Powell owns a half interest in Components Manufac- 
turing Co, 

“How do you get your local FHA office to go along with 


to close in a house by the end of the first day 


11:30 AM Roof trusses are set on walls. 


2:30 Pm Sheathing is nailed to trusses. 


14. working days 


your tight schedule?” asked Ed Fischer of Fischer & Frichtel, 
St. Louis. 

“I don’t,” said Powell. “I stopped building FHA six 
months ago because inspection delays fouled up my schedule 
—our FHA Office is as understaffed as any. But if I could 
get inspectors when I need them, the same schedule would 
work for FHA-insured houses.” 

“Why not include the slab in your 14-day schedule?” asked 
Mickey Norman of J. S. Norman Building Co., Houston. 

“Because the weather might give me trouble,” said Powell. 
“I always make sure I have enough slabs ready to stay ahead 
of my schedule.” 

“You're a fairly big builder,” said Leland Lee of Dallas, 
chairman of NAHB’s Small-Volume Builders’ Committee, but 
how about the little guy?” 

Said Powell: “The fast-building principle applies to any 
builder, whether he builds 10, 20 or 100 houses a year.” 





4:30 PM House is completely closed in 


For what happens on the next 13 days, turn the page 
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Ist day: House is under roof. Then. . . 


Powell sticks to a tight schedule that puts 
the right men in the right place at the right time » 


4th day: While two carpenters continue outside jobs, heat- 
ing contractor takes over inside (light area)—installs heat 
duct in furred-down area over bedroom corridor. Carpenters 
build forms for porch, walk and driveway. Powell schedules 
work to keep all men busy all the time. 


Sth day: Two dry-wall men are joined inside by tilesetter. 
Dry-wall crew has finished bathroom, freed it for tile man. 
Powell uses mastic instead of mortar to set tiles—says: “It’s 
neater and faster, and joints don’t crack if walls are straight 
and you use a good grout.” 








12th day: Painter and decorator work inside—have house 
to themselves and don’t have to work around anyone. Pow- 
ell, who hopes to cut his present 14-day schedule to 10 days, 
says: “An economical and satisfactory finished wall is the 
building industry’s most important single need.” 


Sth day: Electrical inspector checks wiring inside house 
(light area) while two brick masons and two laborers work 
outside. Masons start to veneer house while laborers grade 
between forms for walks and driveway. Electrical inspector 
knows Powell follows tight schedule, always arrives on dot. 


,} / 


9th day: Two dry-wall men and two skilled carpenters 
work inside; two more carpenters work outside. Inside car- 
penters do not conflict with dry-wall crew but follow it 
through house—applying trim around windows and installing 
prehung doors. Outside carpenters hang garage door. 








13th day: Flooring contractor works inside; two painters 
and two laborers work outside. Floor man lays finish floor 
(Powell uses wide variety of tiles, is also increasing his use 
of carpeting). Painters finish-coat preprimed soffits and cor- 
nices. Laborers grade yard and plant shrubs. 
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2nd day: Carpenters move into house to build partitions. 
Four-man crew (two carpenters, two helpers) assembles pre- 
cut lumber—works smoothly in one big room created under 
roof trusses. Powell uses panels between house and attached 
garage but prefers precut studs for other partitions. 


~— 
ib g 


6th day: Four-man dry-wal! crew starts work inside (light 
area); three roofers and two brick masons work outside. 
With partitions built and electrical inspection out of the way, 
dry-wall crew has interior of house to itself. Roofers lay 
shingles (asphalt or wood) in less than a day. 








10th day: Two dry-wall men, two carpenters, heating con- 
tractor and plumber work inside without confusion. Dry-wall 
crew sands joints. Carpenters hang prefinished kitchen cabinets 
and install heat vents. Heating contractor installs furnace. 


Plumber installs fixtures. 


<_< day: Two carpenters and one laborer work inside; 
‘d carpenter and second laborer work outside. Inside car- 
‘ters install base moldings and folding doors on closets. 
side carpenter hangs screens. Laborers wash windows, 
s and sinks and burn debris to ready house for buyer. 





yrit 
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3rd day: Electrician works inside (light area) while two 
carpenters and plumber are busy outside. Electrician wires 
house. Carpenters install prebuilt soffits and cornices. Plumb- 
er puts vent stack through roof. Three different trades are 
separated, do not interfere with each other. 


7th day: Two dry-wall men continue work inside (light 
area) while two-man concrete-finishing crew begins work out- 
side. Dry-wall crew starts taping joints. If all gypsum has not 
been hung, two more dry-wall men come in to finish job. 
Concrete finishers pour and smooth drive and walk. 





11th day: Decorator, painter and electrician work inside. 
Painting time is cut down because paneling and cabinets are 
prefinished and acoustic tile is often used on ceilings (this 
also saves day of dry-wall crew’s time). Electrician hangs 
light fixtures and hooks up built-in appliances. 


Three scheduling tips by Powell 


1. Schedule everything. Don’t start a house until 
you've listed all the materials that go into it and 
around it—from bricks to bathroom fixtures, from 
appliances to plants. 


2. Be realistic. Make sure you really know how 
long it takes to do a job. If you ask the impossible, 
you'll only irk your workmen and subcontractors. 


3. If a house falls behind, treat it as a “stepchild.” 
It’s easier to reschedule it than to try to force it back 
onto the original schedule. But be sure to find out 
why it’s off schedule and correct the error. Example: 
fire a subcontractor who fails to perform as promised. 


To see how Powell uses components, turn the page 
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Fastest US builder continued 
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PREBUILT PARTS of house—stacked on foundation slab and trailers—include wall panels, roof trusses, cornice components, soffits. 


“I build with components, but these standard parts 


“If I could use components for every single part of a 
house, I would.” 

That’s what Clayton Powell told the top builders (page 
139) who came to see his fast operation. He added: 

“Components work for two reasons: they are made to 
standard dimensions in a factory and they reduce the list of 
materials you need on the site. What’s more, they give you 
the advantages of prefabrication without the drawback so 
many builders and buyers fear—loss of individuality.” 

Here are three features of Powell’s system: 

1. Exterior wall panels are really post-and-beam-type 





PREBUILT SOFFIT (Upson) is screened and 
primed. Also prebuilt: brick veneer mold. 








“You can save time if you keep designing components for more and more of the house” 


PREFINISHED CEILING is acoustical tile (Simpson Forestone). Tongue-and-groove tiles 4 
° . . . . ” ol} 
from metal brackets—‘tmore than pay for themselves in time savings on the job,” says ?owe! 


panels: the junction of any two panels forms what amounts 
to a 4x4 post without intermediate bearing studs under the 
double 2x6 beam. Each panel (see bottom, opposite) has 
two girts (horizontal bridging) to which interior gypsum 
and exterior siding are nailed. This means the gypsum has 
to span 4” more than FHA’s 24” minimum. “But,” says 
Powell, whose system is awaiting FHA approval, “girts give 
the wall greater lateral strength and permit more horizontal 
nailing of gypsum to framing.” 

2. Panels are designed on an exterior 4’ module. Powell 
switched from an interior to an exterior module because: 
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Photos: Andrew's Studio 













LOWSLUNG CONTEMPORARY ($14,700) has porch and carport. 








L-SHAPED HOUSE with 4-in-12 roof brings $18,665 on over-size lot. 


Is don’t cramp my style” 


a) it’s easier to build a slab to even inches; b) roof framing 





mo § ° ° Pr . 
— works out to even inches; c) exterior siding like board-and- 
Jer the Z 
e) has batten and grooved plywood can be used without waste on 
os the outside. Says Powell: “Sure, you waste some gypsum on 
ypsum insi at’ : thas amen” 
it hen the inside, but that’s the cheapest material to throw away. 
Pitan 3. No blocking is necessary to secure windows (44% TWO-CAR GARAGE HOUSE ($14,600) has same plan as model at top. 
i idles wide and pre-glazed) in panels. Instead they are nailed di- 
. C . 
tapi ectly 4 Q ‘ s. 
zontal rectly to girts and studs 1 | y 






Powell 
cause: 





Like Bob Schmitt of Berea, Ohio (H&H, Jan. ’57), Powell + me. 
frames some walls conventionally to meet buyers’ special { 
demands: “You've got to be flexible in today’s market.” *. 











BREEZEWAY MODEL ($14,300) has same floor plan as house at top 









VNUSUAL PANEL has girts to PREBUILT T-POST speeds join- SPLIT LEVEL with full-length shutters sells for $23,900. Unlike most 
ke it easier to man-handle. ing of partitions to wall panels. Powell models, it takes 20 days, instead of 14, to build from slab 
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>owell 





For details of a Powell house, turn the pages 
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BUILDER : CLAYTON POWELL 


ARCHITECT : RALPH THOMAS, AIA 
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See photo of house p. 141 More details on next page 


come eo eeeum NEW WAYS 
TO BUILD BETTER 


A monthly report on home building ideas, products and techniques 


BETTER WIRING SAVES MONEY for you and your customers 
when it follows the recommendations of H&H’s Round Table. For 
an account of a recent demonstration turn to page /60. 


A SHOPPING CENTER FOR HOUSES helps turn furniture shop- 

pers into home buyers, home buyers into appliance buyers. See 
See page.160 how on page 168. 

A NEW IDEA FOR YOUR SPLIT: Build in front and back stairs 

to give your plan two-way circulation. Frank Robino shows how 

on page 172. 


17 BORROWABLE IDEAS from top-flight builders across the nation 

make up this month’s “What the leaders are doing.” See page 168. 
See page 168 

DO YOU DEVELOP YOUR OWN LAND? If so, you'll want to see 

the latest in earthmoving equipment. Turn to page 179. 


POWER TOOLS REPLACE MEN. Some of the new entries among 
hand power tools are seen in this month’s round-up of tools and 
equipment, starting on page 178. 


See page 178 as wa & PRODUCTS OF ALL VARIETIES are found every month in H&H 
New products section. This month it starts on page 178. 


THE LATEST TECHNICAL DATA is reviewed every month in the 
Publications columns. You'll find them starting on page 198. 


SIX RULES FOR A SAFE DEVELOPMENT were uncovered in a 
study of Los Angeles tracts. You can use these rules right now. 
See page 184 . See page 204. 
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K&M Shingles add power to your sales pitch! 


Low-cost K&M Asbestos-Cement Siding and Roofing Shingles 
arouse prospect interest at first glance. Styled in a wide 
range of modern colors, they’re loaded with eye appeal. 


They're also tough, durable and practically maintenance- 
free. K&M Asbestos-Cement Shingles won’t burn, rot or 
corrode. Never need protective painting. Silicone-treated 
K&M Siding causes dirt-bearing water to “ball up” and 
roll off. 


You have the advantage of offering a known ‘‘name”’ brand 
to highly brand-conscious prospects. Extensive national 
magazine advertising has built confidence in and recogni- 
tion of K&M Asbestos-Cement Siding and Roofing Shingles 
among millions of prospects. Their confidence gets an 
extra boost from the Good Housekeeping Seal of Approval 
that K&M Shingles have earned. 


And K&M Shingles give you extra profits. They’re low in first 
cost. Easy and economical to install. K&M Siding and 


Roofing Shingles are made of asbestos fibers joined with 
portland cement. Or, you may prefer to combine K&M 
Asbestos-Cement Siding with high-quality, durable K&M 
Asphalt Roofing Shingles. 

For more information, see our catalog in Sweet’s Light 
Construction File. Your building supply dealer has K&M 
Shingles. Put them on your materials list now. 
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THESE WOOD FOLDING DOORS har. 


monize beautifully with interior wood 


trim, paneling, and furniture. Select 


from natural veneers of pine, oak, birch, 
Philippine Mahogany. And PELLA Doors 
feature new whisper quiet operation. Avail- 


able in stock and custom sizes. 


WOOD FOLDING DOORS 





(Ree. 
Gerald B, Cox. Architect ¢ H, George Schloemer, Contractor 
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ROLSCREEN COMPANY, Dept. J-33 
Pella, lowa 

Please send literature 

featuring PELLA WOOD FOLDING DOORS. 
FIRM NAME 


ADDRESS 
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ATTENTION MR. TEL. NO. 
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a 
KEWANEE'S FINEST 
WINDOW 


ATTACHMENT 


| @ ONE MAN RAPID INSTALLATION. 

@ STOPS LABOR WASTE—no steel or wood bucks 
to strip, clean and haul. 

| @ PROPERLY INSTALLED, NO LINTELS NEEDED. 

, @ ENDS EXPENSIVE CALL-BACKS, FINISHING 

im PROBLEMS. 

@ 3 STANDARD WINDOW SIZES jin 3 full wall 
thicknesses 8”, 9” and 10”. Special wall thicknesses 
on request. 

CORRUGATED WINDOW WELL (OPTIONAL) 
— Specially designed to fit Uni-Forms. 

@ INSTALLS IN SECONDS—All you do is back off 
screws in face of window frame . . . position cor- 
rugated well . . . tighten screws. No need for 
studs, cement nails, lag bolts, etc. Screw driver 
does the job. 

@ 6 STANDARD WINDOW WELL HEIGHTS, 
12” thru 36” in both round and straight types. 


OTHER KEWANEE BASEMENT WINDOWS 
Standard e Master @ Aluminu 
(All available in both putty and odiidams’ tes. ) 
PACKAGED WINDOW PUTTY GLAZED 
KEWANEE STEEL BUCKS 





























eS weees GE SLIDING WINDOW KEWANEE STEEL Thy 
es DOOR FRAMES we | 
3 Types for 
Residential Use! 
} 
@ KEWANEE PLAS- | 
TERITE For plaster | 
walls . . . RAPID 
INSTALLATION. | | hy 
Le @ WAL-TITE For %” | | 
EO or Y%" Dry Wall... 
CEE Use before dry wall 
Ne is applied. RAP- 
high ID INSTALLATION. 
Pre-assembled. Pops right into opening 
. . big labor savings. Completely | ® eee Use “a | 
weather- proofed . . . operates with a dry 3 MIN. is INSTAL- 
“cushioned ride,’ vents easily removed LATION. i 
from inside only, self-locking hardware. 














See your dealer today or write to... 


KEWANEE MANUFACTURING COMPANY 














; 258 FULLER AVE. * KEWANEE, ILLINOIS ; 

i 
7 NAME 
t FIRM ; 
ADDRESS ; 
city STATE 








One Exclusive Franchise 
Available in Each Open Mari 


Unusual Growth Distributorship Offered 


In Distinguished, Highly Profitable 


Business With Secure Future 


The leading manufacturer in a dy- 
namic young, but proved-by-success 
national industry, has a single pro- 
tected franchise in each open area 
for individual or group able to meet 
highest qualifying standards. 
During the past few years, we 
have selectively built up a national 
organization, providing a field sup- 
port team to train our distributors 
and provide continual assistance at 


Why Your Business Will Be Secure, 









all levels, including company-pai 
advertising and publicity. Theiry 
cess is documented. 

Today, there are only 29 rem. 
ing “blue-chip” distributorships » 
the U.S. No franchise fee is require 
If you are qualified by reputatiy 
and experience, a low five-figure» 
vestment is sufficient to establig 
you in this solid business withs 
unlimited future. 


Competition Negligible 





You will be part of a dynamic in- 
dustry, whose sales already register 
high in the millions. You will be rep- 


resenting the Number One company 
in the field, the International Swim- 
ming Pool Corporation, and enjoy 
the full impact of a national brand 
known to every man, woman and 
.@ name synonymous with 


child.. 
swimming pools. 


Our product, Esther Williams 
Swimming Pool for homes and mo- 
tels, capitalizes on the name, per- 
sonality and sales appeal of this 
great swimming celebrity, through 
whose personal efforts it is now pos- 
sible for people of ordinary means 
to enjoy what used to be a rich 


man’s luxury. 


You will be demonstrating and 
selling the first great advance in 
swimming pools in twenty years. The 
Esther Williams pool is all concrete, 
in-the-ground, beautifully designed 
with complete top-quality equip- 
ment. Easy to sell, simple to install, 
fully guaranteed. It offers exclusive 
safeguards, including a safety ledge 
and strong safety cover. Unique 
water-saving filter recirculates 


water, giving it diamond sparkle. 


The pool carries both Good House- 


keeping and Parents’ seals, assur 
public acceptance. Available in 
eral sizes, it is priced within 
budget of most homeowners st! 
financing is easily available. Nate 
ally advertised on TY, Radio! 
Life, Better Homes & Garies 
Good Housekeeping and other pi 
lications. 

If you need further proof, le 
send you the names of a represett 
tive list of our distributors. (te 
with them on their present suc 
and future prospects. 

As growth potential is great, # 
can consider only corresponiitf! 
successful businessmen. Teciinit 
knowledge in field of general 0 
tracting advantageous but n0t# 
sential as standardization simp 
the pool construction. Annual s 
ice contracts provide continu! 
income. 

We will appoint distributes 
open areas at once as the first 
of Spring will heighten consi! 
demand. (Dealerships also ## 
able.) Write today outlining ™ 
qualifications. Address Preside 
International Swimming Pool (0% 
135 East Post Road, White Plt 
New York. 
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FOR THE ARCHITECT OR DESIGNER: new, slim 
joining mullion provides the advantage of 
attractive horizontal lines. 


FOR THE BUILDER: Twin lights in Single 
Frame speed construction. 


FOR THE HOME OWNER: The “double-hung” 
look with all the conveniences of modern 
awning windows. 






4 twinlite 


the awning window with young ideas 


Composed of a fixed window at the top and a ventilating 
unit of equal size at the bottom, PELLA TWINLITE is available 
in seven modular sizes, including 32” x 44” frame widths. 
In addition a picture window in combination with a ven- 


tilating unit is also available. 


Features like these are standard equipment: self-storing 
screens, in-the-sash storm panels, underscreen operator 
with exclusive Glide-lock, and complete weatherstripping. 
And!...they can be installed on their sides to form beau- 


tiful casements with narrow mullions. 


For complete details, check and mail coupon today. 


1, new tWlAhite wonoe 
























penn nn nn nn 1 
| ROLSCREEN COMPANY Dept, J-31, Pella, lowa | 
I Please send detailed literature describing Pella’s new TWINLITE e P | 
combination fixed and ventilating windows. oa 
i Name l 
| Address cogiakn i 
| Company I 
1 Title a | 
City. Zone. State. 



































Technology 


R®UND TABLE 


Z-wize #2, #14 
ROUGH HDWE., BOXES 
DEVICES 
“ENTER & FEEDER CABLE 


PANELS 5 EAKERS 
a ae A 
iL, < od 


FIxTUREs 




















20% OVERHEAD & sicanted 43.69 





total cost $262.12 


inadequate 


..for a little more money... 


180% 
Bette a= 
power 
for 
light 


LIGHTING & 
PWG-IN 
Equipment 


Be 2-wike #12 (3 cimcuits) 
4 
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ROUGH HDWE , Boxes i . : Disposen | 











PANELS & BEGCAKERS 
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Le 


FixTuRes 
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20% OVERHEAD &PROFIT ~=SZ94 




















total cost'$317.68 
adequate 4v inadequate-conventiona. adequate 
. tk 


..you can get a lot more power 


Adequate wiring now costs little more than outmoded wiring 


Re ee he = 


FStart Adequate Wiring Program Here: 


HOME SECTION 


The Detroit News 


Builders Get 
Peek of Future 


DEMONSTRATION RESULTS attracted wide 
public attention in Detroit newspapers.” 


“Many houses could have adequate wiring for a little more than 
today’s average cost of inadequate wiring.’—Wiring Round Table 
report (H&H, Sept. *56). 


Last November, the National Electrical Manufacturers Assn., the 
Electrical Assn. of Detroit and the Wake-Pratt Construction Co. 
teamed up to wire a demonstration house following many of the 
Round Table recommendations. The results released by NEMA and 
EAD (and charted above) show that available capacity for lighting 
and plug-in equipment can be increased by 180% for only a 21% 
increase in cost. And labor costs probably would have been lower 
if the electrical contractor had more experience with the system and 
equipment used, hadn’t run into unexpected installation problems. 


Why is a big increase in capacity desirable? Because consumption 
has been doubling every 10 years. In 1937, the average household 
consumption was 805 kwh per year; in 1947, 1,438 kwh; in 1957, 
3,164 kwh; and by 1968, predicted usage is 7,000 kwh. More appli- 
ances, new types of heating and cooling equipment, and other future 
developments will require higher capacity wiring systems. Says 
NEMA house-wiring expert John Bigge: “If (adequate) systems are 
installed initially, they can be expected to save the owner hundreds 
of dollars of additional wiring expense by the time the mortgage 
is paid up.” 





ng 


than 


EBR\ 


KIT SUBPANEL 
FEEDER TO 


ale) 


APPLIANCE 


LOAD 
CENTER. 


































































































ts 


wiRE RECEPTACLE 


WIRE SPLIT RECEPTACLE (BoTH HoT) 


(ow 2 c1RcuUITS) 


WwiRE SPUT RECEPTACLE (1 SwiTcHED) 


(on 1 Crecuit) 
wire 
eZ wiRe 


WIRING DIAGRAM of demonstration house shows two main loops 
(forming split perimeter loop) of 3-wire No. 12 cable. One serves 


























bedrooms, the other swings through utility room, hall, bath, living 
room. Kitchen wiring in this plan is taken off kitchen subpanel. 


Three-wire split perimeter loop is key to the big increase in capacity 


This type of wiring loop (perhaps the most important 
Round Table recommendation) provides the house with twice 
as many circuits for lights and plug-in equipment as a loop 
of conventional wiring. How? Each three-wire No. 12 cable 
(two “hot” wires and a ground wire) carries two 20-amp 
circuits; so there are two separate circuits (totaling 40 amps 
or 4800 watts) available at each duplex receptacle (see dia- 
gram at right). This is 2.67 times the 15 amps (1800 watts) 
provided by conventional two-wire No. 14 cable. And a three- 
wire @able can supply 240 volt power for air conditioners or 
heat pumps (see diagram, right). With conventional wiring. 
installing a 240-volt appliance means rewiring. 

Switched outlets are provided by using one of the hot wires 
'o a duplex receptacle as a switch leg (see diagram above). 
0 the wiring diagram there is a code violation: one kitchen 

‘cuit supplies a living-room outlet, and living room circuits 
supply a kitchen outlet. But with so much capacity, this is 
ile and efficient, according to the National Electrical Manu- 
‘ucturers Assn. and the Electrical Assn. of Detroit. 


‘RY 1958 


iZoV \ wep) £ 


120 ¥ (BLAcK) 





GROUND (wHiTe) 





42-22. ee on 


240 VOLT 
RECEPTACLE 


SPuT VOLT 
ZO VOLT PUPLEX 


THREE-WIRE CABLE provides two 120-volt circuits, 240-volt power 


continued on p. 164 
































John Hass likes Bildrite best 










round Hyattsville, Md. (near Washington, 
D.C.), Hass & Carson are known as builders 
who never put up a “cheap” house. Yet hundreds 
of their homes have sold for less than $14,000; and 
today the price range is $14,650 to $15,850. 
John Hass, who bosses construction for the firm, 
says sheathing is a key item, both for strong, snug, 
solid walls and for really important cost savings. 
And for 14 years . . . since the first year he started 
in business . . . Hass has used nothing but Insulite 
Bildrite Sheathing. 
“We use 30 sheets of 4’ x 9’ Bildrite and 8 sheets 





4’x 9’ size avoids “piecing out,” in vital sill area 
between foundation and sidewall. One man can easily 
lift, carry and nail a big, light 4’ x 9’ Bildrite panel. 
Applied, it makes a solid, tight, strong insulating shell 
from eave line to top of foundation. 


“Two men can close in a house 
in 6 hours,” says Hass 


of 4’x 8’, on an average house,” says John Hass. 
“Just stack it by the foundation; never have to 
worry about rain hurting it. As your picture shows, 
we use almost every cut-off piece to fill the areas on 
gable ends. Bildrite cuts easy, nails up perfectly, 
makes a strong, warm, wind-tight wall, and leaves 
almost no waste. Best of all, two carpenters can 
close in a house completely in 6 hours.” 

Want to speed up your building .. . reduce waste 

. and add more strength and insulation without 
extra cost? For facts on Bildrite Sheathing, write 
us—Insulite, Minneapolis 2, Minnesota. 


They sell like hotcakes, at around $15,000; and 
typical Hass & Carson home features 3 bedrooms, living 
room, dining room, kitchen, wall oven, entrance hand- 
rails, broad concrete driveway. Small, highly-trained 
H&C crew enjoys steady work the year around. 


build better, save labor, with 


INSULITE 


Prerssine INSULITE, made of hardy Northern wood. /nsulite Div 


15 





INSULITE AND BILDRI 


Bildrite Sheathing 


n of Minnesota and Ontario Paper 
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PRESSURE-LOCK DEVICES have no screw terminals, connect fast. 
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NON-METALLIC SHEATHED CABLE was easily run through studs. 


3S wire 
RECEPTACLE 
CiRCVITS TO 
BEDROOMS 
3 uree 
KRECePrracce 
CIRCUITS TO _ 
LiviNG &M., 
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MAIN PANEL provides the main disconnect for kitchen subpanel. 


continued from p. 161 





Push-in type wiring devices save labor time 


The wiring devices used in the demonstration house pro- 
vide two major advantages: 1) they’re faster and easier to 
install than conventional devices, and 2) they'll probably 
never have to be replaced. 

The devices are the push-in or pressure-lock type. The 
electrician need only strip and insert the wires in the holes 
provided to make a tight, lasting connection. No time is con- 
sumed bending wires with pliers and tightening outmoded 
screw terminals with a screwdriver. 

The wiring devices used in the house are “specification 
grade,” have a U-type slot for plug blades so that each blade 
makes firm contact on both sides. In “competitive grade” 
devices the blade makes contact on only one side so that the 
device operates with more heat and less tension, increasing 
the frequency of arcing. The arcing in a “competitive grade” 
device can use up contact metal in a relatively short time, 
making it necessary to replace the device at a labor cost of 
at least $2. 


Non-metallic sheathed cable minimizes wire cost 


Installed cost of non-metallic sheathed wiring (like the 
Romex shown in photo, left) is about 15% less than armored 
(BX) or any kind of conduit, the Round Table reported. 
But backward codes and restrictive practices still make some- 
thing like one house in four pass up the economy of non- 
metallic sheathed cable. 

In the demonstration house, No. 12 cable was used instead 
of the usual No. 14. No. 12 carries 33% more current for 
only 20% more material cost than No. 14. The smaller 
wire, adequate a decade ago, requires too many small circuits 
to meet today’s much greater current demand. 

The extra cost of the No. 12 three-wire cable may come 
down too, if enough people use it. Howard Stevenson of 
Detroit Edison, puts it this way: “If all homes use three 
No. 12 conductors instead of the present conglomeration of 
conductors (three 14’s, two 14’s, two 12’s, two 14’s with a 
ground wire, etc.) manufacturers can possibly do something 
with the price of their product.” 


Distribution panel cuts need for single main switch 


In the demonstration house, handle ties are used on pairs 
of circuit breakers, so all service can be cut off with four 
motions of the hand (codes specify a limit of six hand 
motions). But breakers will trip independently when one of 
the two circuits in a three-wire cable is overloaded. This 
assures no blackouts (the other circuit will still feed some 
lights in every room), and complies with the code while 
eliminating the need for a main switch. If handle ties were 
not used, a main switch (cost: $6 to $60) would have to be 
placed ahead of the distribution panel. 

Ideally, with the kitchen close to the main panel, no sub- 
panel would be required for the kitchen circuits. In the 
demonstration house, however, the GE unit kitchen came 
complete with subpanel. 

The two 50-amp breakers on the distribution panel (left) 
serve this subpanel that feeds three extra lighting and plug- 
in circuits in the kitchen area. With the four circuits shown 
at left on the main panel, these make up the total of seven 
light and plug-in circuits for the house. 
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Baseboard raceways keep circuits out of walls 


As an addition to the demonstration, baseboard receptacle 
raceways (not shown on diagram, p. 161) replaced most in- 
the-wall circuits in the bedroom wing. In the rear bedroom, 
National Electric Products raceway (above) provides split- 
wired receptacles 60” o.c. all around the room. 


Raceways can reduce inspection time and labor 


Many experts believe surface raceways will soon be the 
cheapest way to provide outlets in nonbearing partitions 
erected after the perimeter walls are completed. They can be 
installed and inspected at the same time as the finished wiring, 
require one less call from the electrician, only one inspection. 


















Raceway cost should come down with wider use 


[he demonstration house showed that some contractors and 
builders will need more experience in working with surface 
iceway before installed costs can come down. But Builder 
Bob Schmidt of Beria, Ohio—who uses surface raceway to 
get the advantages of one-stop wiring and one-stop inspection 
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And the demonstration house used three different surface raceways 





















In actual practice, the baseboard raceway would be 
mounted on the finished wall and not on studs as shown. A 
three-wire No. 12 harness complete with receptacles is set 
into it. Cover is snapped on to complete the job. Material cost 
for the room: $24.72. When one hot wire in the three-wire 
harness is used for a switch leg, a fourth conductor can be 
spliced in (right, above) to provide future 240-volt service. 





In the front bedrom, two Wiremold raceways were used, 
one with split-wired receptacles 60” o.c. and the other using 
30” centers. Wiring harnesses are placed in the raceway 
channel and covers snapped in place. Photo at right above 
shows 240-volt receptacle on same three-wire harness supply- 
ing the duplex 120-volt split-wired receptacle (see detail, 
page 161). Material cost for the room: $26.54. 














in his integrated building operation—says that he can now 
use the raceway at less cost than conventional wiring. 

In the middle bedroom of the demonstration house, a two- 
wire plastic raceway by Bulldog was used. A special fixture 
(right above) feeds the hot wires of the cable to the hot wire 
of the strip on either side of the room. Material cost, includ- 
ing 12 movable single receptacles: $12.53. (END) 









Five Star Home 2809-C: Four-bedroom home for large 
family. Space planned to accommodate many activi- 
ties going on simultaneously. Traditional exterior 
treatment; formal living and dining roo access 
from rear to family room for outdoor serving; two- 
way fireplace. 
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Five Star Home 2809-B: Maximum benefit from split 
level planning. Exceptional site-adaptability. Uninter- 
rupted roof line; front entry hall for whole-house ac- 
cess; vaulted ceilings for spaciousness in main level. 
“xcellent division of activities through inspired multi- 
level planning. 














Five Star Home 2809-F: Outstanding plan arranged for 
convenience, enjoyment of family life. 50’ width of 
house planned for narrow lot. Kitchen core between 
formal-informal living areas. Excellent play supervi- 
sion. Baths-hall-utility core for quiet bedrooms. 





Five Star Home 2809-A: Smallest of 6 Idea Homes, but 
outstanding plan for family living. Overall, 28’ x 48’. 
Convenient kitchen-to-terrace serving. Indoor-out- 
door access from main living areas. Alternate carport 
locations for terrace privacy allow great adaptability 
to lot location and size. 
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e Star Home 2809-E: Subtle blend of modern and 
raditional, for convenient, up-to-date living. Central 
al] for space-saving access to any room. Plan adapt- 
ble to 4th bedroom, family room or study. Dining L 
niarges living area. Convenient kitchen, big enough 
‘uble as sitting area, playroom. 
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Five Star Home 2809-D: A U-shaped plan to enclose a 
screened living area. Small glass areas between roof 
beams give additional light. Window areas open on 
screened court for privacy. Protected family court (on 
south) adaptable to all climates. Children have own 
wing, bath, and access to family court. 


GET IN EARLY! 


BH&G 1958 Idea Homes will 
work for you from the minute 
they’re opened to the public. 
Tie in now—to be sure of get- 
ting an exclusive franchise in 
your area send in the coupon 
today! 


There's nothing so powerful as an idea in selling homes to 
the American public! Since 1953, more than 9,000,000 people 
have turned out to see BH&G Idea Homes. Why? Because 
they've come to associate these homes-of-the-year with the 
newest, the best ideas in home building! For 1958, BH&G 


/, ot America reads BHaG 


4,500,000 COPIES MONTHLY 


the family idea magazine 


1X 


BH&G Idea Home Models 


FOR 1958 PROMOTION! 


—most exciting, most flexible program we've ever offered to meet your needs! 


offers you not one, but SIX Idea Homes— increasing the 
range of what you can offer your customers, broadening the 
appeal of your own program for the year. To bring out the 
crowds, ring up more actual sales in 1958, tie in with this 


great promotion! Send in the coupon below. 


Director, Idea Home Program 
Better Homes & Gardens 
Des Moines 3, lowa 


Please send me, without obligation, full information on the following 
BH&G Five Star Homes 


42809-A 2809-8 2809-C 2809-D 2809-E 2809-F 


(circle numbers you are interested in 


Organization 


Address 




















































Here’s the nearest thing yet to a home buyers’ department store 
















TYPICAL MERCHANDISE DISPLAYS are in 
dining area of 1,184 sq. ft. model... 








.. . kitchen of smallest house (480 sq. ft.) ... 


At a single location just six blocks 
from the center of Champaign, IIL, 
families can now shop for a new house 
—and most of the things that go into it. 

The new kind of merchandise mart 
that makes this possible is Clarence 
Thompson’s “House and Home Style 
Center” (above). It sells home furnish- 
ings, appliances, garden equipment and 
landscaping. And all these products are 
displayed in and around four houses, 
which are also for sale ($5,000 to 
$20,000 without land). 

The center, opened in December, is 
a team effort to perk up demand for 
new homes and home products. Sponsor 
Thompson, a Champaign lumber dealer, 
heads up the Lumber Dealers Research 
Council (he helped pioneer Lu-Re-Co. 


wall panels and- roof trusses). Co- 
sponsors are 18 local merchants. 

Thompson built the center’s houses 
on land which he leases. He retained 
Design Consultant Bill Pusey of Cham- 
paign to coordinate color schemes, land- 
scaping and furniture arrangements. 

Co-sponsors, who share advertising 
and maintenance costs, use the houses 
to give the public “a living view of 
their products in action.” 

No one-shot deal, the center is a 
permanent merchandising mart. Dis- 
plays will be changed often. And even 
the houses themselves will be replaced. 

Says Thompson: “If a buyer wants a 
new home in a hurry, he can buy tt 
right off the shelf—-have it moved to 
his lot and ready to live in in a week.” 


. and living room of second largest model (1,344 sq. ft.). All products are for sale 
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Sales leads: 


Stick to one color inside your model 
house. That’s the advice of C. Tony 
Pereira, Los Angeles color consultant 
and exponent of the “lived in” look in 
model homes. He says: “Use several 
shades of the same color. That way, 
you get a more unified look in your 
model. What’s more, the house looks 
bigger than if you mix up colors.” 


“Business is better’’ buttons, worn 
by his salesmen, worked wonders for 
Bill Underwood, Jackson, Miss. In one 
month, he sold more houses than in the 
previous three. 


““Code-breaker’’ house stirs talk 
about Clayton Powell’s homes in Savan- 
nah, Ga. It has above-the-slab plumbing. 
wall-hung toilet and end-drain tub. Says 
Powell: “Keep tongues wagging about 
your houses if you want to keep sales 
moving.” His other talk _ starters: 
acoustical tile in some houses, variety 
of roof pitches and textures—cedar 
shingles, asphalt shingles and built up 
roofs. Powell builds fast, too. For the 
full story, turn to page 139. 


“Sold”’ signs on houses don’t help 
sales, says Bill Beck of Odessa and Mid- 
land, Tex. “On the contrary, they dis- 
courage prospects who want a house 
just like one that’s already sold. All our 
houses carry ‘For Sale’ signs until some- 
one actually moves into them.” 


Direct-mail selling is given a new 
twist by Cooperative Home Builders, 
Chicago. Pictures of a 12-year-old girl 
are featured in the builders’ letters, 
brochures and other direct-mail adver- 
tising. Reason? Sales Vice President 
Gene Dreyfus says repeated use of the 
child’s picture makes it a company 
identification—symbolizes the full, fam- 
ily life at the company’s tract. 


Builders get sales help from a sup- 
plier in Dallas. The McAtee Co. picked 
several top builders for a merchandis- 
ing session on its products (including 
Iruscon steel windows), then featured 
the builders one at a time on a series of 
local TV shows. Result: many more 
visitors to the builder’s models. 


What’s his income? Despite some 
salesmen’s misgivings, it’s easy to find 
out what prospects earn, says Pittsburgh 
Merchandising Specialist Stan Edge. 
Advises Edge: “Just look the customer 
in the eye and ask him.” 


Gifts to buyers build good will for 
1. P. Yancey of Newport News, Va. 
Yancey sends gifts (movie tickets, cer- 
Uncates to restaurants and service sta- 
lions, ete.) and welcoming letters to 
families when they move into his houses. 















Why not show them the hidden assets they can’t see? 


The two home buying prospects 
above are “seeing a wall built.” 

They are watching a slide-type dis- 
play—United States Gypsum Co.’s 
“New Home Evaluator.” The display is 
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part of USG’s “Hidden Assets” pro- 
gram to help builders merchandise what 
home buyers cannot see on the surface 
of a new house. It shows any 12 of 100 
hidden products and features. 


Disc jockey plugs Florida 
tract from a model house 


In Bradenton, Fla., Bayshore Gar- 
dens sponsors an on-the-spot disc-jockey 
program to maintain its sales pace—10 
to 15 houses a week, according to Ad 
Director Alan Morton. 

Disc Jockey Tom Gillies of Braden- 
ton’s WTRL broadcasts “Sunday on the 
Sun Coast,” a five-hour weekly show, 
from a model house at Bayshore Gar- 
dens. Between records, he talks up the 
development’s advantages and _inter- 
views model-home visitors. 
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Are other builders’ houses diverting your prospects? 


Faced with that problem, Cameo 
Home Builders of Detroit relocated 
their models near a main highway and 
fronted them with the broad entrance 
road and colorful, brightly lighted sign 
shown above. Result, says Cameo’s 
Mort Blum: “More traffic, more sales.” 





Previously, Cameo was not getting 
all the prospects pulled by its ads. 
Reason: its models were located at its 
tract—smack in the middle of a new 
5,000-home community; prospects were 
often diverted by competing projects 
before they reached Cameo’s homes. 


continued on p. 172 














New cabinet lavatory—new wall-hung 


Stunning New Gracelyn Cabinet Lavatory has one-piece china bow! 


and counter top. Unbroken surface is easy to clean. It has wide counters Jy 

for toiletries and convenient storage space in the stylish cabinet. 

Double doors feature magnetic catches. Legs for 31’’ or 34” floor to IR 

. ° F P ° °K x 

lavatory-rim height ... have adjustable leveling tips. Comes in 32’, By 

36’, 42” lengths, 18’’ width. Cabinet in neutral beige. ¥ 

Amenican-Standard and “Standard” are trademarks of American Radiator & Stondard Sanitary Corporation 
There's an American-Standard water heater for every size home 
e 


Optional! Two- 
temperature mixer 
delivers piping-hot 
water to clothes 
and dish washers, 
Arcogias Arcogias Arcostee! Arcosteel Arcogias Arcosteel Tabletop comfortably hot 
Deluxe Standard Deluxe Standard Deluxe Standard Deluxe water to bathrooms. 


4 gas models 3 electric models 
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unfpilet add extra sales appeal to homes 


a bow! [= New Wall-Hung Norwall Toilet has blend-in design... gives bathrooms —_ New single-lever faucet gives 


yunters : that “look of tomorrow.’’ Completely off the floor, it makes cleaning src.» with the fick of a 
abinet. [Rm of fixture and floor a snap...no more awkward reaching on hands and cold water and regulate . ater 
loor t0 JR knees. For easy cleaning, it has a contour seat and cover that snap off American-Standard, Plumbin g & 
in 32", : by releasing push buttons on either side. The Norwall hangs on com- New York 18,N.Y. 


bination carrier and drain. Installs easily on standard 6” stud wall. 





















































What the leaders are doing 


New ideas in home design get lip 
service from plenty of builders but 
action from only a few. One who acts 
is Frank Robino of Wilmington, Del. 

Robino had his biggest year in 1957 
—sold well over 200 homes, double his 
‘56 volume. Big reason for his success 
last year: a pair of fast moving split- 
level models. 

But he wasn’t satisfied—wanted an 
even more salable house for 1958. So he 
worked with Architect Howard Green- 
house to design the unusual split-level 
model shown on this page. 

Robino’s new split stands out be- 
cause it has two short stairways from 
grade level to living areas (see draw- 
ing above). The front stairway leads 
from the foyer to the living room, the 
back stairway from the family room to 
the kitchen. Result is something new in 


continued from p. 169 


Something new for a split: give it “front” and “back” stairs 


split-level design—a circular traffic plan. 

This is a boon to a family with chil- 
dren (Robino’s average buyer has two 
children, according to a recent market 
analysis). Children can enter the kitch- 
en from the backdoor without passing 
through the living room. The house- 
wife can look down the backstairs to 
the family room, thus keep an eye on 
children playing there. 

Robino’s new model stands out in 
other ways, too. For instance: 


@ It’s a lot of house for the money— 
1,673 sq. ft. of living space (plus a 490 
sq. ft. basement and a one-car garage) 
on a 70’x120’ lot for $16,300. 


e It has a front porch (see photo 
left) that gives it a lower look than 
most splits and shelters the front door. 
garage door and family-room window. 
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continued on p. 3 
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This sticker is a profit builder. 


It reminds home buyers that the windows in the home 

* they are about to buy are equipped with the finest metal 
weatherstrip and sash balance available . . . Zegers 
Dura-seal. This ‘‘Advertised in LIFE”’ sticker helps you 

sell the quality features in the home you have built. > Fa ene | 
Dura-seal is the only product of its kind backed by national 
advertising. Let this sticker work for you! Contact your 
lumber dealer—he will show you an actual sample and ie its 
explain the many Dura-seal benefits. Zegers, Incorporated, an Bas) vazad mt elbengenead : een 
8090 South Chicago Avenue, Chicago 17, Illinois seal and the entire promotion program back of it. 


DURA-SEAL COMBINATION METAL WEATHERSTRIP SASH BALANCE 


| 














Beginning a 3-page ROUND-UP OF TOOLS AND EQUIPMENT 


New gravity-fed nailer drives 


Now you can nail down roof sheath- 
ing and rough flooring in a fifth the 
time it takes a man with a hammer. 

The Wizset electric nailer operates 
on house current or any other 110 volt 
ac circuit. A Bosch electric hammer 
drives the nails which are fed from a 
spring-loaded storage cartridge. The 
prototype cartridge, developed for the 
manufacturer by Midwest Research, 


29” power trowel 


Newest addition to the Master trowel 
line is designed to work the largest area 
and still pass through 30” door. 

Like all Master trowels, the 29” unit 
has an automatic clutch. A handy push- 
pull lever on the handle adjusts the 
angle of all three blades while the 
trowel is running. A throttle on the 
handle gives the operator full control 
at all times and a “dead-man” control 
idles the trowel if the operator lets go. 

Power is a 2% hp gasoline engine. 
Weight: 77 lb. Price: about $265. 

Master Vibrator Co., Dayton 


For details check No. 2 on coupon, p. 200 


three nails a second 


holds 324 8d box nails but cartridges 
can be adapted to hold nails from 6d 
to 20d. The cartridge is quickly re- 
loaded with an automatic sorter. 

Nail placement can be exactly con- 
trolled by the operator; each nail is 
properly set by the multiple-blow ham- 
mer. The nailer can be readily de- 
tached from the hammer so the hammer 
can be used with other attachments to 


New gun for multicolor paints 


Gray Co. has a new spray gun for 
use with many short-run colors. 

The self-contained unit fits right on 
a five-gallon paint can, sprays direct 
from the shipping container. The air- 
powered pump (it operates on the same 
principle as an auto fuel pump) mixes 
and pumps all new multicolor paints as 
well as standard paints, primers, seal- 
ers, etc. The unit requires no bleeding 
when changing colors so changes can 
be made in seconds. Spray is available 
immediately when the gun is opened. 

Gray Co., Minneapolis 


For details check No. 3 on coupon, p. 200 





drill, gouge or scrape concrete, or with 
various size shovels for trenching. 

The machine is spring loaded so that 
it can be efficiently and easily operated 
without throwing any weight load on 
the operator. 

Complete with hammer, nailer and 
sorter: $695 fob Kansas City. 

B&H Homes, Kansas City. 


For details check No. 1 on coupon, p. 200 


Here’s a safer stud driver 


Studs driven with Remington’s new 
model 455A will not fly free if mis- 
takenly fired into soft wood, sheet 
metal or plaster. 

A captive piston is threaded to each 
stud before the stud is loaded into the 
driver. If the stud is overdriven by as 
much as %”, the piston is stopped }) 
an aluminum buffer in the guard. 

After a normal shot, the driver 's 
simply turned 45 degrees to free the 
piston which can then be unscrewed 
from the stud. 

Remington Arms Co., Bridgeport 


For details check No. 4 on coupon, 
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New all purpose crawler-loader 


This new loader can do most of the 
jobs you will meet with in doing your 
own land development. 

There is a choice of bucket sizes for 
digging, moving materials and loading. 
Attachments include backfill blade and 
fork lift. Outfit can be furnished with 
heavy-duty scarifier which attaches to 
rear of tractor. 

John Deere, Moline, III. 


For details check No. 5 on coupon, p. 200 


Wheeled loader is first in new line 


New Case loader has 4-wheel drive. 
rear wheel steering, new short, rigid lift 
arms that lower center of gravity, make 
the machine safer and more stable. 

The unit has a forward reach of 
6242” and lifts to a 7’ dump height. 
Rear wheels carry 40% more weight 
than the front wheels so there is no 
tendency to buck when digging. 

J. I. Case Co., Racine, Wis. 


For details check No. 6 on coupon, p. 200 





New products 


Trencher for small builders 


The new model 77 Parsons ladder 
type Trenchliner is designed for utility 
work of the sort called for in most new 
home developments. The unit, which 
can be fitted with a variety of sizes and 
types of trenching equipment, is just 
going into production. When available, 
the new trencher will sell for about 
$7,000. 

The Parsons Co., Newton, Iowa. 


For details check No. 7 on coupon, p. 200 
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This unit can do almost any loading, digging or moving job at the roughest site 


New utility wheeled tractor, the Inter- 
national 330, has built-in power capa- 
ty for handling heavy-duty backhoes, 
hoisting 4,000 Ib. loads with a fork lift, 
lifting 1,250 Ib. loads with a front- 
unted loader. 
Over 35 types of utility equipment 
available as options, including 


Y 1958 


blades, mowers, snow plows and sweep- 
ers. With optional “Fast-Hitch” at- 
tachment, many items of rear-mounted 
equipment are available. With these it 
is possible to do a variety of utility 
jobs in one day with the least change- 
over time. 

Delivering 35 hp at the belt, the new 


utility model is heavier than most trac- 
tors in its class to provide the strength 
and traction needed for fast work even 
in deep mud. Power steering and an 
independent power take-off are also 
available. 

International Harvester Co., Chicago 


For details check No. 8 on coupon, p 200 


continued on p. 180 
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New products 


continued 


Reusable forms save $60 a house 


These 16-gauge sheet metal forms, 
with replaceable 58” plywood faces, are 
designed to speed foundations, save 
man hours and materials. The light- 
weight forms include both footing and 
wall, can be set up in less than two 


Sabre saw cuts up to wall 
Heavy duty sabre saw can do the 
work of a rip or cross-cut hand saw, 
jig or keyhole saw. At 3,300 strokes 
per minute, it will cut through a full 
2” of lumber with a %” stroke. 
Stanley Tools, New Britain, Conn. 


For details check No. 11 on coupon, p. 200 
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Here’s a double-acting sander 

This new Cummins sander can give 
either straight-line finish sanding or 
orbital rough sanding at the turn of a 
key, no parts need be removed or 
fitted. Retail price: $49.95. 

Cummins Portable Tools, Milwaukee 


For details check No. 14 on coupon, p. 200 


hours, stripped in 15 minutes. Avail- 
able in up to 8’ lengths, the 32” high 
forms are complete with panels, ties and 
tie puller. Cost: about $2,500. 

Proctor Products, Seattle 


For details check No. 9 on coupon, p. 200 


Low priced jig saw 

Latest addition to the Whiz saw line 
cuts 2” lumber, plastics, light metals, 
etc. Saw has heavy-duty motor, die- 
cast aluminum housing, oil-less bear- 
ings. Price: $24.95. 

Forsberg Mfg. Co., Bridgeport 


For details check No. 12 on coupon, p. 200 


B&D router has 34-hp motor 

Black & Decker’s new fine finishing 
tool has nearly 100 different bits and 
cutters. Depth adjusts from 0” to 1” by 
1/64” for a 14%” total feed. Weight: 
6% Ib.; price: $59.50. 

Black & Decker, Towson, Md. 


For details check No. 15 on coupon, p. 200 


Portable hot-spray unit 

Hot-spray package combines heater 
and pump in a portable unit that de- 
livers paint from the original five or 
ten gallon can. Heaters are 2,000 or 
3,000 watts, UL approved. 

The Spee-Flo Co., Houston 


For details check No. 10 on coupon, p. 200 


Medium price belt sander 


Porter-Cable’s new model 564 drives 
a 4” x 27” belt (22 sq. in. of sanding 
surface) at speeds of 1,250 to 1,500 
fpm, can be used for either hogging 
down or fine finishing. Price: $99.50. 

Porter-Cable, Syracuse, N. Y. 


For details check No. 13 on coupon, p. 200 


New orbital jig saw 

Skil’s new jig saw cuts up to 2” Jum- 
ber at 3,350 strokes per minute with an 
orbital action. The 60-cycle universal 
motor is available for either 115 or 220 
volt service. Price: $47.50. 

Skil Corp., Chicago 


0 


For details check No. 16 on coupon, p 
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1,500 
gging 
9.50. STYLED FOR DISTINCTIVE HOMES 
“a PRICED COMPETITIVELY 
p. 2 
You can now get custom styling at stock millwork prices. 
The modern LIF-T-VIEW pattern, shown here, is just one 
of the many new R-O-W styles designed to provide more 
architectural variety with quality windows. 
a Every builder wants his homes to have the flair of distinc- 
tive styling. That’s one reason why more and more smart 
builders and owners are depending on the full line of 
R-O-W window types and sizes. 
They are sold on the removable feature, too, and the 
LIF-T-LOX balance that makes raising and lowering WiINnnow SALANCE 
“finger-pressure”’ easy. All of this—plus the insulation and 
P beauty of fine wood—at competitive prices. 
ie ea R:-O-W and LIF-T-LOX are the registered 
vith e trade-marks of the R-O°W Sales Company 
hiversa 
2 220 See your local lumber dealer or write 
ReQOeoW SALES COMPANY + 1311 ACADEMY «+ FERNDALE 20, MICHIGAN 
, p. 200 
p. 182 
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Three more wall-hung toilets reach the market 


U-R unit makes a bid for homes 


Universal-Rundle, long in the 
manufacture of wall-hung toilets for 
commercial installation, enters the resi- 
dential wall-hung field with this close- 
coupled tank model soon to go into 
production. Designed for use with a 
6” wall, the unit has a carrier with a 
tapped side inlet for lavatory waste, 
and a 4” tapped inlet for toilet waste 
line. Lower fin-like bottom of bowl is 
necessary to get trap low enough for 
siphon action in flushing. 

Universal-Rundle, New Castle, Pa. 


For details circle No. 19 on coupon, p. 204 


Soon to be in production, new models by Universal-Rundle, Crane and 
Chicago Pottery (below) bring to six the number of tank-type wall-hung 
toilets* introduced within the last year. Ingersoll-Humphryes was the firs 
(H&H, March ’57). Since then, American Standard has introduced its first model 
(H&H, Nov. °57) and Apsco has incorporated a wall-hung unit in its prefab 
plumbing wall (H&H, Jan. °58).** 

Thus six manufacturers have solved the problem—which long held up in. 
troduction of this type of unit into homes—of getting proper flushing action in 
a wall-hung unit. They’ve done this by locating the waste outlet at the wall 
low enough (centered about 4%” to 442” from the floor) to get good siphon 
action (no problem in an on-the-floor toilet with its vertical waste line). 

Even with these new units, houses with more than one bath still can’t have 
completely above-the-floor plumbing, need a separate waste line through the 
slab for each bathroom. The reason: with all present wall-hung units, the 
waste line to the sewer must be located right below the toilet waste line, 
Because their outlets are so low and because most codes specify a 4” waste 
line, there is no room to make an elbow turn in the plumbing wall so waste 
from a second or third bath can be led above the floor to one central waste line, 

Further news is made by the development of a new carrier (left). By 
incorporating the waste connection as an integral and structural part of the 
carrier, Wade Mfg. Co. (Elgin, Ill.) claims to have produced a unit that will 
not only be much faster to install, but stronger. This unit can take a load of 
450 pounds 30” from the finished wall with only a .008” deflection. Wade 
will soon have a new carrier for back-to-back bathrooms, and both models will 
be available later this year with some of the new wall-hung toilets. 

*Wall-hung toilets with flush valves have been in commercial use for years. This type 
requires four gallons of water in the first 10 seconds. Few residential areas have the water 
pressure (15 Ibs. with the valve open on a 1” line) that this would require. 
**Por details on earlier units, check Nos. 17, 18, 20 on coupon, page 200. 





Crane wall-hung conceals tank Chicago tank is ciose-coupled 


This unit is mounted on the finished 
wall with the tank exposed and cov: 
pled close to the bowl for easy mail 
tenance. Designed for a waste line thal 
goes down through the floor in the 
plumbing wall, the unit has one of the 
quietest flushing actions on the market 


To make bathroom cleaning easier 
Crane uses an in-the-wall tank on their 
new unit. Tank is only 55%” thick 
(thickness of a 2x6 stud in plumbing 
wall). Steel panel covers tank and can 
be easily removed for maintenance. 
Waste outlet fits standard 4” line. The 


carrier that Crane uses incorporates the 
4” waste connection as an integral and 
structural part (rather than using a 
simple crossbrace through which the 
waste line is run). 

Crane Co., Chicago. 


For details circle No. 21 on coupon, p. 204 


says the manufacturer. Dimensions at 
2742” from front of bowl to wil 
22%4”x 956” deep tank size; bottom o 
the bowl is 112” above finish floor: an’ 
bowl height is 15”. 

Chicago Pottery Co., Chicago 


For details circle No. 22 on coupo 
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herell be a lot of changes in home building this year, mister! 
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a 0 ey «=Down? 
Out? 


Now’s the time to face up to the problems of your business, and 


o seek out solutions that will bring you steady growth, more profits! 
e finished 
and cov- Today’s competition favors the builder who operates home building operation, we want to talk to you. Show 
" ad at top efficiency. Who takes advantage of every time- you how the Harnischfeger Plan can root out the prob- 
de the saving, work-saving, money-saving method. Who weeds lems sapping at your profits, the hidden inefficiencies 
ne of the out every unnecessary expense, makes every working holding back your growth. Write us a letter and get the 
e marke: dollar work harder. Ignore these facts and only catas- full story. Select dealerships available in Wisconsin, 
sions 4 HA trophe can result. Illinois, Indiana, Ohio, Missouri, Iowa, Michigan, 
me If you’re genuinely concerned about the future of your Minnesota, and northern Kentucky. 
floor; and 
QUALITY in 

4 HARNISCHFEGER HOMES, INC 
por, P 204 3 H 9 7 ° 

& DEPT. HH-582 * PORT WASHINGTON, WISCONSIN + PHONE 611 
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i 
the all-new WASTE KING 


Si * DISHWASHER-DRYER 
with interchangeable front panels 





PLUS THESE 6 OTHER 
MOST WANTED BENEFITS 


to help sell your customers fast! 


@ Automatic pre-rinsing 


@ Better washing—even pots 
and pans 


@ Spotless drying 


@ Humidity-free drying for cool 
kitchens 


e Largest capacity—easiest 
loading 


@ Super-Hush quiet operation 


You get a complete color, texture 
and material choice to individualize 
the kitchens you sell. Stainless 
steel, copper, white, primed coat — 
ready for any color you desire. 
Adaptable for any wood panel you 
choose. Widest design possibilities 
ever put in an appliance! 


GET THE COMPLETE FACTS 


about the WASTE KING Super 
Dishwasher-Dryer. WRITE TO: 





WASTE KING CORPORATION 
3300 East 50th St., Los Angeles 58, Calif. 


DISHWASHERS ¢ DISPOSERS ¢ BUILT-IN ELECTRIC AND GAS RANGES ¢ INCINERATORS 





New products 


Built-in bathroom scale 








NuTone’s new scale is neatly out of; 
way when not in use, pulls down w 
it’s needed. 

The scale fits an opening 14%” x )y 
between 16” joists and attaches to jy 
with four screws. Outside dimensions wy 
closed are 164%” x 25%”. Scale pat 
unit is built into the inside of a steel d 
It has an easy-to-read dial, a wide 
area. Door latches when closed. 

NuTone, Cincinnati 


For details check No. 23 on coupon, p 


Rubber undercushion 


New undercushion for smooth suf ; 
floor coverings is claimed to have 
standing comfort and _ noise absom 
values. Called “Treadlite”, it is mat 
foam rubber bonded to felt; is intes 
for use on suspended wood floors wi 
linoleum, vinyl, or other sheet goo | 
tile. Comes in rolls 90’ long, 36" 5 
Cost will be about 29¢ a lineal foot, ri 


Congoleum-Nairn, Inc., Kearny, \) 
For details check No. 24 on coupon, >) 
t 









Insulating siding 


This aluminum siding has built-0” 


} 
tion and moisture control. Formed : 
num sheet is backed with °4” of ) . 
Koppers’ foamed styrene. Tiny ven!" é 
bottom edge let any accumulated mo ie 
ease out. The siding is claimed © h 
three times the insulation value as 


wood, yellow pine, or fir. The mv" 
is being produced in nine baked & 


colors. F 
Alsco, Inc., Akron 
For details check No. 25 on <oupot! 
HOUSE &# F 





Kitchen ventilators added to line 


1 au. maker of attic and window fans and 
portable air circulators, has introduced a 
line of kitchen range and oven ventilating 
hoods. Available in standard or deluxe 
lines. Both have convenient controls, safety 
switches, washable filters; come in full 
range of lengths, with coppertone or sil- 
ver grey enamel or stainless steel. Oven 
unit removes fumes and heat directly from 
oven. 

The Lau Blower Co., Dayton 7 
For details check No. 26 on coupon, p. 200 
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149%” x 23 Seer On 

ches to jg 

nensions wi 1958 washer-dryer team 

“pp Maytag’s new dryer (left above ) has a 
a Wide ty filter for incoming air; a sprinkler to pro- 
el vide uniform, automatic dampening of 


clothes; and three separate drying cycles— 
for items like towels that need fluffing, 
coupon, p for regular washables, and for wash-and- 
wear items. The companion washer (right) 
has a new agitator that sets up vertical 
water currents, new water-level controls, 
and cold as well as warm and hot water 
wash. Both units are available in white 


mooth suri or pasiel green, pink, and yellow. 

to have The Maytag Co., Newton, Iowa 

re ‘go For details check No. 27 on coupon, p. 200 

It; is inten 

1 floors ws 

heet ha New quiet vent hood 

= Pole Vent-A-Hood’s 58 model has a dual-ex- 

hues it haust system built into the single blower. 
‘ The new unit is said to remove more air 

coupon, } 


with less noise. Separate push-buttons con- 

trol each of the dual blowers and the light. 

Hood comes assembled and wired with a 

30” section of vent duct and collar. 
Venta-A-Hood, Dallas 

For details check No. 28 on coupon, p. 200 





Hood for charcoal grill 


‘builtai Char-Grill Vent-Hood is claimed to solve 
> oanatt the problem of inadequate ventilation for 
34° of D indoor charcoal cooking. Designed pri- 
marily for use with the Char-Grill barbe- 


iny vents! cam vanteeed : 
slated mos Cue unit, it can also be used with other 
por to! Cooking equipment. Hood is 36” wide, 32” 
“value 0 high, 24” deep; comes with exhaust blow- 
The news ¢r, removable filter, in three finishes. 
baked Muwiestic Co., Huntington, Ind. 
For ils check No. 29 on coupon, p. 200 
upon, F continued on p. 188 
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Another forward step 
by Allmetal! 
ALLWEATHER 





Balance Strips 
formed from 
ALLMETALITE 


CANODIZED) 


Aluminum Alloy 











ALLMETALITE (ANODIZED) aluminum alloy is 
another factor in Allmetal’s march toward maintain- 
ing and improving the quality of its products. Quality 
that is vitally important to you and your customers. 

This special electro chemical process develops on 
the aluminum alloy surface a pre-hardened and pre- 
oxidized coating that will not chip, peel or blister. 
Finally the oxide coating, being porous, is sealed in 
by a special lubricant. The combination of aluminum 
oxide and special lubricant provide a strip that is free 
from discoloration, stain and surface blemish. And the 
silver sheen surface will never change or lose its lustre. 


In addition—ALLWEATHER Balance Strip is free 
from the stain of blackoff, the hazard of salt spray and 
is resistant to abrasion from windblown sand. Bal- 
ance strips formed from ALLMETALITE aluminum 
alloy function faultlessly, minimize friction and en- 
hance the appearance of the windows on which they 
are installed. Additional information on weatherstrip 
formed from ALLMETALITE aluminum alloy, will 
be sent immediately upon request. 

















Draperies are Resists abrasion Resists the onslaught of 
free from dust, from windblown salt sproy. 
dirt, water. sond. 
MILLWORK JOBBERS LUMBER DEALERS 
—n — nono Call or Write for Details Ask Your Jobber for Window Units 
ee Equipped with ALLMETALITE 





ALI M BE TA LL 


WEATHERSTRIP COMPANY 


2249 NORTH KNOX AVENUE 
CHICAGO 39, ILLINOIS 


Name ‘‘ALLMETAL'® Registered U.S. Patent Office 




















“New Home Evaluator’ sells homes faster by selling 


U.S.G. HIDDEN ASSETS 


LS 





UNITED STATES 


Home buyers today are smart; they know what to 
look for in a home—it’s estimated that 60% are 
buying their second home. They look into a home 
for such Hidden Assets as quality materials, 
sound construction and lasting value. 

The U.S.G. “Hidden Assets Program” capi- 
talizes on these modern home-buying habits. It 
helps you promote important construction fea- 
tures in your homes by bringing them forcefully to 
the attention of prospective home buyers. Look 
at the effective selling aids you get: 


the greatest name in building 


GYPSUM 


@ Ingenious custom-built ‘New Home Evaluator” 
—dramatically points out the particular construc- 
tion features that you build into your homes. 


e Consistent national advertising—designed to 
support and promote you as a buiider of ‘‘Homes 
with Hidden Assets."’ 


e Exclusive Hidden Assets plaque— identifying 
you as a Hidden Assets builder and enabling you 
to cash in on this national program. 


e Local promotion package—specially prepared 
for your use in your area, it includes a promo- 
tion time-table, publicity releases and tips, spe- 
cial promotion ideas, newspaper ad mats and 
radio commercials to sell your homes faster! 
































lifetime satisfaction to prospects—It’s yours in the new 


SALES PROGRAM! 


Cash in on this unusual opportunity to sell your homes’ best 
features. Clip the coupon below and mail it today for full informa- 
tion. Start building new home sales with the U.S.G. “Hidden 
Assets Program’’. 


United States Gypsum Company 
Dept. HH-82 

300 West Adams Street 

Chicago 6, Illinois 

Gentlemen: 


Yes, | want to boost my new home sales. Please send me 
more information about the “Hidden Assets Program”. 





NAME 
QUALITY B 

UVILT FOR LONG TERM VALUE COMPANY 
ADDRESS. 
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A Permaline fibre pipe house-to-street sewer installation by 

N. J. Rodrigue, in a home project at Houma, Louisiana. Builders 

all over the country have found Permaline economical, profitable 
to install. 


L-o-n-g Lengths Make Permaline 
Fibre Pipe Easier To Install 


L-M-pioneered 10-foot lengths of | mation. Ask your wholesaler, or mail 
Permaline Fibre Pipe are easy and the coupon below to Line Material 
economical to install. With these long Industries, Milwaukee 1, Wisconsin. 
lengths there are 50% to 80% as many 
joints. L-M tapered couplings are 
simply driven onto the tapered ends 
of the pipe. No cement, no calking. 

L-M Permaline pipe is light and 
easy to handle—on the truck, and on 
the job. Joints are watertight and 
root-proof. Permaline pipe resists 
soil acids and alkalis, hot water, de- 
tergents. Ground heaving and settling 
don’t cause joint leakage, as they well 
may with other types of sewer pipe. 

Permaline Fibre Pipe is profitable 
to sell, profitable to install, profitable 
for the home owner. It has many Sizes: 5-foot lengths in 2”, 4”, 6”, and 8” 
uses—for sewers, footing drains, sizes; 8-foot in 3”, 4”, and 5°; 10-foot 
downspouts, land drainage, irrigation, lengths in 3”, 4° and 6”. Perforated in 


é | inf, 4” and 6” sizes, all lengths. Full line of 
barn drains, etc. Get complete inior- fittings and adapters to other types of pipe. 


L-M PERMALINE - 


BITUMINOUS FIBRE PIPE for better sewers and drains 





pee, 





This seal is your guaran- 
tee of recognized quality 












LINE MATERIAL INDUSTRIES + McGraw-Edison Company in Bituminous Fibre Pipe. 
@eseeeeeeceaeeoeeeeeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeee eee eee ee eee 

Mail This Coupon Name 

LINE MATERIAL INDUSTRIES Company — 

Milwaukee 1, Wisconsin ER pee 





Send me free bulletin with complete City State 





information on L-M Permaline Fibre 
Pipe for sewers and drains, Type of business, please 








New products 


New panel core material 


Asbestos Cell-Air-Core is an asbestg, 
honeycomb impregnated and coated with g 
portland cement compound. It may be 
faced with a variety of skins for exterio, 
or interior walls. It is easily cut so cop. 
duits can be run inside the panels, | 
compressive strength is 155 psi, it is highly 
water resistant, and will not support com. 
bustion, according to manufacturer; 
claims. 

The Bettinger Corp., Waltham, Mass, 
For details check No. 30 on coupon, p. 200 
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Ceramic mosaic tile 


Byzantile comes in three basic shapes, 
seven basic colors. It comes in %’, 
11/16”, and 1%” squares, diamonds 
11/16” on a side, and diagonal halves of 
%” and 1 1/16 squares. Colors run from 
white, black, and grey to red and tan. 
Price per sq. ft. from $1.14 to $2.70, fob 
Zanesville, Ohio. Byzantile will have 
Mosaic’s Swif-Way mounting system. 

Mosaic Tile Co., Zanesville, Ohio. 
For details check No. 31 on coupon, p. 200 


Central vacuum unit improved 


H-P Products, producer of built-in cen- 
tral cleaning systems, has replacd its two- 
impeller vacuum producer unit with a new 
unit with three impeller blades. The new 
model is quieter and smoother in opera 
tion. In addition, the entire separator tank 
has been redesigned for greater efficiency 
Input is 1.44 hp; output, % hp. Vacu-Flo 
built-in systems retail for $220 up. 

H-P Products, Louisville, Ohio 
For details check No. 32 on coupon, p. 2 
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Plastic protected plywood 


Prefinished plywood paneling has a vinyl 
film bonded to its surface as protection 
against moisture, staining, scuffing and 
scratching. Eight-foot panels are |‘ wide, 
44” thick; come in oak, mahogan birch, 
walnut; can be cut with a saw. 

Nickey Brothers, Inc., Memphi 

Wi 


For details check No. 33 on coupon. P. « 
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entry in kitchen sink field 


his double-compartment, ledge-back 
inless steel sink is just one of a new line 
inks being introduced. Features include 
stical undercoating to deaden sound, 
ledge back with four-hole faucet drill- 
(one with snap-out plug button) flange 
ers die-trimmed on 1%” radii for 
installation with Hudee type frames, 
sed wood pressure strip secured under 
ge. This model: $50. 

kco Products Co., Canton, Ohio 

details check No. 34 on coupon, p. 200 





so 


It-ins from Westinghouse 


uilt-in range units in Westinghouse’s 
kitchen line include two ovens and 
surface platforms. Both ovens—one a 
model, the other 17” wide—come in 
w, aqua, pink, copper and chrome. 
D of the surface platforms have four 
ing units; two have two units. Heat 
rol systems for all of the cooking tops 
ate between markings so there is an 
st unbroken range of heat control. 
estinghouse, Mansfield, Ohio 


details check No. 35 on coupon, p. 200 


phasis on built-ins 


ibson’s 1958 equipment includes a 20” 
matic oven that fits in a 24” wide 
net and 20” x 34” cook top units that 
nto 36” counter tops. Controls for the 
k tops are centered on chrome-steel 
h panels which can be mounted on 
ack wall. Controls are color-keyed to 
surface units. 

ibson Refrigerator, Greenville, Mich. 
details check No. 36 on coupon, p. 200 















y-to-apply plastic laminate 
evinite” is a flexible decorative lami- 
composed of core papers impregnated 
an overlay of hard thermosetting 
- Can be applied to counter tops, 
‘, shower stalls, and other hard-wear 
‘ with adhesive and hand roller. Comes 
‘ny patterns, colors and wood grains, 
olls 30” and 36” wide. Resists boiling 
Ads, cases and solvents, scratching 
Staining; design is sandwiched between 
ing nd plastic topping. 

edlow Plastics Co., Youngstown, Ohio 
detai’, check No. 37 on coupon, p. 200 


continued on p. 194 











Crawler-mounted loaders 


Five sizes —% to 2-cu. yd. capacity — with 
advanced features for digging basements, 
driveways, loading trucks, finish grading. 





HOW to beat rising costs 


with 


CASE’ equipment 





Wheel-type loaders 
Two new low-priced models —11 and 13-cu. 
ft. capacity — for light loading, backfill, clean- 
up. Years ahead in design and performance. 








Crawler-mounted backhoes 


Gives you extra flotation and stability for dig- 
ging septic tanks, sewer and water lines, swim- 
ming pools, etc., in soft or rough terrain. 








Wheel-type backhoe-loader 
Most versatile machine in the low-priced field 
— for trenching, backfilling, loading, etc. En- 
gineered for heavy-duty industrial service. 











Bulldozers 


42 to 100 HP with exclusive power-tilting 
blade for clearing and leveling land, crown- 
ing roads, building terraces, etc. 











Crawler fork lift 
Speeds delivery of block, brick, roofing, etc., 
through mud and rough terrain. Lifts to 21’ 
height. Mounts quick-change attachments. 








Whether you handle your own land 
development and excavation — or sub- 
contract such jobs — you'll find your 
unit-cost per-home can usually be re- 
duced, by having the work done with 
modern Case® TerraTrac® industrial 
tractors and equipment. Why Case? 
Because Case has the right size and 
type of machines — both crawler and 
wheel-mounted — plus the engineering 
advancements — to do your jobs quick- 
er, easier, at lower net cost. Case also 
builds and sells all tractor and attach- 
ments under one warranty, so you can 


(CAsE= 


INDUSTRIAL 


18t in quality for over 100 years 





depend on fast, efficient service — any- 
where, anytime — through your local 
Case Industrial Dealer. In addition, 
Case has its own credit plan, which en- 
ables you to purchase or LEASE new 
Case TerraTrac equipment right now 
— on the easiest monthly terms in the 
industry — without tying up needed 
capital. Mail handy coupon TODAY. 


CT-CL-120 


[) Crawler loaders [] Crawler backhoes 


() Send name of necrest Case Industria! Dealer 


NOME onc cccccccsccccccrceescsess Position. .....+++ 
CIN ido ks che cedecesccccvicscesvcccecscocegss 
NE tide Sag tal ode Cevevds ewendueseccoern Genes 
SS exeedéanbhddseatunessceaswes State. ....-se0. 


p——— CLIP... MAIL FOR FREE CATALOG ~~~ 
J. 1. CASE CO., Dept, 81467, Racine, Wis., U.S.A. ; 


| Send literature and prices on equipment checked: 
Fork Jifts | 


( Wheel loaders [] Wheel-type backhoes () Bulldozers 
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TRADE-MARK 


help sellhomes!” = fiz 


HOME BUILDERS ACROSS THE COUNTRY 
ARE PROFITING FROM THIS NEWEST SALES FEATURE 
OF MODERN CONSTRUCTION BECAUSE 


“Prospects like it!’’ 


F. W. AHLEMEIER: “Most of our houses are in the $50,000 to 
$100,000 bracket, so our buyers demand the latest in comforts 
and conveniences, the very best in products. This Celotex Hush- 
Tone ceiling tile is one of the quality features that give our homes 
distinction and added sales appeal.” 


R. E. HAYMOND: “Hush-Tone Tile is one of the important visible 
sales features that prospects admire in our model home. We think 
Hush-Tone Fiesta is the smartest idea yet in ceiling tile because 
it does a great job of combining quiet with beauty. Our home 
buyers apparently agree.” 


J. W. HESLOP: “The use of nationally advertised products is one 
of the key sales points for homes in our newest community devel- 
opment, Cuyahoga Manor. The idea of quieting noise with Hush- 
Tone Tile really helps sell homes—and prospects have confidence 
in the famous Celotex brand name.” 


E. S. & B. W. MARKEY: “In speculative building, the problem is 
to find products that please the prospects and still are practical 
for the builder. Our organization is highly pleased with your new 
Fiesta Hush-Tone Ceiling Tile. We intend to continue using it. 
Public acceptance is keen.” 


“Take it from us... 
Celotex Hush-Tone Ceilings |: 





FIESTA HUSH-TONE TILE 



































TRUE WHITE HUSH-TONE TILE . 








Dep: 
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When you can’t use motor-driven 
tools you lose profits fast. An Onan 
Electric Plant gives you plug-in elec- 
tricity anyplace, anytime . . . no wait- 
ing for highline hookups . . . no long 
extension cords to get fouled up. 
Onan 4-cycle electric plants feature 
split-second starting, long-life, and 
all-round dependability . . . with a 
big weight saving over usual 4-cycle 
units. The model 20S5AJ-1P pictured 





Save hours on every job 


with ONAN Electric Plants 


above delivers 2,500 watts . ..enough 
for several saws, drills or other tools 
and all the lights you need . . . yet it 
weighs only 139 pounds. Model 
105AK-IP delivers 1500 watts... 
weighs only 125 pounds. ' 
Onan portable units are completely 
Onan-built with Onan engines direct- 
connected to Onan all-climate gener- 
ators. They are compact, sturdy...and 
they run longer with minimum servicing. 








WRITE FOR FOLDER SHOWING PORTABLE MODELS 
OR SEE YOUR ONAN DISTRIBUTOR 


D. W. SAN é& SOMF. INC. 







Pepprere VLawrS 3140A University Ave. S.E., Minneapolis 14, Minn. 














WISCONSIN BUILDER 
Ben McCauley says 


""WE SOLD 


6 
HOME-WAY HOMES 


with your 


OPEN-HOUSE PACKAGE” 








A tested open-house promotion—one that has never failed 
to sell the demonstrator plus additional homes—is just one 
of many sales helps for Home-Way dealers. These include 
newspaper ad mats, direct mail advertising and help with 
financing. Thousands of qualified leads come from Home- 
Way's national advertising and demonstrations such as the 
recent ‘‘Prairie Lady’’ model introduction at the Farm 
Progress Show. 


But Home-Way’s unique service is the personalized de- 
sign and closing conference. Bring your prospect with his 
lady to centrally- located Walnut, Illinois where our archi- 
tects and engineers work out desired variations, estimate cost 
and help you close the sale. 


—— 








Write for 
G B H -WAY complete dealer information 
HOMES, INC. and sample sales 


Dept. HH » Walnut, Illinois promotions 
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‘Armstrong's new Counterflow Furnace... 
: the furnace for 
: — new bome! . 


All-new Armstrong Counterflow oil or ° 
gas-fired furnaces are trim and compact. 
They fit any size home and can be 
installed almost anywhere in the house 
—utility room, closet, or alcove. These 
attractive appliance-styled beauties add 
a bit of glamour to any new home. 

And Armstrong’s 1958 MR. BUILDER 
promotion will help you sell your new “ 
homes. This hard-hitting program merchandises your homes first 

. with only incidental mention of Armstrong. It's complete and 
colorful—contains all the merchandising aids you need to bring 
out droves of interested prospects. 





¢ Write today for a FREE brochure describ- 
e ing the fabulous 1958 MR. BUILDER pro- 
© motion, and the new Counterflow bulletin 
$ containing all the benefits, features and spec- 
e ifications of the great, all-new Armstrong 
© oil or gas fired furnaces. Address Dept. H. 






See Armstrong Furnaces in the exciting ‘Show 
House” issues of: Living for Young Home- 
makers—March and June; Saturday Evening 
Post—-January 25 and May 10, 


ARMSTRONG FURNACE COMPANY Nai: 


FuRNaAC 


Columbus 8, Ohio — 
Division of NATIONAL UNION ELECTRIC CORPORATION A 











16” Long 


| 9 CAVIIEX 


pli Outstanding Masonry for 
Dimensioned 


— e a 
i es Price-Conscious Builders 
ae Styled in line with today’s architectural trends. Cavitex 


has the beauty of proper symmetry along with ingrained 
color in a wide range. Cold-formed, its clean, sharp lines 
are never distorted by burning. 

With an 8-inch thickness for exterior walls, and a 4-inch 
for partition, veneer, or cavity walls, Cavitex is suited 
to all types of construction. Initial low cost and ease of 
laying combine to bring the all-masonry home to price 
levels that induce greater sales. Low price of Cavitex 
is directly due to the economies of local manufacturing. 
Write for literature and name of nearest local plant. 


. 
Large Voids 
. 


Range of 
14 Colors 








You Can Be a 
Manufacturer 


More local plants are required to 
supply the rapidly growing de- 
mand. As a manufacturing oppor- 
tunity, Cavitex can be highly prof- 
itable, either as an independent op- 
eration or as a supple mentary ac- 
tivity—especially in project devel- 
opment. Each plant operates in 
franchise-protected territory, 
Cavitex equipment available on 5 
year-payment plan. Write for copy 
of “Opportunity, Unlimited.” 


$96213 = 


This national average price buys all the Cavitex 
needed for all the walls show n, even to planters, 


of the 3-bedroom, 50’x26’ “Cavalier.” (Blue- 
prints available.) Price — which may vz ary by 
locality —typifies Cavitex economy. 


W. E. DUNN MFG. CO. 
424 W. 24th Street, Holland, Mich, 
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compact kitchens by 
































New products 

















Mor 
Ne 
heigh 
coun 
: New saw for heavy-duty work ideal 
s J cee kitch 
é Cuts up to 5” deep (534” in one model Whei 
a are all in a day’s work for this line of ome 
_ heavy-duty saws. Unit is given extr wail 
a strength by deeper steel table frame, § a 
4 | column and heavier column base, cleat We 
| instead of bolts in table top. Five to | 
al hp. motor, tables to 44” x 48”, 16” 0 For ¢ 
soll : : 
ar 20” blades, 16%” rise between table ani 
eee | motor. 
; DeWalt Inc., Lancaster, Pa. 
For details check No. 38 on coupon, p. 2 
New 
Cal 
comp! 
entatir 
mum 
ented 
deg. f 
thickn 
Plys ¢ 
Safi 
Drawers for your built-ins For di 
Because it is difficult to get lumber of the 
Or profitable a artments right size and kind to make a good drawer 
| because many builders don’t have the 
| proper machinery to make drawers, and 
eee ne VV ep" remo deled because it is difficult to estimate costs 
Here’ kitel ‘all é hil ‘di : ff this maker is offering knocked-down draw- 
es > » 2S CLE reno}. r > ° r ¢ rae r Le rf . . 
é 1 kite en ¢ pec lally eng) while providing an attractive, ein | ers that assemble quickly and easily, come 
neered and designed for new and cient kitchen that lets the apartment | in two front heights (45%%” and 92") and 
f 7s j idths 2” 30”. Finish and 
remodeled apartments. It easily in- command more ren five widths from 12” to , 
. a REE Gas hardware is added by builder. Framing: 
stalls in less space than most closets. And once a Dwyer is in, it’s in to kits available. 
Complete with deep sink, range, stay. Defies hard use and abuse. Firpine Products Co., Oswego, Ore 
oven, big refrigerator and storage Finish is porcelain... not paint. For details check No. 39 on coupon, p. *) 
area... ready to hook up. You save That’s why many Dwyers have been 
installation time, money and val- in continuous use for more than 25 New rubber tile and cove base 
uable living space for the tenant, years. Send coupon for f tal ah . 
6 SF ‘ oupon for full details. An .080” gauge rubber tile in 17 moder 
colors will, maker says, meet competition 
ee eee hae a Lae for flooring installations in the lower pric: 4 
° range. In development of the new tiles eat 
i ) wyer Products Corporation strong color qualities were selected 'o com Usin 
FREE CATALOG gives you full | Dept. H-1502, Michigan City, Indiana pensate for the natural muting effect th ‘ toon 
EON AOS: 4 SH rubber has on color. limin 
eis ? a eee | Please send new catalog on Dwyer compact Rubber cove bases are available in gre) me ih 
on the entire Dwyer line. Models | kitchens. | red, green, blue, tan, and dubonnet © a di 
. : ; ‘ iy 4 - j and di 
from 39 to 69 inches in width, | sie complement the new tiles, as well as stan’ Wea 
gas or electric. Mail coupon today. | ae eee 3 et ard black and brown. Comes in * aM For de 
. ee fe ce | 6” heights; in lengths up to 120’. cad 
| ; Robbins Floor Products, New York Cit 
City, State , : m1 
| | For details check No. 40 on coupon. P. + 
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- 
More “‘living-room look’’ cabinets 
New feature of these cabinets is a new 
height — 30%” including sub-base and 
counter top. This height, maker says, is 
ideal for mixing and a number of sit-down 
kitchen tasks (and for bathroom vanities). 
model When mounted on 9%” legs, cabinet be- 
line of comes standard 36” height. Cabinets are 
extr available in 32 colors and natural stains, 
me, in colonial and contemporary styles. 
cleats Wood-Mode Kitchens, Kreamer, Pa. 
- For details check No. 41 on coupon, p. 200 
0 
‘le an 
p. 2 










New flexible insulation 


Called “Saflex,” this material consists of 
compressed glass fibers controlled in ori- 
entation and distribution to provide maxi- 
mum resiliency and eliminate voids. Pat- 
ented corrugating process provides 360- 
deg. flexibility. Available in wide range of 
thickness, fibers, binders and densities. 
Plys of foil or film optional. 

Safpac Corp., San Gabriel, Calif. 


For details check No. 42 on coupon, p. 200 
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tiles Heat control balances system 

» com 7 

“t thal Using an outside bulb, a system bulb, and 
‘foom-temperature bulb, this heat control 

Loom “iminates under- and over-shooting, equal- 

oit’'' *s floor and ceiling temperatures, near 

stand ind dist int room temperatures. 

” on Weather Controls, Western Springs, III. 
"or details check No. 43 on coupon, p. 200 
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PICTURE SLIDE 
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134 inches of air space between 
glass provides superior insulation. 


THIS WINDOW STOPS 


AL, 1?) 
DUST 
NOISE 
HEAT 

Loto] & ») 


FLEET OF AMERICA, INC. 


Dept. HH-28, 2015 Walden Avenue e Buffalo 25, N. Y. 


ntle lease send literature as checked below 


i ST 
IN Fetaal= 


—a— 
a 


Sliding §£ Jalousie —Titeitate| Double 
Glass i Windows Windows Hung 


i@lelel a) ‘ 4 & Doors Windows 
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MISCO 
WIRE GLASS 
WEAVES A 
WEB OF 
WONDER 





The handsome diamond pattern in Misco Wire 
Glass combines beauty and strength. Obscure 
Misco, employed to screen this area, provides 
ever-shifting highlights of interest and interplay 
of shadow. It floods the setting with diffused 
daylight .. . yet protects privacy. 


The distinctive, diamond-shaped, welded wire 
netting strengthens the entire structure .. . 
offers additional protection against breakage 
... enhances the surface pattern of the glass. 
Stronger than ordinary glass and with an 
innate beauty all its own, Misco Wire glass 
offers endless opportunities for the protection 
and decoration of the modern home. 


Make daylight a part of your plans 
in your building program. Specify 
glass by Mississippi. Available 
in a wide range of patterns 
and surface finishes at better 
distributors of quality glass 


Write today for free catalog. 
Address Dept. 9. 





MISSISSIPPI 


GLASS CcCOMPAN Y 
88 Angelica St. ¢ St. Louis 7, Missouri 


NEW YORK e CHICAGO e¢ FULLERTON, CALIFORNIA 
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The finishing touches 
that make sales! 

















CLOSET AND 
KITCHEN FIXTURES 


Get your share of the big, profitable home remodeling busi- 
ness with K-V’s complete line of top-quality, easily-installed 
closet and kitchen fixtures. Each is well designed, sturdily 
constructed and finished in bright chrome. K-V fixtures have 
many exclusive features, and behind these is the K-V name 
—a name that has a 60-year reputation for highest quality. 
Ask your K-V sales representative today. 









< 
K-V 1 Clothing Carrier 


Pulls out of narrow closets; 
doubles closet space. 










K-V 2 Extension Closet Rod 


No sag; in five sizes 
to fit all closets. 













< 
K-V 724 Shoe Rack 

Holds nine pairs of shoes; 
portable and compact, fits 
under hanging garments. 







K-V 793 Disappearing Towel Rack 
3-bar model; mounts on walls 

or cabinet side. Also 2 and 
4-bar racks available. 










K-V 791 Disappearing Cup Rack 
Holds 12 cups, slides within 
easy reach, then back in place. 





KNAPE & VOGT MANUFACTURING COMPANY 
Grand Rapids, Michigan 
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ANODIZED BUILDING 
SPECIALTIES ... AT 
NO EXTRA COST! 


ass uC THRESHOLD 


Attractively designed of aluminum . .. but more important, they stay that 
way because of a hard, durable protective anodized finish. Practical, 
because the tough vinyl weatherstrip is easily replaceable. Prepackaged in 
convenient lengths. Easily installed. An exceptional value at no extra cost. 


ALSO OTHER BUILDING SPECIALTY ITEMS, 
IN ANODIZED ALUMINUM, AT MODEST PRICES! 


Write for literature and name of 
nearest authorized stocking distributor 


NORTH AMERICAN 
EXTRUSIONS CORPORATION 


5569 RIVERVIEW DRIVE KALAMAZOO, MICHIGAN 











QUALITY - PROVEN 
IN OVER 
FORTY STATES 


TRIED «++ TESTED 


n a com- 
plete line of six standard size factory-built stations with capacities from 
20 G.P.M. to 1600 G.P.M. per pump or ejector. 

Here is quality and dependability with real savings, realized through 
factory-built economies. Assembled and tested by trained personnel in a 
factory designed to produce quality lift stations. 
Smith & Loveless lift stations are quickly and easily installed, saving 
on-the-job expense. Smith & Loveless stations are delivered direct to 
your job site, ready to hook up. 

Before starting your next job, write Dept. 70 for the Smith & Loveless data manual. 


Contains drawings, photos, charts, data sheets, and specifications. Over 100 pages 
of helpful information. It’s free. 


Smith & Loveless, Ine. 


P.O. BOX 8884 KANSAS CITY 15, MO. 
REPRESENTATIVES IN PRINCIPAL CITIES 
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SAVE LABOR! 
SAVE MONEY! 


No brickwork—no expensive 
installation— Firehearth 
comes completely fabricated 
for floor through roof 
installation—or with exclusive 
wall hanger for adapting to 
existing masonry chimney 

. . . double wall construction. 
Unit is 30” wide, 26” deep 


and 32” high. “ 


FREE STANDINGS 


NEW CONSTRUCTION 
OR REMODELING 


Both models in black 
matte finish—ideal for 
family or recreation rooms 
—cottages, cabins, motels 
and offices. Walls are in- 
sulated for safety, yet the 
unit provides comfortable 
heat to the room. 

Priced from $195 to $295. 
complete. 


APPROVED BY 
International Conference of 
Building Officials Uniform Code 


> WRITE TODAY 
~. a FOR FREE FOLDER 


fotoe Boked, bee. Gn. ccmmone] Ee 0. Bb fad, ion 
1247 RAINIER AVENUE e SEATTLE 44, WASHINGTON 
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© Builders 
Get a FREE COPY of ‘‘Split 
Level Homes’’ Book of 59 Plans 


Designed to Help You 
Sell More Homes in ‘58 
PUBLISHED AND GIVEN BY 


This beautiful book is being 
offered free to acquaint you 
with Garlinghouse Plan Serv- 
ice. You are not obligated to 
buy other books or the plan 
sets described therein. Burt, 
Garlinghouse Plan Books are 
all designed to help the cus- 


NO OBLIGATION — tom builder. 


Just Send For It TODAY. 
ORDER FORM TO: L. F. GARLINGHOUSE CO., INC. | 
Garlinghouse Bidg., Dept. HH-28, Topeka, ened 
| CUFREE COPY of “Split Level Homes”. 
(] RANCH & SUBURBAN—125 very () HOMES IN BRICK—114 designs | 
| popular ranch type designs for of medium and large homes. Many 
town & country. Many in color..50¢ in full color $1.00 
J Complete Set of 18 different plan books at special price of $8.00—a $2.25 saving. | 
(] Sturdy loose leaf binder for set—just $2.95. | 
ALL BOOKS MAILED POSTPAID 
C Builder | 


| Name__ — () Dealer | 


Address 








America’s Largest Home Plan Service for Custom Building 











BUILDERS, 
ARCHITECTS, 

AND PREFAB 
MANUFACTURERS.. , 


er, 


MAKES THE TY’ 


: A NAILS 


YOU'RE LOOKING FOR! 


As you well know, new building materials . . . 
improved application methods .. . the popular- 
ity of pre-colored siding, etc., have greatly 
increased the need for specially designed nails, 
particularly for roofing and siding—MAZE HAS 
THEM IN STOCK! 


EXTERIOR NAILS 


Maze STORMGUARDS — strong steel nails 
Double-Dipped In Molten Zinc (hot-dipped type 
zinc nails as required by F.H.A.) will not cause 
rust spots, stains or streaks . . . cost far less per 
nail than aluminum . . . drive and hold better! 
INSULATION 

ROOF 


DECKING 










Asphalt Shingle 
Anchor-Shank Nail 
@ Roof Deck © New Roof 
@ Re-Roofing! 


HARDBOARD 
SIDING 










$-255 S$ 
Hardboard Siding 
Spiral-Shank Nail @ Rec. 


es by leading hardboard producers. 


COLORED NAILS—MATCH ASBESTOS 
INSULATING & CEDAR SHAKE SIDING 


(11 stock colors... 40 others on request) 








$-245 Insulating Siding Barb-Shank Nail 
joy eye fe pele ay 


r) #10 |" Mbt dl pil od bt bl bid bod 





$-235A Cedar Shake Anchor-Shank Face Nail 


ALSO A WIDE VARIETY OF INTERIOR 
AND SPECIAL CONSTRUCTION NAILS 
Ready-packed in 5# cartons or 50* Bulk 


WRITE FOR FREE HANDBOOK AND SAMPLES 


NAME 





FIRM 





ADORESS 





CITY STATE 





‘IT PAYS TO BUY MAZE 


ma W. H. MAZE COMPANY 


PERU 12, ILLINOIS 
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Publications 





First standard for heat pumps 


Because of the growing interest in and 
use of heat pumps, the Air Conditioning 
and Refrigeration Institute has issued the 
first ARI Standard on “Unitary Heat 
Pump Equipment.” Numbered 240-57, the 
new Standard was put out to “establish 
minimum industry standards of perform- 
ance of unitary heat pumps and to provide 
means for establishing reliable ratings.” 
It does not apply to field-modified cooling 
units that are converted to heat pump 
operation, or to room air conditioners. 
35¢ 

Air Conditioning and Refrigeration Insti- 
tute, Washington, D. C. 


For copy, write direct to Institute 


Round-up of air control products 


This large (69-page) catalog shows 
every product in the line of registers, dif- 
fusers, and grills made by Air Control 
Products. The products are illustrated by 
good-sized photographs, and many of these 
are accompanied by drawings that are 
extra help in explaining sizes and instal- 
lations. Prices are listed. The catalog also 
has a variety of selection charts, plus some 
engineering data on registers and _ grills. 

Air Control Products, Inc., Coopersville, 
Mich. 

For copy check No. 44 on coupon, p. 200 


Vermiculite in home building 


Vermiculite, in its wide range of appli- 
cations, is the subject of this 8-page folder. 
Of particular interest to home builders: 
sections on gypsum plaster fireproofing 
and acoustical conditioning. The folder 
also includes an excellent summary of fire 
tests, clearly presented in tabular form, 
and specifications for vermiculite plaster 
and acoustical plaster. 

Zonolite Co., Chicago. 


For copy check No. 45 on coupon, p. 200 


The hydronic story 


This colorful 16-page booklet offers a 
simple explanation of the principles of 
home heating and cooling, then explains 
the advantages of doing the job with water 
(hydronic system). It is in language your 
clients or buyers can understand, so it 
can be used to explain systems to them. 
Covers snow-melting and zoned temper- 
ature control too. Booklet is part of a 
complete merchandising-aid program of- 
fered by this manufacturer. 

National-US Radiator Corp., Johnstown, 
Pa. 

For copy check No. 46 on coupon, p. 200 


Swimming pools for more sales 


“How to get your share of the multi- 
millron dollar swimming pool business” is 
the subject of this 12-page booklet by 
Simplex. It points out the dollar and cents 
reasons for adding swimming pool con- 
struction to your line, and gives general 
advice on how swimming pools are built. 
The bulk of the booklet is devoted to 
elevation drawings of five typical pools 
that can be built by the Simplex method of 
concrete forming. 

Simplex Forms System, Inc., Rockford, 
Ill. 


For copy check No. 47 on coupon, p. 200 











Puts Extra 
BUY-APPEAL 


in today’s homes 








CHAR- GRILL 


Barbecue Grille 





Home buyers everywhere 
want a built-in 
barbecue grille 











HANDSOME, VERSATILE STYLING—looks at 
home in any kitchen or recreation room. 
Designed for installation in masonry con- 
struction or in standard wood or metal 
cabinets. 

RUGGEDLY BUILT — made of heavy gauge 
steel in angle iron type construction. Thick 
asbestos millboard insulation. Front access 
door swings on strong piano type hinge. 
Fire pan made of heavy boiler plate steel. 
MANY CONVENIENCE FEATURES—removable 
fire pan can be raised and lowered, handy 
front access door, bright chrome grille 
removable for cleaning. 


Majestic’s new CHAR-GRILL is getting the 
nod everywhere — wherever style-conscious 
buyers and builders are making plans. Archi- 
tects, contractors, distributors, dealers and 
decorators are falling in love with it.* Write 
for specification sheets on the three CHAR- 
GRILL models and Majestic’s own special 
CHAR-GRILL VENT-HOOD with powerful 
built-in exhaust blower. 
* Editors, too! In coming months, CHAR-GRILL 
will be featured in many articles and photo 
— in prestige-building publications. Watch 
or it! 


413-C Erie Street, Huntington, Indiana 


tal 









HOUSE & HOME 











AL 


11es 


~ ee, 


L 


here 








ting the 
Nscious 
. Archi- 
ers and 
* Write 
CHAR- 

special 
yowerful 


-GRILL 
photo 
Watch 





& HOME 


Don't 
Make A 
“Project” 
Out Of 
Projects 


There is an easy way to build 
large housing projects 
consisting of repetitive-type 
wood frame structures. 
Whether they be single family 
units, garden apartments, 
school class rooms, or military 
housing . . . this easy way is 
also the big-profit way. 


All you do is let American 
Houses engineer the project 
for fast, efficient assembly. 
Why don’t you join the 
American Houses family of 
builders who are currently 
constructing over $45,000,000 
worth of housing projects? 

If you build east of the 
Mississippi, send for details. 


American Houses, Inc. 


American Houses, Inc., Dept. HH-258 

S. Aubrey and E. South Sts. 

Allentown, Penna. 

| build east of the Mississippi and want to 
know how American Houses can help me build 
more houses more profitably. 


Name 





Firm Name 








Address 





City 
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Power tool roundup 


This 36-page booklet is a complete cata- 
log of Delta’s Homecraft line of power 
tools, most of which would find a useful 
place in the builder’s shop. All major tools 
are illustrated with either a photo or 
drawing, and many are shown in use. Also 
shown: a wide variety of shop accessories. 
Prices included. 

Rockwell Mfg. Co., Pittsburgh. 

For copy check No. 48 on coupon, p. 200 


Decorative laminates 


Data sheets on decorative laminates 
gives you information on everything from 
what they look like to what words to use 
when you specify them. One booklet has 
the available patterns, in colors, with de- 
tails of countertops, walls, baseboard, etc. 
Two other booklets concentrate on fabri- 
cation, and one of these includes the stand- 
ard phraseology to use in buying or 
specifying decorative laminates. The fourth 
deals specifically with decorative laminates 
on vertical surfaces. 

General Electric Co., Coshocton, Ohio. 


For copy check No. 49 on coupon, p. 200 


Facts on insulating concrete 


This 8-page brochure reports with 
graphs, tables, and photos on insulating 
concrete produced by Elastizell. It opens 
with an explanation of the material, how 
it’s made, and what it’s good for. It con- 
tinues with facts and figures on insulating 
values and structural design, and concludes 
with specifications. Data are based on 
research on Elastizell addititives done at 
University of Michigan Engineering Re- 
search Institute. 

Elastizell Corp. of America, Alpena, 
Mich. 


For copy check No. 50 on coupon, p. 200 


Trussed rafter designs 


Twelve typical designs are illustrated in 
the new booklet, “Design and Use of Teco 
Trussed Rafters.” Includes not only the 
more common pitched and flat trussed 
rafters, but also designs for trusses for non- 
loadbearing exterior walls, diamond-shaped 
trusses, and the 1'2-story frame. The page 
devoted to each design includes specifi- 
cation and material tables. The new book- 
let also has data on the methods Teco 
recommends for fabricating, assembling, 
shipping and erecting their trussed rafters. 

Timber Engineering Co., Washington, 
be ae 


For copy check No. 51 on coupon, p. 200 


Ideas for using plywood 


Two new full-color brochures designed 
to help architects and builders faced with 
remodeling problems are available, and 
both have earned awards in the “1957 
Ideas for Home Builders” contest con- 
ducted by The Producers’ Council. 

“Family Rooms in Beautiful Weldwood” 
give 100 illustrated suggestions for remod- 
eled rooms, enclosed waste space, custom- 
built furniture and cabinets. “Weldwood 
Prefinished Paneling” catalogs the makers 
prefinished panels. 

US Plywood Corp., New York City. 


For copy check No. 52 on coupon, p. 200 
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TRUSSED RAFTER 
BOOKLET 


TECO W WEDGE - FIT 
a 
RING CONNECTORS 





24-PAGE 
AWARD WINNING 
BOOKLET CONTAINS ... 


12 typical TECO trussed raft- 
er designs: with specification 
and material lists. 


COMPLETE DATA to build, 
assemble, ship, and erect 
TECO trussed rafters. 


You can build your own 
TECO trussed rafters ECO- 
NOMICALLY and with only 
a MINIMUM EQUIPMENT 
INVESTMENT. 


D> Send for FREE COPY, 
“DESIGN AND USE OF 
TECO TRUSSED RAFTERS” 


TIMBER ENGINEERING CO. 


1319 18th Street, N.W. 
Washington 6, D. C. HH-581 
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FLEXIBILITY 





for new freedom 
in katchen design 


Every kitchen in every home you 
build can offer a custom-designed in- 
dividuality when you install genuine 
hand-rubbed natural birch Yorktowne 
Cabinets. 


Yorktowne Kitchens are recognized 
leaders in beauty, craftsmanship, de- 


sign, and built-in features. 


They are immediately available in 
175 cabinet styles and sizes from 50 


warehouses across the country. 


New illustrated folder gives you the 
complete story of Yorktowne Kitchens 


Send for your copy TODAY. 

















Publications 





Complete story on airless painting 


This fact-packed 6-pager details the 
differences between air atomization, hy- 
draulic atomization and airless atomi- 
zation; then explains the advantages of 
airless spray coating. Diagram gives clear 
explanation of airless spray. Booklet 
features 20 questions and answers. Of 
particular interest: details on hot spray 
painting with airless equipment. 


Nordson Corp., Amherst, Ohio. 


For copy check No. 53 on coupon below 


Guide to pilot hole sizes 


Southern Screw Co. has worked up 
pocket-sized table of hole size recom 
mendations for wood screws that cover 
pilot holes, shank clearance holes, and re 
quired auger bit number for counter 
sinking. 

The information is in easy-to-read table 
form, all on one well organized page 
Also includes a guide to measuring wood 
and tapping screws. 

Southern Screw Co., Statesville, N. C. 
For copy check No. 54 on coupon below 





Want more information? 


The numbers below are keyed to the items described on the New 
Products and Publications pages. Circle the ones that interest you 


and mail the coupon to: 


House & Home 


Room 1021A 9, Rockefeller Plaza, New York 20, N. Y. 
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TNEDE INLAND EXPERTS WORK FOR YOU 





‘ 


and they're all wife. Inland package 


Before Inland Home Packages are de- 
livered to your job sites, these high- 
skill Inland men have served you as 


surely as though they were on your 


payroll. 


Inland architects, engineers, purchas- 
ing specialists, production supervisors, 
assemblers, drivers . . . even land plan- 
ners ... free you from many costly, 
time-consuming details. 


They deliver professionally planned, 
precision-manufactured house parts 
that assemble fast on your foundations. 
Their individual skills contribute to the 
Inland Homes you are proud to build 
and sell... and they cost you nothing 
extra. 


Inland offers you a wide selection of 
ranch and contemporary models for full 
basement, crawl-space or slab, 2, 3 or 4 
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bedrooms, one or one and one-half 
baths, carports, one or two car garages. 
Factory-assembled room size exterior 
wall sections, 2 x 4 studs, 16” o.c., with 
choice of factory-applied double-course 
cedar shakes, board and battens or 
horizontal siding: Double-hung win- 
dows, exterior doors, hardware in- 
stalled. Complete one-piece built-up 
gables. Assembled roof trusses, plywood 
roof sheathing and asphalt shingles. 


Exterior doors, trim, cornice, soffits 
prime painted. Interior partitions 
factory-assembled 2 x 4 studs, 16” o.c. 
Fiberglas insulation. Youngstown 
Monterey birchfront kitchen cabinets 
and dishwashers, Tappan built-in ovens 
and countertop ranges, Westinghouse 
Space-Mates washer-dryer combina- 
tions. Modernfold doors. Overhead 
garage doors. 


More than 200 different Inland Home 
Packages, all sensibly priced, give you 
the variety you need to sell practically 
any home buyer in your market. Our 
two plants give you quick delivery 
service. Through Inland Mortgage 
Corporation, we offer financing plans 
adaptable to all builders’ needs. 


Let’s get together. Visit, call or write 
either of our offices. Inland Homes Cor- 
poration, Box 915, Piqua, Ohio (Phone 
3880) and Box 137, Hanover, Penna. 
(Phone Melrose 7-6681). 
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Open spaces continued 


There seem to be four clear lessons. 


Getting something done is (1) primarily a matter of lead- 
ership, rather than research. (2) Bold vision, tied to some 
concrete benefit, can get popular support fairly quickly. (3) 
The most effective policy is to get the land first and rational- 
ize the acquisition later. (4) Action itself is the best of all 
research tools to find what works and what doesn’t. 

There is no reason why there cannot be action now. Re- 
cently, FORTUNE and ARCHITECTURAL FoRUM brought to- 
gether a group of nineteen experts for a two-day conference 
on urban sprawl. 

They came to agreement on the elements of a program 
that is simple, economic, and politically workable. It uses 
existing legislative devices, including one rather ingenious one 
that costs remarkably little. It would not demand the creation 
of a new level of metropolitan or regional, government, and 
it could be in operation in one year. Here are its provisions: 


First, land must be bought. 


And it must be bought by an agency with the power and 
the funds to do it. This means the state because. . . 

1. The state is the logical source for funds. Since the open 
spaces are for the use of the people in the whole metropolitan 
area as well as the immediate locality, the fact that the funds 
will be coming out of general revenue means a more equitable 
assessment of costs. The state, furthermore, can often tap 
special funds; in California, up to $12 million of the state’s 
income from offshore gas and oil leases can be earmarked for 
the purchase of recreation areas; similarly, in Pennsylvania 
all the revenue from oil and gas leases on state-owned land, 
now about $4 million a year, is allocated to the Secretary for 
Forest and Waters for reclamation and conservation purposes. 

2. Most states already have the necessary machinery for 
acquiring the land. The No. | tool, of course, is outright pur- 
chase, with the right of eminent domain available when 
needed. Outright purchase is obviously appropriate for land 
that is desirable for an immediate, specific need, such as park 
space or beaches, and where funds are ready to develop it. 
For the more outlying areas, the state could do as it has done 
for future highway rights-of-way: through “advance land ac- 
quisition” it can buy areas and then lease them until they 
are needed. 

What may be an even more useful tool, however, is the 
purchase of development rights. The state would not buy the 
land but merely buys from the owner an easement—that is. 
the right to put up developments of any type or billboards. 
By not exercising the right, the state keeps the land open. 
The farmland remains in cultivation, and quite aside from the 
food produced, this is important to the suburbanite. Valuable 
as landscaped park land may be, the kind of surroundings 
that most delight many suburbanites are the less antiseptic 
kind afforded by well-run farms—meadows, cornfields, pas- 
tures, well-contoured hillsides, and those disappearing sights, 
the brook and the spring. 

Another kind of land ideal for purchase of development 
rights is the golf course. Because of the pressure of land val- 
ues on local taxes, many golf courses have been plowed under 
by subdivisions, whereupon local residents realize that though 
they never used it themselves, the golf course made a nice 
part of their scenery. If a golf club were able to sell its devel- 
opment rights, the money would remove the immediate pres- 
sures on the golf club to sell the land, and if the club is 
given adequate tax protection, the long-run pressures should 
be removed as well. 


A surprising amount of land can be got free. 


There are people who love their land, and because they do 
they would like others to enjoy it when they have gone. Given 
some sort of machinery—and a little salesmanship—many a 
landowner can be persuaded to deed his estate to the com- 
munity, or to give it now with the proviso that he can stay 
on it as long as he lives. 

A good example of what can be accomplished by vigorous 





solicitation is provided by the Massachusetts Trustees of Res- 
ervations. In 1891 a group of spirited citizens, with enough 
foresight to be alarmed even then, put on a vigorous cam- 
paign of persuasion, and got many people to donate tracts. 
Today it has 4,330 acres in thirty different areas, including 
many historic sites that otherwise would have been long since 
overrun. 


Tax practice should be revised. 


If a man keeps his land open by giving his development 
rights to the community, or selling them (and paying a capi- 
tal-gains tax), it is patently unfair to tax him at the going 
rate for developed land. Since property taxes are usually 
based on market value of the acreage, there would have to 
be a change in tax-assessment policy. Those who have given 
up their development rights should have their land assessed 
at a lower rate than those who have not. In the long run this 
should involve no loss to the community; the open space af- 
forded would make the surrounding land more valuable, and 
in time the community’s total tax base should thereby be 
increased. 

Time is a critical factor; if purchase of development rights 
is started now, considerable tracts of land can be preempted 
for open space at a fraction of the price that would be asked 
later. Only a relatively small acreage, furthermore, is needed 
for an effective open-space plan. 

In Montgomery County, Maryland, for example, on the 
fringe of the Baltimore-Washington metropolitan area, 330 of 
the county’s 494 square miles remain open farmland. The 
farmland now sells for about $500 per acre. If action were 
taken today, the framework of an open-space program could 
be established with the purchase of a few strategic stream 
valleys and hillsides totaling about eight square miles, or less 
than 2 per cent of the county. Cost: about $2,500,000. (Min- 
imum cost of building two miles of expressway: $2 million 
to $2,500,000). Bargain or no bargain, the program will 
take money. 


Open spaces are only one part of a decent pattern. 


Just as important is what happens to the land in between, 
and complementing any open-space program must be a strong 
effort to make development orderly in the unopen spaces. 
There must be, for one thing, tighter control over subdivision. 
At present, most of the communities on the fringe leave 
things pretty much up to the developer, and the result is 
often a crazy patchwork of street layouts without any pro- 
vision for parks or school sites. 

Minimum-lot zoning, useful as it may be for a particular 
neighborhood, provides no real defense against sprawl. The 
great bulk of new inhabitants pressing outward from the city 
are middle-income people who can’t afford half-acre and one- 
acre lots, and the U.S. has made so many of them they simply 
can’t be dammed up. The mass developers leapfrog over 
pockets of resistance, and instead of an orderly, compact 
growth outward from a community, the entire buffer area of 
woods and farms that people took for granted becomes spat- 
tered with tract housing. The community does not get pene- 
trated; it gets enveloped. 

Of first importance today is the job of preempting open 
space, for the opportunity is a fleeting one. Before very long 
the millions born in the postwar baby boom will be coming 
of age, and as they swell the ranks of homeseekers, suburbia 
will expand as never before. By that time it may be too late; 
just in the next few years the highway program will be open- 
ing up hundreds of square miles to development, and land 
that now can be had for $500 an acre will come dear—if it 
is available at all. Yet the highway program also furnishes a 
great, if fleeting, opportunity; its new rights-of-way and inter- 
changes will set the basic structure of the metropolitan areas 
of the future, and whether those areas will be livable will 
depend on the foresight of the communities involved as much 
as it will depend on the engineers. If the communities agree 
now on a rough idea of what kind of areas they would like 
them to be, the highway program can become an asset instead 
of a hazard./END 
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You'll find Advantages 
you want in 


eased SUiding Looe 


»»« features like these: 


FOUR POINT CONTACT assures positive stability, 
preventing rock or twist of the panels in operation. 
This feature is achieved with the two upper adjustable 
rollers and two adjustable lower guides. Upper Roller 
assemblies have an adjustability feature (34”) to 
assure easy installation and to compensate for out- 
of-square openings. Lower guides also adjust to the 
proper depth to noiselessly guide bottom of panel. 































LOWER GUIDES Specially de- 
signed steel bracket with polyethy- 
lene sleeve—adijusting screw allows 


ROLLER ASSEMBLY Smooth-rolling 
nylon wheel assembly permits quick, 









simple installation and adjustment 






34"" movement up or down .. . locks 






that is permanent. 






in permanent position. 






OTHER FEATURES that make Glide-All Sliding Doors 
outstanding are shown below. 

Glide-All Doors are available for 8’ floor-to-ceiling and 
6’ 8” high installations—in a variety of standard opening 
widths. For complete details, specifications and prices see 
Sweets or write the nearest Woodall plant. 


———eeee— z —————————_\ 
= _—_:: 

HEAVY STEEL TRACK is easily ALUMINUM THRESHOLD Decoro- 

installed, and formed to prevent tive and sturdy, it is simply attached 


rollers from “run off.’ Notched for to floor. Grooves receive bottom 
quick panel installation. guides to assure panel stability. 








































STURDY PANEL RIGID STEEL TUBES 
Hard, smooth hard- Ce Used for stiles and 
board with great rails, they give pan- 





el stiffness but allow 
it to “float” to com- 
pensate for expan- 
sion, contraction and 
prevent warpage. 






structural strength 
takes any finish to 
walls. 





















GLIDE-ALL Doors are available in principal cities throughout 
the United States and Canada. 
For information write Plant nearest you. 











GLIDE-ALL DOORS ARE A PRODUCT OF CHICAGO, 3500 Ookton St., Skokie, Il. 

EL MONTE, Colif., 801 West Valley Blvd. 
LAUREL, Miss., P. O. Box 673 

SANTA CLARA, Colif., 1020 Bayshore Blvd. 
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DETROIT 34, MICHIGAN 
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(For more on safe streets, see page 107) 


Here are six rules for planning a 
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1. Use three-way, instead of four-way, intersections 


The diagrams above show one reason why: the four-way 
intersection has more than five times as many possible con- 
flict points where collisions may occur. Accident rates (based 
on the Los Angeles study reported in footnote, opposite) 
prove the point: an average of only six accidents occur per 
year per thousand three-way (or T) intersections, but 14 
times as many take place at four-way intersections, even in 











2. Use curved streets 


Traffic experts agree it is difficult for drivers to pick up 
speed if you use curved street layouts like the one above. 
Also, people tend to drive more cautiously, especially when 
the side streets are cul-de-sacs. 

In contrast, gridiron developments with straight streets in- 


vite fast driving and through traffic in both directions, and so 
invite accidents. 


curvilinear developments (41 times as many in gridirons). 
Three-way intersections have the added advantage of en- 
couraging drivers to yield the right-of-way. Autos entering 
the intersections from the dead-end leg must slow down to 
turn right or left and normally expect to yield to traffic on 
the continuous street. But at an uncontrolled four-way inter- 
section, indecision is common and can cause accidents. 





3. Minimize access roads 


Minimum spacing for the roads that connect your develop 
ment to nearby highways should be a quarter mile. 


Normally, this spacing will generate enough traffic into and 


out of your subdivision to warrant a traffic signal at eacl 


entry point; but if traffic is permitted to leave the subdivision 


on roads spaced closer, no one point is apt to have enoug! 
volume to warrant a signal. 
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4. Eliminate continuous streets 


You invite outside traffic to use your streets as shortcuts to 
other parts of town when your streets are continuous, particu- 
larly when they run between major highways. 

The layout shown above uses three basic ways to “break” 
continuous streets: |) with cul-de-sac blocks and turnaround 
loops; 2) with short street runs that connect with other streets 
in a T intersection; and 3) with 90-degree elbow turns. 


6. Avoid irregular intersections like these five 


You will invite trouble with any of the intersections shown 
above. All have records of many accidents. These dangerous 
intersections are: 

... Multi-legged intersections of more than four legs 
... ¥-type intersections where two legs meet at acute angles 


Where do these facts come from? 


These six points are based on a five-year study made by 
the road department, County of Los Angeles. The study cov- 
ered 86 residential tracts with a total area of 4,320 acres and 

population of 53,000. Gridiron and curvilinear tracts of 

qual size and population density were used for comparison. 
Since right-angle collisions represent 84% of all auto acci- 
lents within subdivisions, the study was limited to right-angle 
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5. Break continuous collector streets 


Collectors are the streets that serve cul-de-sacs and short 
noncontinuous streets. To be safe, they should exit into only 
one major street and should not cross through streets. Even 
long (over eight-block) collector streets have been proven 
safe when they do not connect at both ends to major high- 
ways, and when their only intersections are with short side 
streets that have low traffic volume. 


. .. jogs in intersection alignment where the legs are too close 
together to operate as separate T intersections 

. adjoining intersections too close to operate independently 
... hidden intersections, where visibility is limited by bridges, 
railroad signs, or heavy growth of trees and shrubs./ END 


collisions at intersections. 

Results of the study were first published in an article en- 
titled “Subdividing for traffic safety,” by Harold Marks, Traf- 
fic Survey Engineer, Los Angeles County. It first appeared in 
the July ’57 issue of Traffic Quarterly, published by the Eno 
Foundation of Saugatuck, Conn. and was reprinted in the 
October ’57 issue of Urban Land. 
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